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Underwriting Profit 
Trend Stressed At 
Home’s Annual Meet 


Vice Pres. Hargrett Cites Correc- 
tive Measures to Obtain More 
Favorable Experience 


PRESIDENT BLACK REPORTS 


More Efficient Operation, More 
Profitable Choice of Risks, Rate 
Increases Aid in Changes 








What attracted most attention of 
stockholders at the annual meeting of 
the Home Insurance Co. this week was 
President Kenneth E. Black’s statement 
that in 1959 the company showed a con- 
solidated statutory underwriting profit 
of $1,062,000 as compared with a loss 
of $4,700,000 in 1958. 

Mr. Black asked Vice President and 
Secretary Felix Hargrett to review the 
company’s underwriting experience for 
the past five years and describe the 
corrective measures adopted to assure 
more efficient and profitable underwriting 
operations. 


1956 An Underwriting Nightmare 


The year 1956 was the worst property- 
casualty insurance year in modern times. 
It brought unusually large and destruc- 
tive fires, 
severe, 


windstorm damages were 
marine business turned sour, 
automobile claims mounted and the com- 
pany’s crop-hail experience was about 
the worst on record. As a result the 
company suffered its heaviest annual 
underwriting loss of all times—$17,700,- 
(0. Nor was there much comfort to 
be gained from the fact that the prop- 
erty-casualty insurance business as a 
whole was in the same boat. 

The company immediately — started 
making careful analysis of all factors. 
It became evident that the main reasons 
lor this underwriting situation was the 
sharp impact upon loss and claim outgo 
ot inflation, then taking pace at acceler- 
ated speed, and the difficulty of adjust- 


Ing rate levels in rapidly changing ex- 
perience. 


How Situation Was Handled 


_The Home studied various underwrit- 
ing procedures and practices throughout 
the industry, with an aim toward more 
efficient operation and more profitable 
election of business. Efforts were made 
‘0 get increased rates wherever justified. 
Chief among the measures taken to cope 


(Continued on Page 25) 
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Gen. Agency System 
Basically Changed 
Over Span Of Years 


Charles G. Heitzeberg Calls Classic 
Definition Outmoded; How Pres- 
ent Operations Affect Status 


READJUSTMENT IMPERATIVE 





Mutual Benefit Life’s Agency Vice 
President Tells General Agents 
They Must Progress 


By CLareNnce AXMAN 


Bal Harbour, Fla—In the opinion of 
Charles Heitzeberg, vice president in 
charge of agencies, Mutual Benefit Life, 
the “general agency system” in the sense 
that it was used in the earlier days of 
life insurance is now a misnomer. 

“We should realize that what we in 
the Mutual Benefit call the general agen- 
cy system is so far removed from its 
classic meaning that it is nearly unrecog- 
nizable,” he told the company’s general 
agents in his address winding up their 
Hotel Americana last 
“We call it what we do because 
the evolution from the general agency 
system, to what we have today, took 
place over the span of our lifetimes and 
so. gradually that we thaven’t really 
noticed the enormous differences between 
our distribution system of 30 or 40 years 
ago and that system now.” 


convention at 
week. 


Examples of Changing System 


Offering some examples of how the 
system has changed he called 
“directly contrary to the 


them 
fundamental 
concept of the pure general agency sys- 
tem,” but did not characterize them as 
necessarily evil or destructive. “An ob- 
vious change,” he said, “is home office 
premium billing and commission account- 


” 


ing.” Another change: “company spon- 
sored new agent financing plan.” Still 
others: “subsidies for new general 
agents, practically without exception; 
home office training schools for agents; 
expense allowances beyond contractual 
collection fees and commissions.” 


The Mutual 
executive, said he was not necessarily 


Benefit’s chief agency 
against any changes he mentioned not 
opposed to literally other 


them- 


dozens of 


innovations that have intruded 
selves into the original concept of the 
general agency system as he believes 
many of these “apparent intrusions” are 
useful and many cases, 
absolutely necessary, but he called atten- 


tion to them in pointing out that things 


desirable; in 


are now quite different. 

“What, then, is the essential thing that 
has remained as it was, but can only 
continue the same because of your ef- 
forts and your attitudes?” he asked the 
general agents. “It is the philosophy of 
the system. That philosophy means that 


(Continued on Page 15) 
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He can serve 


TODAY’S 





MOST COMPLETE 
PORTFOLIO 


IS CARRIED BY 





every client. 


























.. and serve him better 


The portfolio carried by the John Hancock represent- 
ative enables him to serve every possible life insur- 
ance need. 


He can offer a wide variety of fine individual policy 
plans, including special contracts for Family and 
Business Protection, Mortgage Cancellation, An- 
nuities, and Family and Retirement Income. He 
can offer modern contracts for Pension and Profit 
Sharing Plans, individual Personal Health Insurance, 
and Group Life, Accident and Health coverages, too. 


... the man who sells John Hancock 


The man who sells John Hancock can sell the most 
advanced, most complete protection available — and 
can service a wide variety of client needs. 
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President Roberts Confident of Future 


Hollywood Beach Hotel, Fla—Closing speaker at a three-day convention of 
Fidelity Mutual Life general agents and agency leaders held in Hollywood Beach 
Hotel was E, A. Roberts, the company’s president. He complimented the field force 
on its excellent sales results and the high persistency experienced during the decade 


ending December 31, 1959. 


Expressing his optimism for future growth of the company he observed that 
“despite mounting competition for the dollar, problems relating to inflation and the 
certainty of a heavier tax burden, Fidelity Mutual will grow substantially in the 
‘60s constantly striving to improve our product, knowledge, skill and imagination. 
Armed with these attributes,” he continued, “we can look forward confidently to the 


opportunities ahead.” 


Companies Becoming More Dollar 
Conscious, Says Ralph W. Ervin 


Hollywood Beach, Fla. — Ralph W. 
Ervin, Jr., who after being assistant to 
President E. A. Roberts of Fidelity 
Mutual Life was made executive vice 
president last year, made his first talk 
to the company’s general agents con- 
vention here last week, discussing the 
national economy and the company’s own 
position in it. 


Great Growth of Life Insurance 


Designating the last decade as being 
characterized by an unprecedented growth 
of the life insurance business he said: 

“There were times in this era when 
prosperity seemed to be working against 
the industry. Inflation and mutual funds 
kept nipping at our heels. Income taxes 
and expenses continued to rise. The 
overwhelming desires to do better than 
average created a problem called ‘volum- 
nitis’ and its companion disease, ‘twist- 
ing.” Nevertheless the industry grew 
larger and stronger both as a business 
and as individual companies, It was in 
this era that financial writers paid us 
what they considered the supreme com- 
pliiment. They called life insurance a 
‘growth business’— high praise for a 
youngster 200 years of age! For Fidelity 
Mutual it was the greatest growth in our 
history.” 

Looking optimistically into the future, 
he took as source of his observations 
the annual report of Philadelphia Re- 
serve Bank. 

“The past four decades, for example, 
differed widely in providing us with a 
speculative binge in the ’20s; a major de- 
pression in the ’30s; two wars in the 
‘40s; and a boom of varying degrees in 
the 50s. It would seem improbable that 
the 60s could produce something new 
in the way of economic behavior after 
four such diverse decades, but they un- 
doubtedly will. 


Planning to Keep Pace With Growth 


“Our business, undaunted by the un- 
certainties suggested by Federal Reserve, 
is making plans for its greatest period of 
growth. Based on known fact that the 
nation will have a population explosion 
in the mid-60s, combined with the as- 
sumptions that inflationary fears will be 
lessened and a reasonable rate of eco- 
nomic growth be enjoyed, our business 
could very we'l reach such a goal. Fi- 
delity Mutual enters this decade of the 
0s in good shape.” 


The Need for More Dollars 


Mr. Ervin pointed out highlights in 
company’s objectives: increased sales, 
mereased income and reduced expenses. 
Commenting on income and expenses he 
said in part: 

“The rising costs of doing business, the 
lower premium per thousand of insurance 
and the withdrawal of policy proceeds 
ate all having the effect of making us 
dol'ar conscious. Recently, the president 
% a substantial Eastern company re- 
marked that in the drive for sales volume 
Wwe seemed to be overlooking the im- 
portance of income. It is perfectly obvi- 
ous that sales and in-force increases 
€come less meaningful when accom- 
panied by fewer dollars.” 





RALPH W. ERVIN, JR. 


Companies are noting that in the 
amount of policy proceeds being left 
with them that many beneficiaries are 
finding a place for their money else- 
where. The Fidelity Mutual increased 
its interest rate to 3.4% on February 1, 
1960. 

“Of course, aside from rate paid by 
us we have little control over these pro- 
ceeds, but we would like to see more 
of these dollars stay with us at a time 
when they can be invested profitably.” 

Mr. Ervin said that policy loans have 
been increasing. “In the last few months 
of 1959 and first two months of 1960, 
Fidelity Mutual received more loan ap- 
plications than at any time since 1932,” 
he observed. “This is a reflection of 
higher interest rates and there seems to 
be no question but that we are picking 
up a great many loans formerly made 
by banks.” 


Cheerful Investment Picture 


Discussing the investment picture Mr. 
Ervin made these among other com- 
ments: 

“Aside from sales, no area of our 
operations invites closer scrutiny and 
comparison than the earnings on our 
invested assets. This is understandable 
when we consider the progress made and 
the potential not yet realized. Income 
from this source in 1959 exceeded $13 
million and just as important these 
earnings exceeded our reserve require- 
ments by more than $3 million. The 
year 1959 represented the best year for 
the investment of funds in fixed secur- 
ities since 1929. The surging economy 
placed heavy demands upon the money 
supply and in an effort to prevent run- 
away inflation the Federal Reserve re- 
stricted credit through the use of the 
discount rate. This rate, which rep- 
resents the price banks pay for their 
borrowings, revealed 4% in September. 

(Continued on Page 4) 


McKewen Finds Lawyers 


Helpful in Making Sales 
Hollywood Beach, Fla—Jack L. Mc- 
Kewen of Birmingham, Ala., one of Fi- 
delity Mutual’s most successful agents, 
told the convention that 80% of his busi- 
ness last year consisted of insurance 
used to fund either a stock retirement 
agreement in a closed corporation or a 
buy-and-sell agreement for partnerships. 
Most of the cases of the closed corpora- 
tion business were for sales engineers. 
Birmingham has many growing indus- 
tries and these engineers, acting as rep- 
resentatives of manufacturers, receive 
good salaries. They are receptive to the 
idea of stock retirement even though 
they have few tangible assets. Their 
life’s work is tied up to their business. 
In 1959 Mr. McKewen was instrumental 
in the formation of 22 trusts. He works 
in close association with lawyers. He 
regards them as one of the greatest 
prospecting tools and centers of influence. 
They are often present at his confer- 
ences with the prospect. 

“Have a healthy respect for and cul- 
tivate the lawyer,” he said, “but remem- 
ber that you, the agent, usually is author 
of the idea that insurance should be 
purchased. You must be in control of 
the case at all times and push it through 
to completion. Everyone will respect you 
for it. The success of the case stems 
from a sound system of prospecting, 
presenting your ideas in a sound and 
logical manner and closing your busi- 
ness as a matter of logic rather than 





E. A. ROBERTS 


emotionally. Keep in mind also that 
clients of the type you are selling are 
on a high intellectual level. Conscious 
reasoning along with the proper motiva- 
tion will be the means by which they 
will buy. All this means nothing unless 
accompanied by the proper activity of 
“turning doorknobs.” 


Pontius Stresses Link Between 


Insurance and Younger Generation 


Hollywood Beach, Fla—Calvin  L. 
Pontius, senior vice president—insurance, 
Fidelity Mutual Life, addressing the com- 
pany’s general agents and field conven- 
tion held in Hollywood Beach Hotel, 
discussed the growing insurance needs of 
the public in keeping pace with the na- 
tion’s economic strides. He particularly 
commented on the younger generation 
as one of the significant market poten- 
tials. 

He stressed the link between the grow- 
ing importance of higher education, the 
intense desire of so many parents as 
well as their children to achieve it, the 
mounting costs of attending college and 
the difficulties of meeting this bill. 

“Hardly anyone wil qestion that the 
difficulty can be overcome, or at least 
greatly eased, by the presence of a fi- 
nancial plan, the base of which for all 
practical purposes, for most people, rest- 
ing on savings and life insurance pro- 
tection,” he said. “There is reason to 
believe that this will be increasingly 
true in the future. Unquestionably, life 
insurance is the best as well as most 
practical way to make this education a 
certainty. 

“You fieldmen all know why this is 
true but you must also make the people 
realize this. In doing so you are perform- 
ing an enormously important function 
that probably only you as life insurance 
men can fulfill.” 

Mr. Pontius called attention to re- 
search on the broad subject of education 
made by Time magazine. This study re- 
vealed that in the present decade the 
number of people between ages of 18 and 
21 will be increased by 57%. “The corol- 
lary fact is that one-half of these people 
will go to college,” he continued. “Then 
later came Time’s article of March 7, 
1960, covering aspects of the race to col- 
lege, the courage and good planning 
needed in getting into college, and how 
to stay in it. Time made it pretty clear 
that a primary requirement is a plan to 
save money for the purpose of the edu- 





CALVIN L. PONTIUS 


cation and keep it saved so that it may 
be used for that purpose. Life insur- 
ance is the only thing we know that can 
make that trick simple or even make its 
solution available to the vast majority 
of people.” ; 

Mr. Pontius pointed out that this is 
growing before our eyes and he called 
the heart and soul of the solution the 
cash value in the life insurance policy. 
“Let no one nor anyone’s philosophy 
deter you in that thought and in that 
conviction,” he said. “Your policyhold- 
ers and prospects and the public will be 
on your side. There is no greater appeal 
than that a man should help his children 
become educated. Nor is there anything 
more dependable in this world than an 
education. This is strong ground for you 
to stand on in your continuing growth 
and success.” 

Among the enthusiastic advocates of 
life insurance are all men who have had 


(Continued on Page 4) 
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hectic money market 
issuance of the now 


In October the 
was climaxed by 
historic Treasury ‘Fives.’ 

“For Fidelity, as with all life com- 
panies, 1959 was a year of feverish ac- 
tivity in our investment operations. 
Invested during the year were $31 mil- 
lion, of which $13.5 million was in bonds 
and stocks and nearly $17.5 million in 
mortgages and investment real estate. 
The rate of return on these new in- 
vestments was 5.18% or 13 basis points 
better than 1958. 


Bond and Mortgage Markets 


“Early in the year we recognized that 
if we were to take full advantage of the 
favorable bond market, some short term 
sacrifices would be necessary to strength- 
en our long term position. Consequently, 
some $3.34 millions of low yielding bonds 


were sold at a loss of $300,000. The 
proceeds from these sales were rein- 
vested at an average rate of 5.23% or 142 


basis points greater than the bonds which 
were sold. This loss was used in part to 
offset gains with the balance carried 
forward for five years as permitted by 
the new tax. The loss, though sub- 
stantial, was not directly chargeable to 
our surplus account, but rather to the 
mandatory ee valuation reserve. 

“As with the bond market, the mort- 
gage market was most sensitive to the 
demand for funds. In September the 
FHA increased its rate from 5%4% to 
534% and the VA from 434% to 54% 
Despite the increased rate guaranteed 
loans sold at substantial discounts, Late 
in the year FHA’s were selling at a 
price of 96 or lower and the availability 
of VA loans became practically non- 
existent because of the unattractive 
54% rate. Conventional home loans 
sold in the area of from 534% to 64%. 
This varied ao apg 6 between states 
depending partly on local usury law. 
In Pennsylvania, for mitkane 6% is the 
maximum rate permissible. Another de- 
velopment of importance to our mortgage 
operations occured late in 1959. The 
Pennsylvania General Assembly enacted 
a law permitting insurance companies to 
increase the ratio of loan to value on 
Conventional loans. Fidelity’s finance 
committee authorized making such loans 
on newer homes in selected areas.” 





C. R. McCormack President 


Mobile, Ala—Clement R. McCormack 
has been made president of Loyal Amer- 
ican Life, succeeding the late Charles 
H. Heyl and Matthew S. Metcalfe, Jr. 
has been elected executive vice president. 

A director of Loyal American for 
several years, Mr. McCormack is ex- 
pected to take up his duties as president 
immediately. He is also an officer and 
director of Reinsurance Investment 
Corp. 

Mr. Metcalfe, who had been secretary 
and director of 


Loyal American, con- 
tinues as a member of the board. He has 
been associated with Loyal American 


since its formation in 1955. Otto Marx, 
Jr. will continue as chairman of the 
company’s board of directors. 


Hear C. W. Kappes, Jr. 


Charles W. Kappes, Jr., counsel, Mu- 
tual Benefit Life, Newark, was the guest 
speaker at the April dinner meeting of 
the Society of LOMA Graduates. The 
meeting was held this week at the Mutual 
Benefit Life home office. 

Mr. Kappes, who is the chief legal 
officer of Mutual Benefit, discussed the 
rights and obligations of a citizen serv- 
ing jury duty under the title “Twelve 
Men and True.” 

Elected this year to head his com- 
pany’s legal department, Mr. Kappes was 
a partner in a leading Newark law firm 
before being appointed associate counsel 
of the Mutual Benefit in 1952. 


Gus Jay’s First $5,000 Policy 
Grew Into a $1,000,000 Case 


Hollywood Beach, Fla—Gustave Jay, 
CLU, Newark, N. J., one of outstanding 
production leaders of Fidelity Mutual, 
speaking on “advanced underwriting,” 
gave the convention here his definition 
oi that designation. 

“Even though we speak of it as a 
different field than that in which some 
of you may now be operating,” he said, 
“basically insurance is written for fam- 
ily protection and, no matter how we 
label it, whether corporate, partner, 
estate taxes, split dollar, deferred com- 
pensation, it still is finally for the pro- 
tection of your client’s family. Any one 
feeling he must have a great knowledge 
before he starts will probably never get 
started. Primary thing to remember for 
the life underwriter whether advanced 
or otherwise is that the moment he stops 
being a salesman his production will 
likewise stop.” 

His First Policy for $5,000 

Mr. Jay started his insurance sales 
career by writing $5,000 and _ $10,000 
simple family need cases. He changed 
his sights after he had sold his butcher 
a $5,000 policy. 

Going into business with his brother- 
in-law, the butcher opened a self-service 
market in New York City. Eventually 
this developed into the largest food store 
in the country. The concern had been 
approached by a competitor of Jay’s 
who wanted to sell it business insurance 
The market concern said it was inter- 
ested but wanted Jay to get in touch 
with the other agent. Swallowing his 
pride, Jay did so. The case was closed 
for $1,000,000 of stock retirement insur- 
ance. 

“I was happy to take my part of the 
commission and felt I had learned a 
great deal,” said Jay. “I immediately 
decided to become an ‘advanced under- 
writer’ and grow with my policyholders 
So I learned what I could about best 
way to handle estate tax and business 
problems and took CLU exams, the 
courses on law and finance proving most 
interesting to me 





W orkers Daler ‘Liquidated 


The New York Insurance Department 
announces that it has completed dis- 
tribution of the surplus assets to policy- 
holders of International Workers Order, 
Inc, in New York 
Supreme Court order after the Insurance 
1950 that the 
society had “willfully forfeited its charter 
by functioning as a recruiting and prop- 
aganda agency for the Communist 
Party.” 


accordance with a 


Department concluded in 


New Canada Life Agencies 


Canada Life has announced the ap- 
pointment of two new general agents in 
New York City. 

Nathaniel Altschul’s agency will be 
known as the company’s New York Eness 
Branch 

Louis C. Ostrer Associates Inc. are 
the other agency and will be known as 
the company’s New York Empire Branch. 
Mr. Ostrer was previously associated 
with Canada Life as a successful person- 
al producer. 


Prudential Names D. C. Nott 


Donald C. Nott has 
Ordinary agencies 
for The Prudential’s 
office in Boston, 

Mr. Nott, who has 
dential since 1956, 
ager in the c 
Agency 
ment. 


been named 

training consultant 

Northeastern home 
] been with Pru- 
was a division man 
mpany’s Old Colony 
in Boston prior to this appoint- 


“When I next approached my super- 
market clients I was on my own. With- 
in a decade additional stock retirement 
insurance was written by me to cover the 
increased values, key man and _ split- 
dollar insurance were added until the 
total reached about one million dollars. 
Although the business was sold, the sur- 
viving principals are continuing the in- 
surance as personal protection. 


Advice of Lawyers 


Commenting on legal advice, Mr. Jay 
said: “We know there are certain law- 
yers in our community who specialize 
in the estate and tax field and it is our 
business to see that our clients are 
properly advised by them. We have as 
our own lawyer a man well qualified. 
Under our arrangement with him he 
is willing to confer with our prospect 
for an initial review of the latter’s 
affairs. After the interview our client 
decides if he would like to retain our 
attorney. He then may engage our at- 
torney’s services on his own and be 
prepared to pay his lawyer’s fee. We 
have found some clients eager for such 
services even if they may have lawyers 
handling the general affairs of their 
business. We also have clients who want 
their regular attorneys and who are not 
specialists in the tax field. We have 
them draw insurance agreements with us. 
Under those circumstances we suggest 
they permit their attorneys to draw the 
agreements and have our tax attorney 
review them. If there is a great deal 
of work to be done it is expected that 
a fee will be paid for this work.” 

A question answered by Mr. Jay was 
whether his agency worked through trust 
departments of any banks. His re- 
sponse: “Years ago we did have some 
success with trust departments of banks, 
but in last dozen years most of our 
clients have preferred to name_ indi- 
viduals as trustees because the function 
they perform is generally completed 
within a short time after one of the pol- 
icyholders dies.” 


‘Cieviilons Mutual Had 
Record 1959 Sales 


Another peak year in new life insur- 
ance sold and insurance in force was 
resistered by Provident Mutual Life in 
1959, T. A. Bradshaw, president, reported. 
Volume life insurance in force reached 
a high $2,465,035,000 at the close of 
the year. During the vear a record of 
$295 696.000 was set for sales of new 
life insurance. 

Of the total new life insurance sold, 
$245.975.000 was under individual policies 
and $49,721,000 was under Group plans. 
Sales volume of individual policies was 
again the largest in the company’s his- 
tory, representing a gain of 5% over the 
previous high total reached in 1958. 

Tn 1959 new accident and sickness cov- 
erages with yearly premiums of $1,707 - 
000 were placed in force. Of the 1959 
total. $423.000 was for individual policies 
and $1,284,000 for Group coverages. Total 
yearly premiums for accident and sick- 
ness insurance in force at the end of 
1959 were $5.231.000 

Total assets of Provident Mutual at 
the end of 1959 increased ito $855,675,000. 
A total of $55.029,000 in benefits was paid 
in 1959 to policvowners and their ase 
ficiaries, compared with $51,035,000 in the 
preceding twelve months. 


Charleston General Agent 

David B. Watson has been appointed 
general agent for the Charleston, S. C. 
agency of Atlantic Life. Mr. Watson won 
an award from Atlantic Life in 1958 for 
writing Over a million dollars of insur- 
ance in that year. He succeeds Horace 
G. Dent, who died March 15. 


of 
I 





Calvin Pontius 
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a college education made possible by the 
foresight of their parents, and all young 
men who started an insurance program 
soon after they got married. Many of 
the company’s leaders have followed up 
the writing of such cases by increasing 
the amounts as the policyholder’s eco- 
nomic stature has grown. He read the 
names of some of these leaders, among 
those to whom he called attention being 
those who have made records in con- 
secutive production. They keep in such 
constant touch with the families they 
insure that new policies are written as 
members of the families grow up. 


1959 Best Fidelity Year 


The year 1959 marked the tenth suc- 
cessive year of Fidelity’s increase in 
sales. That 1959 gain was 10% over the 
prior year. In 1959 40 agencies paid for 
more than a million of new life insur- 
ance; eight of those agencies paid for 
more than $11 million. Thirteen agents 
paid for more than a million and four 
for more than $1% million. Total of new 
life insurance for 1959 was $152 million. 

In commenting on innovations adopted 
in 1959 Mr. Pontius said they included 
the following items: 

Reduced premium rates on certain 
policies for women; the Executive Spe- 
cial $20,000 Minimum 30 LP policy; the 
Guaranteed Insurability provision re- 
cently increased from $10,00 to $15,000; 
the addition of the 5th Dividend Option; 
also the increased Non-Medical limits 
just announced; the publication of Fi- 
delity’s Group and Pension Manual and 
the new Pension Trust Sales Manual. 


Full Career Agents Operation 


Commenting on the field Mr. Pontius 

said: “We are in our company pri- 
marily a full-time career life insurance 
agents operation. The vast majority of 
our business comes from our own full- 
time life insurance associates and even 
with our brokerage business it is prin- 
cipally from a few select persons who 
place all their life insurance sales with 
Fidelity. To a very large extent, there- 
fore, we do have reasonable control 
over the origins of our business this year, 
next and so on. We think this is of the 
utmost importance with respect to both 
quantity and to quality. It is something 
definite upon which the company and 
yourselves can build, 

“Relating our origin of production to 
the total life insurance in force in our 
company, we can expect a most select 
experience, such as we are having now. 
I speak of our continuing low mortality 
and the high persistency rate of business 
in force. Of our more than $1% billion 
of life insurance in force, two-thirds or 
more is business placed on our books 
within the past 10 years.” 





Director Great Eastern 

Dr. Calvin H. Brainard, associate pro- 
fessor and head of the Insurance De- 
partmient at University of Rhode Island, 
has been elected a director of the 
Great Eastern Life. He worked for in- 
surance companies for about thirteen 
years and has done consulting work. 

Dr. Brainard, who received his A.B 
degree at Columbia and his Ph.D. at 
New York University, started teaching 
at Stevens Institute of Technology, where 
he was in charge of insurance and mar- 
keting in the graduate school of in- 
dustrial management. 


EDWARD A. LICHTBLAU DEAD 

Edward A. Lichtblau of Forest Hills, 
N. Y., a retired Equitable Society agent, 
died recently. He was 80. Mr. Lichtblau 
first became associated with the Equi- 
table in 1918 as a member of its former 
Goldberger general agency in New York. 
He had been a member of the Society's 
Maxwell M. Shaffran agency in Man- 
hattan since 1941. Mr. Lichtblau earned 





production club honors 17 times. 
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Some things you should know about... 


Excessive Drinking 


Most Americans either leave alcoholic beverages 
alone entirely—or drink moderately and sensibly, 
mainly for social and special occasions. 


Unfortunately, however, there are 5 million men 
and women in our country who cannot control their 
drinking—and most of them break down socially, 
emotionally and physically. Inevitably, they also 
damage the lives of their families and other people, 
sometimes in the most tragic ways. 


Since alcoholism is a most important health prob- 
lem, it deserves our attention. These questions and 
answers may give you a better understanding of it. 


Why do people become alcoholics? 


Medical science does not yet know the precise cause 
or causes of alcoholism. Authorities agree, however, 
that emotional difficulties—tension, worry, guilt, 
and other dreaded feelings—are certainly connected 
with alcoholism. The alcoholic drinks to escape his 
inner conflicts. And he becomes so dependent on 
alcohol that he cannot face life without it. 


What are the warning signs of alcoholism? 


When a person starts “gulping” alcohol to “fortify” 
himself, trying to hide from others how much and 
how often he drinks, drinking alone or in the morn- 
ing, giving strange excuses for his behavior, having 
trouble on the job or at home . . . addiction to alco- 


hol may be in the offing. In some cases, it may de- 
velop quickly — within a few months. In others, 
slowly over a period of years. 


Can an alcoholic recover? 


Recovery depends on the alcoholic’s own funda- 
mental desire to stop drinking—and, having stopped, 
never to drink alcohol in any form again. 


Medical treatment is becoming more important in 
furthering recovery. New drugs help ease the alco- 
holic’s discomfort. Psychotherapy helps him recog- 
nize his problems and deal with them without 
the use of alcohol. 


What should you do to help an alcoholic? 


Face the problem without embarrassment . . . just 
as you would any other serious threat to your family. 

The family—especially those members closest to 
the aleoholic—should seek help from someone who 
knows the problem. The family doctor, or a clergy- 
man, or a social worker, or a trusted friend may be 
able to advise you about the best course to take. 


Alcoholics Anonymous helps many people con- 
quer their compulsion to drink. The only require- 
ment for AA membership is an honest desire to give 
up liquor. There are no dues or fees for its services. 


When given the help they need, many alcoholics 
can recover and make a fresh start in the world. 








Help for the Alcoholic and His Family 


If Alcoholics Anonymous is not listed in your tele- 
phone directory, write to: Alcoholics Anonymous, 
P. O. Box 459, Grand Central Annex, New York 
17, New York. 


For Family guidance write to Al-Anon Family 
Groups, P. O. Box 182, Madison Square Station, 


New York 10, New York. 


For educational material and consultation, write 
to the National Council on Alcoholism, Inc., 
2 West 108rd Street, New York 29, New York. 


Metropolitan’s new booklet — Alcoholism, A Guide 
for the Family—summarizes this problem and 
offers helpful suggestions for its solution. 





Metropolitan Life 
INSURANCE COMPANY® 


A MUTUAL COMPANY, 1 MADISON AVE., NEW YORK 10, N.Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
} twocolorsin publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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‘Miss Stevens Retires 
From Management Ass’n 


SHE WAS ITS FIRST EMPLOYE 


Secretary-Treasurer for 


Years; Won 
Confidence of Nation-wide 
Field Forces 
One of the most noted “behind the 


life insurance 
retired early this month after a career 
which made her known throughout the 
life insurance merchandising field. She 
is Elizabeth C. Stevens, secretary-treas- 
urer of the Life Insurance Agency 
Management Association of Hartford, an 


scenes” personalities in 


ELIZABETH C. STEVENS 


life 
insurance companies a number of which 
are international in operation. Miss 
Stevens joined Life Insurance Sales Re- 
search Bureau, LIAMA’s predecessor, 
shortly after it was formed in Pitts- 
burgh by John Marshall Holcombe, Jr. 
Since then she has not only met thous- 
ands of field executives, but most of 
them she remembers. 

A native of Deep River, Conn. and a 
graduate of Smith College, Miss Stevens 
started her career in the Phoenix Mu- 
tual Life home office. In November, 
1922 she was introduced to Mr. Hol- 
combe, manager of the Bureau, by the late 
Winslow Russell, vice president of Phoe- 
nix Mutual Life in charge of produc- 
tion activities. That resulted in her going 
to Pittsburgh where the Bureau had its 
start at the Carnegie Institute of Tech- 
nology. Her first job there was being 
in charge of packing up record and files 
already started as the Bureau was mov- 
ing to New York City where it opened 
offices at 50 East Forty-second Street, 
January 2, 1923. In Pittsburgh she had 
computed sales survey figures and typed 
material for the first volume of the 
Managers’ Manual. When the New York 
headquarters opened began hiring 
personnel and also did purchasing for 
the Bureau. At the start the Bureau 
personnel consisted of four persons and 
there was a membership of 67 companies 
In selecting personnel she was a wizard 
and continued to be one. Soon she was 
given the title of office manager. 


organization of a large number of 


she 


Unusually Large Acquaintances 


The Bureau moved to Hartford in 
1924, merged with the Association of Life 
Insurance Agency Offices in 1945, since 
which time its growth has been phenome- 
nal. Miss Stevens’ post was executive and 
many agency officers gave her considerable 
credit for its successful operation. 

Upon Mr. Holcombe’s death, he was 
succeeded as LIAMA manager by 
Charles }. Zimmerman, now president of 
Connecticut Mutual Life. Frederic M. 
Peirce, who succeeded Mr. Zimmerman 
with LIAMA, is now president of Gen- 
eral American Life of St, Louis. Cur- 





Jas. Wilson Made V. P. 
Of Peoples-Home Life 


LAVERNE WILSON HAS RETIRED 


Samuel T. Johnson Becomes Director of 
Agencies; Changes Announced by 
President Maurice Hartwell 


LaVerne Wilson, vice president and di- 
rector of the Peoples-Home Life Insur- 
ance Co., has retired from the company. 
According to Maurice Hartwell, presi- 
dent, Mr. Wilson the 
board of directors and will serve as a 
consultant to the company. 

Mr. Hartwell also announced the elec- 
tion of James O. Wilson, director of 
agencies, to the position of vice presi- 
dent, and the appointment of Samuel T. 
Johnson as director of agencies. 

LaVerne Wilson joined Peoples-Home 
in 1935 as supervisor of agencies. In 


will remain on 


1939 he was appointed superintendent of 
agencies and in 1952 was made vice presi- 
dent. In 1953 he was elected to the board 
of directors. Mr. Wilson will make his 
permanent residence at Brook, Ind. 
where he will represent the company as 
a local agent. 

James Wilson joined the company in 
1954 as supervisor of agencies. In 1956 
he was appointed superintendent of agen- 
cies and was elected to the board of di- 
rectors. In 1958, Mr. Wilson was ap- 
pointed director of agencies. In his new 
capacity Mr. Wilson will serve on the 
executive committee and will assist in 
public relations and sales promotion ac- 
tivity. 

Mr. Johnson, a graduate of University 
of Florida, has had extensive agency and 
administrative experience, first as local 
agent and then as an assistant agency 
manager. Later, as a company employe, 
Mr. Johnson served as assistant superin- 
tendent of agencies and assisted in the 
development of extensive brokerage pro- 
duction. For the last eighteen months, 
he has been engaged in drafting life 
production activities for a fire and cas- 
ualty company. 





New York Agents Honored 
At Travelers Fla. Meeting 


Fourteen insurance agents representing 
The Travelers in the Greater New York 
area were admitted to membership in 
the Order of the Tower. top honorary 
agents’ organization, of the company at 
The Breakers Hotel at Palm Beach. Fla. 
this week. The agents were credited with 
more than one million dollars of life 
insurance production during 1959. For 
this outstanding distinction, they were 
honored at the annual Inner Circle quali- 
fier’s conference in Florida 

They are Samuel H. Mishkin. Milton 
A. Rosen. and Wm. G. Thayer Shedd of 
the 80 John Street, New York City 
office: Morton R. Brenner and David R. 
Michlin of the Joseph D. Bookstaver 
Agency. Inc.; Maurice Linder and Jerome 
G. Linder of the Maurice Linder & Son, 
Inc., New York City; Theodore T.. Arn- 
heiter, Jr., Richard A. Judd, and Edward 
M. Rosell of the Park Avenue, New York 
City office: Irving H. Flechner, Sam 
Selwyn, and Nathan Ratkin of the 42nd 
St.. New York City office: and Harold 
T. Potter of the Brooklyn branch office. 





rent manager is Harry Wood. An out- 
standing characteristic of Miss Stevens 
was her ability to master details of each 
new development of the organization. 
She has helped many temporarily un- 
employed executives land desirable jobs 
and has been the recipient of numerous 
confidences. She has never made a 
speech before an insurance organiza- 
tion, not even at the Edgewater Beach 
Hotel where LIAMA has held most of 
its conventions. 

In private life Miss Stevens is Mrs. 
Dwight A. Hogg, whose husband is a 
Hartford businessman. They live on 
Asylum Avenue, West Hartford. 





THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Canada Life Assurance Co., 
Toronto, Canada) 
Has office space across from Grand Cen- 
tral for Congenial brokers producing 
large life volume. 


Call Lee Nashem at: 
OXford 7-2950 








LEE 


NASHEM AGENCY 


110 East-42nd Street 
New York 17, N. Y. 





Paul E. Eagan Tells Agent, 
Trust Officer Cooperation 


Paul E. Eagan, director of marketing 
management in the district agency de- 
partment of John Hancock Mutual Life, 
discussed ways the agent and trust offi- 
cer can cooperate to the advantage of 
beth at the recent meeting of John Han- 
cock leaders in Florida. 

“Trust officers state that the imme- 
diate creation of property often needed 
in an estate to bring it to adequate pro- 
portions to provide for one’s family can 
only be accomplished through life insur- 
ance,” said Mr. Eagan. “The trust officer 
quite often finds himself in a position 
where he must recommend the immedi- 
ate creation of additional estate in order 
to carry out the wishes of his client. In 
this capacity, therefore, the trust officer 
becomes an estate creator as well as an 
estate manager. In creating estates, the 
life underwriter, of course, comes into 
the picture; and the trust officer works 
closely with him. There is no compe- 
tition here. Both individuals are at work 
together for the benefit of their mutual 
client. 

“The possibility of cooperative effort 
between life underwriters and trust of- 
ficers was never greater. With the life 
underwriter encouraging his clients to 
create better estates and the trust officer 
conscientiously at work conserving these 
estates, we have the foundation for the 
perfect team. With both working to- 
gether, the estates of the future will be 
in good hands. Our field of endeavor is 
actually unlimited.” 


Schmerge Agency Located 
At 60 East 42nd Street 


The leading agency in the nationwide 
field organization of Mutual Benefit Life 
opened new larger quarters in New 
York City. The new offices are located 
in the Lincoln Building, 60 East 42nd 
Street. The general agency is directed 
by Albert G. Schmerge, whose appoint- 
ment as general agent was announced 
recently. 

The Albert G. Schmerge Agency, form- 
erly the Lee Nashem Agency led the 
company in sales last year. The agency’s 
production totaled nearly $29 million of 
new life insurance. The Schmerge 
Agency is one of six representing the 
115-year-old company in New York City. 

Albert G. Schmerge brings to his duties 
as general agent in New York City a 
background of successful experience in 
both sales and supervision. He joined 
the Mutual Benefit Life in 1955 as super- 
visor for the company’s William T. 
Earls Agency in Cincinnati. Prior to 
this he served with another company 
where he ranked as its number one pro- 
ducer for three consecutive years, in- 
cluding 1954 when he served as assistant 
manager. In his first six months with 
Mutual Benefit Life’s Cincinnati Agency 
he wrote more than $1,000,000 of life 
insurance protection. 

During his life insurance career he 
has become both a life and qualifying 
member of the Million Dollar Round 
Table for life insurance production ex- 
ceeding $1,000,000 annually. He also has 
earned membership in the Mutual Benefit 
Life President’s Club, the company or- 
ganization of top life underwriters and 
has served as a director in the Cincinnati 
Life Underwriters Association, 











LIFE—ACCIDENT & HEALTH 
CHOICE POSITIONS OPEN 


M. West—Pension Actuary $20,000 
East—Pension Sales Supv. 17,500 
East—Life Agency Director 12,000 
W. Coast—A & H Dept. Mgr. 10,000 
South—Life Field Supervisor 9,000 
East—Group Underwriter 8,500 
M. West—Life/A & H Mgr. 8,000 
W. Coast—Systems-Procedures 7,500 
East—Systems-Procedures 7,500 


W. Coast—Asst. Agcy. Secretary 5,500 


For two decades we have spe- 
cialized in insurance placements, 
Your interests are served best by 
a personalized insurance place- 
ment service. Write for "HOW 
WE OPERATE." 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 


HArrison 7-9040 

















RICHARD L. BENSON 


T. A. Bradshaw, president of Prove 
dent Mutual Life, has announced that, 
effective July 1, the title of Richard L. 
Benson has been changed to manager 
agencies—West Coast. He will be te 
sponsible to Vice President and Mar- 
ager of Agencies Lewis C. Sprague lof 
supervision of the company’s 12 West 
Coast agencies and the further develop 
ment of agency activities in that area 
His headquarters will be in San Frat 








cisco. 

Mr. Benson has been with the com 
pany since 1947, was elected an_ officer 
in 1955 with the title of assistant director 
of training. Two years later, he was 
appointed assistant manager of agencits 
He attended University of Florida. 
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R. K. Landon President 
Of American Bankers 


WITH FLORIDA CO. SINCE 1953 





J. G. Ranni, Board Chairman, Outlines 
Company Progress at the 
Stockholders Meeting 





R. Kirk Landon was elected president 
of American Bankers Life of Florida at 
annual meeting of the board held last 
week at the home office in Miami. James 
G. Ranni who has served as president 
since the company’s founding in 1952 
continues as chairman of the board. All 





R. KIRK LANDON 


other officers 
elected. 

Mr. Landon joined American Bankers 
in 1953 with dutics as agency assistant. 
In 1954 he assumed responsibility for the 
credit life division in the capacity of 
vice president, and in 1957 was promoted 
to senior vice president. He was born in 
New York and educated in the public 
schools at Scarsdale and Baltimore. He 
attended Hargrave Military Academy in 
Virginia, later attending the University 
of Virginia. He was graduated from 
Georgia Institute of Technology. Mr. 
Landon served three vears in the Navy 
and was discharged as lieutenant (jg). He 
was married to Margaret E. Luitich in 
1954 and has one daughter, Kathleen, 
born in 1955. 

He is a member of Phi Gamma Delta, 
Scabhard and Blade, Coral Gables Coun- 
try Club, Coral Gables Tunior Chamber 
of Commerce, Coral Gables Congrega- 
tional Church (Deacon), 

The Landons reside at Coral Gables, 
Florida. 


and directors were re- 


In Force Increase 

At the stockholders’ mecting immedi- 
ately preceding the annual board meet- 
ing James G. Ranni, chairman of the 
board, outlined the highlights of the 
company’s progress during the past year. 
Nsurance in force increased from $238,- 
025,543 to $319.826.2764. while assets rose 
from $6,411,489 to $8,819,296, 

The company’s capital account was in- 
creased to 585,000 during the year 
through a 50% stock dividend. Surplus 
to protect policyholders now stands at 
$1.628,761. ; 

Through a program of continued ex- 
pansion American Bankers Life is now 
authorized to transact business in 35 
States, District of Columbia, Virgin Is- 
lands, and Germany. In 1959 entered the 


states of Connecticut, Michigan and 
Wisconsin. 


Director Liberty National 
Walter Bouldin, president of Alabama 
ower Co., has been elected a director 
of Liberty National Life of Birmingham, 
Ala. Walter T. Graves and John W. 


Lovin, Jr., were named assistant actu- 
Ties, 


Ohio Nat’! Group Changes 


Ohio National Life has announced ‘the 
opening of two new regional offices as 
part of its expansion program in the 
Group insurance field. 

Robert G. Guthrie has been named 
regional supervisor for Ohio, Kentucky 
and southern and central Indiana. With 
Mr. Guthrie is John A. Stoelting as re- 
gional representative. Their headquar- 
ters are in the company home office in 
Cincinnati. 

Roy S. Howard, Jr., with offices in De- 


troit, is serving Michigan, Illinois and 
northern Indiana as regional supervisor. 
Mr. Guthrie, a graduate of Berea Col- 


lege, attended the Indiana University 


Graduate School of Business. 

Mr. Stoelting, a graduate of University 
of Cincinnati, was formerly a field exam- 
iner for the Ohio Department of Tax- 
ation. Both are members of the Cincin- 
nati Group Representatives Association. 

Mr. Howard, a graduate of Wayne 
University, was with the Bankers Life 
and Casualty in Detroit for six years. 


N. Y. Life College Grants 


For the second consecutive year New 
York Life is making a grant under its 
College Grant Program to each of the 
40 state and regional groups affiliated 
with the Independent College Funds of 
America, according to Clarence J. Myers, 
These unre- 
stricted grants will, in turn, provide fi- 
nancial assistance ‘to some 655 public, 
private and parochial colleges and uni- 
versities throughout the country. 


chairman and _ president. 





THIS MAN 


ISN’T AFRAID 

TO CLIMB FOR_ 
SUCCESS IN THE 
LIFE INSURANCE 


BUSINESS 


The climb for success isn’t easy. It takes an out- 
standing man with excellent training and experi- 
ence to reach the top. Many who have already 
succeeded give significant credit to Etna Life’s 
training program. It is a comprehensive, five-step 
course which gives Aitna Life representatives the 
firm foundation necessary for successful field 


underwriting. 


1 Basic Estate Control Plan School. A four-week course 
at the Home Office with expert instructors teaching 


proved sales plans. 


Career Course. Under the general agent’s supervision, 
field work is combined with text book study. 

3 Advanced Training. Business insurance and tax courses 
at the general agency supplemented by field schools and 


clinics. 


4 C.L.U. Participation. The company provides financial 
assistance for text books and examinations. 


5 Leaders Seminars and Regional Meetings. Men who 
qualify exchange ideas with other top salesmen, Home 
Office personnel and prominent men from business and 


industry. 


Etna Life Trains for Success 


ETNA LIFE 


COMPANY 


Affiliates: Atna Casualty and Surety Company 
The Standard Fire Insurance Company * Hartford 15, Conn, 


INSURANCE 
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U. S. Life Florida Convention 


United States Life was host last week 
ic more than 200 of its leading producers, 
The 
occasion was the annual convention, held 
this year at the Diplomat Hotel in Holly- 
wood, Florida. Theme for the meeting, 
which coincided with the company’s 
110th anniversary, was “Doorway to a 
Decade.” 

Opening address was made by Presi- 


general agents and their families. 


dent Raymond H. Belknap, who intro- 
Ralph G. 


recognized 


duced the keynote speaker, 


Engelsman, nationally au- 
thority and consultant on all phases of 
Mr. Belknap, in greeting 


the assembled production leaders, emph- 


life insurance. 


asized the down-to-earth aspects of the 
He stressed the 
“second-sight” on the produc- 


life insurance business. 
for 
part 
serving the interests of every prospect. 


need 
er’s as the best possible way of 

“Second-sight enables the field under- 
writer to his client’s circum- 
stances as they may turn out to be in 
the future,’ Mr. Belknap said. “This,” 
he continued, “permits him to sell pro- 


visualize 


tection which will most completely satisfy 
but in the 
future when the real need will arise.” 


Four Life Markets 


the client’s needs, not now, 


Mr. 


to a 


Engelsman, using the “Doorway 


Decade” theme, spotlighted four 
separate Life insurance markets which, 
he said, “Will take on growing import- 
ance in the 1960's because of population 
trends we see today. 

“These trends will demand a keener 


realization of the need for business in- 
surance which must be met by a more 
simplified approach than most producers 
use today. 

“Expected increases in the 39 to 49 
age group will definitely be reflected in 
a wider need for permanent life insur- 
ance with retirement features. This 
group forms a lucrative market for re- 
tirement income benefits, the sale of 
which has been, up to now, too much 
restricted to the younger age brackets. 
Social Security with its expanded bene- 
fits can be used more widely to provide 
a base, around which you as the field 
underwriter can build a more adequate 





Great-West Life Changes 


Organization in California 
Great-West ‘Life has changed its 
organizational set-up in California from a 
general agency to the branch office sys- 
tem. Sayre, Toso & Schaefer, Inc., gen- 
eral agents for Great-West Life in Cal- 
ifornia since 1943, had asked to be re- 
lieved of these responsibilities on April 
1. Great-West will take over Sayre, Toso 
& Schaefer staff and offices on the ef- 
fective date and will intergrate them in- 
to its branch organization. 

J. Clayton Schaefer, CLU, who has 
been life agency manager for Sayre, 
Toso & Schaefer, since 1943 and who 
has played a leading part in the de- 
velopment of Great-West Life business 
in California, becomes manager of the 
Los Angeles branch. The Beverly Hills 
and San Francisco brokerage offices 
become branch offices with the appoint- 
ment of James L. Brown, GLU, formerly 
brokerage manager, as branch manager, 
Beverly Hills and M. M. Miller, formerly 
brokerage manager, as branch manager, 
San Francisco. 

The company’s Group organization in 
California, under W. M. Evans, regional 
Group manager, and the company branch 
which was opened in 1957 in San Fran- 
cisco with G. F. Cantelon as manager— 
known as the San Francisco Bay Area 
branch—are not affected by the change 

Great-West’s business in force in Cali- 


fornia is now over $275,000,000. 


program.” 

Two other markets which will accord- 
ing to him, become of greater import- 
ance in the decade ahead are the juven- 
ile market and the young married group. 

Quantity Discount Portfolio 

A highlight of the general business 
session was the announcement by Gor- 
don E. Crosby, Jr., vice president and 
director of agencies, of United States 
Life’s new quantity discount portfolio, 
featuring, in addition to the quantity 
discount itself, minimums down to $1,000 
on permanent plans and $5,000 on term 
plans. 

Business meetings of the convention 
were devoted to discussion of specifics 
for the ’60’s. Company producers and 
general agents spoke on new markets, 
new products and how to use them. 
General theme of the meetings was the 
integration of life, Group and A. & H 
in every producer’s personal sales pro- 
gram. 

A series of small group meetings was 
scheduled with home office technicians 
available to discuss specific sales prob- 
lems with the producers. The final event 
of the convention was the 110th anni- 
versary banquet, at which President 
Belknap congratulated the qualifiers and 
presented awards to those present who 
had achieved outstanding production 
records during the year. 


—= 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Gore Lexington Manager 
Robert J. 


manager of 


Gore has been appointed 
Mutual Of New York’s 
Lexington, Ky., agency. Mr. Gore, who 
manager of MONY’s 
Charlotte agency for two years, succeeds 
Joseph B. Clarken, who had previously 


was assistant 


resigned. 

The new manager joined MONY as a 
field underwriter in 1953, after two years 
education the 
YMCA. He is a four-time 
MONY’s National Field 
Club and has won the National Quality 
Award. He also is a former vice presi- 
dent of the Charlotte Life Underwriters 
Association. Mr. Gore, 34, is a graduate 
of Catawba College, in Salisbury, N. C., 
and a veteran of U. S. Coast Guard serv- 
ice in World War II. 


as. physical director of 
Charlotte 


qualifier for 


ALESMAN'S GIRL-FRIDAY 


s 


“He’s in a tizzy today. Just 


Joe Salesman 


found out his competitor has 


Anico’s line of competitive policies — with competitive 
commissions — and non-med to 45.” 


ANICO SALES LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- ~ 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 





TOP DRAW!! 


for professional life underwriter. 
Old-line multi-billion dollar com- 
pany has 2 positions available for 
the right men. 

Individualized training. Most at- 
tractive financing arrangements. 
New York Midtown area. 
Write immediately for interview. 


BOX 2789 
THE EASTERN UNDERWRITER 
93 Nassau Street, N. Y. 38, N. Y. 














Berkshire Names Carpenter 
General Agent in Chicago 





LOUIS B. CARPENTER 
Louis B, Carpenter has been appointed 
general agent in Chicago for 3erkshire 
Life. An Air veteran 
tended Northwestern University, he en- 
tered life insurance as an agent in Chi- 
for John 1949. He 
joined the Berkshire Life agency in 1953, 
becoming brokerage supervisor the fol- 


Force who at- 


cago Hancock in 


lowing year, and has heen a recruiting 
supervisor in Chicago for New York Life 
since 1956, 


L. R. Jacobus Retires; With 
Mutual Benefit 70 Years 


Leonard R. Jacobus, retired from Mu- 
tual Benefit Life of Newark, recently 
celebrated his seventy years of affilia- 
tion with the company. To mark the 
occasion, Mr. Jacobus was honored at 4 
luncheon by H. Bruce Palmer, company 
president, in the home office. Friends 
who have also retired joined with more 
than 50 others still active in the com- 
pany to congratulate Mr. Jacobus at 4 
reception following the luncheon. 

Mr. Jacobus began his Mutual Bene- 
fit Life career on March 1, 1890, as 
accounts supervisor. In 1911 he was 
appointed head of the renewal depart- 
ment and a few months later was 
named assistant secretary. He held this 
position until his retirement in 1939. 
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MONY’s “Man of Year” 





ALFRED PUNGO 


Alfred Pungo, of Fremont, Mich., has 
been elected Mutual Of New York’s 
1959 “Man of the Year.” The selection, 
made by a committee of MONY’s high- 
est ranking underwriters, was announced 
at the recent annual conference of the 
frm’s Top Club Round Table in ‘Clear- 
water, Fla. 

The award is based on annual sales, 
service to policyholders and contribu- 
tions to the industry and the community. 

Mr. Pungo joined MONY’s Grand 
Rapids agency in 1939 after six years as 
aschool teacher and athletic coach. He 
is a life member of the Million Dollar 
Round Table, a member of MONY’s Top 
Club Round Table every year since it 
was organized in 1951. 

The new “Man of the Year” is a past 
president of the Fremont Chamber of 
Commerce and former Sunday School 
superintendent, and has been active in 
the Boy Scouts. 





Management Conference of 
Mid-West Committeemen 


Committee assignments for the 20th 
anual Mid-West Management Confer- 
ence at French Lick, Ind., October 27-29 
have been announced by Richard Muel- 
ler, general agent, Provident Mutual, 
Indianapolis, general chairman, and the 
theme of the conference has been set: 
‘Teamplay in Management — Product, 
People, Production.” 

Vice chairman in charge of general 
administration will be James Comstock, 
general agent, American United; while 
vice chairman in charge of attendance 
will be Claude Jones, general agent, 
Connecticut Mutual. Both men are of 
Indianapolis. 

Other chairmen, all of Indianapolis, are 
program, Hilbert Rust, president, R&R 
Service; publicity, Robert W. Osler, 
president, Underwriters National Assur- 
ace; transportation, Hastings Smith, 
general agent, New England Life; fi- 
lancial and auditing, Horace Storer, gen- 
tral agent, Bankers of Iowa, and Russell 
mpson, manager, Sun of Canada; 
women, Mary Morrison, wife of Guy 
Morrison, general agent, Northwestern 
Mutual; reception, Weymouth Foge!- 
erg, man; iger of city agencies, Indian- 
‘polis Life; registration, Spafford Orwig, 
Urwig ag ency ; entertainment, William 
dover, general agent, Northwestern Na- 
tional; advertising, D. A, Baker presi- 
lent, Baker Associates ; hospitality, Don- 
ald Scheid, manager Phoenix Mutu: il; 
lod, Lex Phillips, general agent, State 
Mutual Assurance; speakers’ hospitaiity, 
E Leo Smith, general agent, Massa- 
chusetts Mutual, and Ray Patterson, 

; college promotion, Archie Nichols, 

utler University; home office promo- 
tion, Grant O. Q. Johnson, field super- 
Visor, Indianapolis Life. 


New York Life Has New 
10 Payment Life Policy 


A new Flexible Ten Payment Life pol- 
icy has been added to New York Life’s 
line of $10,000 minimum amount con- 
tracts. The new policy features 3 op- 
tional privileges designed to provide 
flexibility in meeting retirement needs: 

1. Change on the 10th policy anni- 
versary to endowment insurance matur- 
ing at age 65 or the 15th policy anni- 


versary, if later. Under this option, pay- 


whi 


JUST ENGAGED? JUST MARRIED? Help 


needs with a basic MONY policy. Later, as new needs come up, he will 


ment of a level premium is required for 
an additional 5 years from the time of 
change. 

2. Alternatively, a supplementary re- 
tirement annuity may be purchased on 
the 10th policy anniversary if the insured 
is then age 60 or less. This option pro- 
vides a monthly life annuity usually be- 
ginning at age 65. 

3. The policy owner may purchase a 
single premium annuity, for an amount 
not in excess of the face of the policy, 
ata premium rate 2% less than the com- 
pany’s rate in effect at the applicable 
— date. This privilege may be se- 
lected, if desired, in addition to either 
of the other options. 


your client meet his immediate want to talkwith you about MONY’s ‘ADD-ON’ riders. Result? A long-range 
MONY program that’s convenient for your clients, and profitable for you. 


New York Life PR Associate 


Robert M. Wendlinger has joined New 
York Life as a public relations associate 
in the editorial services section, an- 
nounced John M, K. Abbott, vice presi- 
dent in charge of public relations. 

Mr. Wendlinger was executive assist- 
ant in charge of editorial services for 
the United Hospital Fund of New York 
before joining New York Life. He also 
has been on the staff of Kermit Rolland 
and Associates, a management consultant 
firm, and was managing editor of In- 
dependent Film Journal. 





WHY MONY’s ‘ADD-ON’ WILL MEAN 
ADDED BUSINESS FOR YOU 


You start your client with a basic MONY policy, 
probably with one or more ‘ADD-ON’ riders, to 
best cover his current needs. (He even gets a dis- 
count if his policy is for $5,000 or more.) Later, 
to meet new needs, you help him adjust his policy 





NEW BABY? Important new reason for 
your client to see you about adding 
on MONY riders to his basic MONY policy. 





NEW HOME? A MONY rider, added to 
your client’s policy, can cover his mort- 
gage and help his family keep their home. 





by adding on MONY riders, subject, of course, to 
MONY’s reasonable underwriting requirements. 
That way, he establishes a growing program with 
‘ADD-ON’—and you. Find out more about ‘ADD- 
ON.’ Send for free booklet or call any MONY office. 





FREE BOOKLET TELLS BROKERS 
ABOUT MONY’S 
MONY, Dept. EU-36, Broadway at 55th St., 
New York 19, N.Y. 
Please send 

free ‘ADD-ON’ booklet. 


‘ADD-ON’ 


_______copies of MONY’s 




















Name. 
Address. 
Zone or 
City. County. State 
Brokerage Name 


MuwaO- New Yori = jon : 


The Mutval Life Insurance Company Of New York, New York, N.Y. 
Seles and service offices located throughout the United States and a Conode 


ee. : 
For le, Accident & Sickness, Group Inswance, Pension (ons, MOMY TODAY MEANS MOMEY TOMORROW | 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 









I i 
' NEW ADVANTAGES | 
1 FOR YOUR CLIENTS | 


Every broker sells service! You 
be of greater service to your clients 
through: Retirement Income Bond 
(one illustration is all you need to be 
able to apply this to many clients): } 
Executive Preferred Plan 

(cash values at end of first year); t 
New Lower Rates for J 
Term (all the usual 
safeguards, extra fea- 
tures). : 


Your inquiries are 
always welcome. 
No obligation, of i 
course, for infor- 
mation on this or 
any one of our ll 
complete range of | 
plans. i 


can i 


As close to you as your telephone | 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. © MU 4-5779 { 
General Agents i 
j The Canada Life Assurance J 
{ Company, Toronto,Canada | 


Sheldon E. Beise Dead 
Sheldon E. Beise, 48, Western Life 


superintendent of agencies and a prom- 


and life in- 
Minne- 
Min- 
American 


inent figure in both athletic 
surance circles, 
apolis. Mr. 


nesota 


died recently in 
Beise, a University of 
graduate, was an All- 
Minnesota’s golden foot- 
1933 through 1935, and was 
selected to play in the East-West 
Shriner’s game in San Francisco in his 
senior year. 

Following his graduation, he 
Mannesota’s backfield coach 
physical education instructor. He also 
sanahan at Holy Cross University be- 
fore going into the life insurance busi- 
less, 

In 1946 he joined Bankers Life of 
lowa as an agent in Minneapolis and won 
outstanding success for his production 
and recruiting ability. He soon was pro- 
moted to assistant superintendent of 
agencies in San Antonio, and in 1953 was 
made agency manager for San Francisco 
and the northern California area. 

In 1958 he joined Western Life, a St 
Paul-Western Company, as superintend- 
ent of agencies for Minneapolis and 
southern Minnesota, a post he held until 
the time of his death. 

He is survived by his wife, the 
Nathalie E. Harde of Oakland; 
dren, Barbara, 21, and 
his father and a sister. 


fullback during 
ball era of 


served as 
and as a 


former 
two chil- 
Grant 15; and 





Phoenix Group Managers 

Phoenix Mutual has announced the 
advancement of 10 men to the position 
of district Group managers, effective im- 
mediately. 

They are: 
mont, New Ha .mpshire, and M 
E. Gorham, western 


West Virginia; 


, Ver- 
+ ; John 
Pennsylvania, and 
Howard H. Huff, Okla- 
homa, Arkansas, and Texas; M. James 
Shetley, Colorado, New Mexico, and 
Wyoming; Brian P. Conley, Illinois, 
Michigan, Indiana, Wisconsin, and Min- 





nesota; Eugene W. Christy, Missouri, 
Kansas, Tow: 1, and Ne braska ; Howard 
E. Duesing, Vi irginia, North Carolina, 


Maryland, and the District of Columbia: 
Iton E. Lutz, Georgia, Tennessee, and 
Florida; Phillip W. Foraker, Oregon, 
Washington, and Idaho; and Richard I. 
Marino, California and Arizona. 


Clair A. Thomas, Sr. Dead 


Clair A. Thomas, Sr., of York, Penna., 
senior member of a prominent Equitable 
Society family, died March 17 at the 
age of 61. He and a brother, John, mem- 
bers of the Taft Woody Agency, were 
among the Society’s earliest Group in- 
surance salesmen and together became 
one of Equit: ible’s most successful sell- 
ing teams. 

Mr. Thomas’s father, Ralph, was with 
the former E. A. Woods Co., Equitable’s 
general agency in Pittsburgh, which in- 
cluded the York area. When the father 
died in 1921, Clair, at the age of 21, took 
his place and — brought John into 
the Equitable. Clair Thomas earned pro- 
duction club ene during 37 of his full 
38 years with the Society, reaching the 
million dollar level in 1951, ’52 and 753 
He was an agency Group supervisor in 


the Harrisburg organization from 1945 
through 1952. 

Also surviving are his wife, Mar- 
euerite; four sons, of whom one, Clair, 


Ir., is an Equitable agent in Jacksonville, 
Fla., and another, William G., is with 
the Society’s training department at the 
home office in New York, and two other 
brothers. 


Herbert D. Burns Dies 


Herbert Deschamps Burns, honorary 
president of Crown Life, and former 
president and chairman, died March 28. 
He had long been prominent in finance 
as well as life insurance. 





Licensed in Missouri 
The State of Missouri is the latest in 
which Union Trust Life, Milwaukee, has 
been issued a Certificate of Authority, 
William T. Condon, CLU, executive vice 
president, has announced. 


With the addition of the Missouri 
Certificate, the company is now licensed 
to write business in 28 states; other 


recent additions have been ‘Pennsylvania 
and South Carolina. 


Field Training Supervisor 

Appointment of Michael Braude as 
field training supervisor, Kansas City 
Life, is announced by W. E. Bixby, 
president. Mr. Braude came to Kansas 
City Life in January of this year. He 
has had experience with another large 
life insurance company as an agency 
trainee and agent. He was graduated 
from University of Missouri with a 
B.S. degree, and from Columbia Univer- 
sity with an M.S. degree. He is a Phi 
Beta Kappa, and a member of the Ninth 
Naval District Advisory Council on 
Naval Affairs. 


Santa Rosa General Agent 
Wallace L. Hyer has been appointed 
general agent in Santa Rosa, Calif. for 
Occidental Life of California. Mr. Hyer, 
who succeeds the retired Walter Har- 


bold, joins Occidental after a five-year 
association with New York Life in 
Yakima, Wash. 


Channing Corp., Mut. Funds 
Co., Gets W olverine-Federal 


The Channing Corp. of New York, 
large mutual funds organization, has 
acquired 52% stock control of the Wol- 
verine and Federal Life & Casualty, 
both of Battle Creek, Mich. in a cash 
transaction, price paid being $10,400,000. 
This acquisition was announced April 5 
by Kenneth S. Van Strum, chairman of 
Channing, and John H. Carton, president 
of Wolverine-Federal. The deal also 
includes Secured of Indianapolis, con- 
trolled “! Wolverine, and Riverside In- 
surance Co., Little Rock, wholly owned 
by the Secured. Full details of the 
transaction are reported on Page 31. 

Channing Corp., which supervises Six 

S. and Canadian mutual funds, con- 
ducts its sales operations through King 
ere & Co., Inc. and King Merrit & 

, Ltd. of Canada. With the life insur- 
ance and A. & H. facilities of Wolver- 
ine-Federal companies it expects to do 
a big job in promoting through 6,500 
salesmen the mutual fund-life insurance 
concept of “one-stop” service. 





Northeastern Life Announces 
Six Executive Promotions 


At a recent meeting of the board of 
directors of the Northwestern Life of 
New York, the _ following personnel 
changes became effective: 

Michael Marchese, vice president was 
elected a director and member of the ex- 
ecutive committee. Harold E. Rieve was 
elected vice president in charge of Group 
operations. Ronald S. Miller was elected 
secretary. Daniel A. Yannantuono was 
elected treasurer and comptroller. Mrs. 
Shirley Sendler was elected assistant 
secretary in charge of actuarial opera- 
tions and Thomas Nardo was elected 
assistant comptroller. 





Postal Life in Force 
Tops Quarter Billion Mark 


Postal Life of New York has topped a 


quarter billion dollars of insurance in 
force, setting a new high, George Ko- 
lodny, president of the company an- 


nounces. 

Since 1948, when Postal Life adopted 
the agency system, the total amount 
of insurance in force has increased six- 


fold and its assets have doubled. Estab- 
lished in 1905, the company had sold 
insurance direct-by-mail prior to the 


changeover. It now sells exclusively 
through general agents. 

Postal Life is expanding its operations 
throughout a selected area of the coun- 
try, extending West to Illinois, South to 
Virginia, North to Michigan, and East 
to Connecticut. 

New business in 
million, 


I 1959 was over $38 
while assets reached $28,313,373. 





CRAFTSMAN LIFE DIVIDEND 


Directors of Craftsman Life, Boston, 
authorized payment as of March 31, 
1960, of a 25% stock dividend, payable 


to stockholders of record ‘March 28. 
Fractional shares will be issued. 





Everyone's Talking About It 


EK M PI RE’ S Guaranteed Renewable 


Hospital-Surgical Expense Policy 


PLAN —1 Premiums Payable For Life 
PLAN —2 Premiums Payable to Age 65 


For Life 





20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable To Age 65 





MORGAN O. DOOLITTLE, 
President 





A Complete Portfolio of Life and Group Coverages 
Direct Mail Program That Gets Results 


For A General Agency Opportunity— 
Write 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS §S. FELT, 
Agency Vice Pres. 














—<— 


COMPANION LIFE ASSETS UP 
Mutual of Omaha Subsidiary Shows 500% 
Increase Since 1949; Barrett and 
Cook Named Directors 
Assets of Companion Life of New 
York, a wholly owned subsidiary of Mu- 
tual of Omaha, increased more than 
500% in the ten years since it was 


JAMES E. BARRETT 


formed, V. J. Skutt, president of Com- 
panion Life and Mutual of Omaha, an- 
nounces. 

He reported this week that assets of 
Companion Life increased from $1,500,- 


000 in 1949 to $8,038,502 as of December 





JOHN S. COOK 


31, 1959. Insurance in force at the year- 
end was $214,258,862, an increase of $21,- 
924,450 over 1958. Total premium income 
for 1959 was $3,659,089, an increase of 
$448,317 over 1958, and 1959 payments 
to policy holders were $2,116,224. 

Mr. Skutt also announced the appoint- 
ment of James E. Barrett and John 5, 
Cook as directors of Companion Life. 

Mr. Barrett, vice president of Mutual 
of Omaha, joined the company in 1948 
as administrative assistant to the presi- 
dent. In 1956 he was transferred_to 
Mutual of Omaha’s Washington office 
and was made assistant to the vice prest- 
dent there. In 1959 he was named vice 
president. 

Mr. Cook, vice president and secretary 
of Companion Life, joined that company 
in 1949 as chief underwriter. Previously 
he was assistant underwriting secretary 
of ens National Life of Montelait, 
N. 

rs the same time, Mr, Skutt named 
Max E. Kelly, CLU as director of sales 
for Companion Life. A sales consultant 
to the Mutual of Omaha group since 
1957, Mr. Kelly was formerly with Aetna 
Life and General Motors Corp. 
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BEHIND 
THE 
NYLIC 
AGENT.... 





'® A sales promotion 





| | program that gives him 
| greater sales potential 
and more 


Som- 
, an- 


ts of 
,500,- 
mber 








receptive prospects ! 


A recent survey shows that New York and policyowner prestige materials, such 
Life agents in one metropolitan area se- as award-winning wall calendars. All of 
cured more than $16 million of new ordi- these pave the agent’s way to successful 
nary business in 1958 through direct sales interviews. 


mail leads. ae ’ 
This sales promotional activity builds 


Direct mail is just one phase of Nylic’s the prestige of the Nylic agent, the 





comprehensive sales promotion program. products he sells and the Company he 
In addition, the program includes sales represents. And most important, it is 
 . leaflets, attractive illustration forms, vis- helping the Nylic agent increase the 
F $21,- ual sales tracks, product-information amount of insurance he writes—year 
ncome P ‘ ° ° 
se of kits, audio-visual aids, agents’ manuals, after year—for more and more people! 
ments 
point- 
hn S. @ 
alle. SEAN re Oe ee RA AATCC EEE 
a ae New York Life 
1 1 Sales-supporting (nylic) , 
pres: a a be Insurance Company 
ed promotion 1s THE NEW YORK LIFE AGENT 
presi another reason why ss IN YOUR COMMUNITY 51 Madison Avenue, New York 10, N. Y. 
d vice 1S A GOOD MAN TO KNOW; A MUTUAL COMPANY FOUNDED IN 1845 





retary Life Insurance « Group Insurance « Annuities 
retary ; 


ce Accident & Sickness Insurance «+ Pension Plans 
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‘retary 
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ae York Oshin hammers 
Sets Home Life Record 





John H. Evans, left, presents award to 
Clarence Oshin. 


Home Life of New York celebrated 
the setting of a new record when Clar- 
euce Oshin, CLU, manager of the New 


York-Oshin Agency, accepted a special 
award on behalf of his agency, which 
in 1959 led the organization in produc- 
tion for its 10th consecutive year. This 
eclipses the nine-year record, made be- 
tween 1929 and 1937 by the New York- 
Jacoby Agency, which is no longer in 
operation. The presentation of a plaque 
was made by John H. Evans, vice pres- 
ident-sales, at a luncheon in the Warwick 
Hotel 


Attending were Louis Loft, CLU, who 
shares the management of the New 
York-Oshin Agency with Mr. Oshin. 


Assistant Manager Bernard Adelson and 


28 field underwriters from the agency. 
Other Home Life executives present 


were Robert B. Cunningham, second vice 
president-underwriting; Charles A. Tur- 
ner, second vice president; James T. 
McCrystal, assistant vice president; and 
Francis H. Low, assistant to the pres- 
ident. 

In addition, several Oshin “alumni” at- 
tended the luncheon. They are Harold 
A. Loewenheim, CLU, M. Zobler, CLU, 
Edwin M. Charles, CLU, all now mem- 
bers of Home Life agencies in New 
York; Bernie Albert, assistant manager 
ait the Great Neck Agency; and Alfred 
S. Bright, OLU, assistant manager, man- 


agement development division. Irwin A. 
Frank, manager of the Chicago-Frank 
Agency, is also an “alumnus.” 


In making the presentation, Mr. Evans 
referred to Clarence Oshin as “one of the 
most highly respected men in the insur- 
ance business.” He recalled the appoint- 
ment of Mr. Oshin as manager of the 
agency on January 1, 1946, when the 
agency had six field underwriters. To- 
day the New York-Oshin Agency, with 
33 field underwriters and $100,000,000 of 
insurance in force, is the largest agency 

1 the company. 


Promote Harold A. Miller 


Harold A. Miller has been promoted 
to assistant general manager in The 
Prudential’s home office buildings and 
plant department. He will assist in the 
supervision of the company’s supply, 
binding, and printing divisions. 

Mr. Miller joined the company in 1934 
He was promoted to printing superin- 
tendent in 1956 


OCCIDENTAL LIFE MANAGER 


Linton E. Whaley has been named 
manager of Occidental Life of Califor- 
nia’s Pasadena branch office. Mr. 


Whaley has been associated with Occi- 
dental since 1954. He was appointed 
assistant manager of the Pasadena office 
in 1957. A native of Los Angeles, he 
attended Pasadena City College and 
Occidental College, Los Angeles 





April 8, 196 








LIBERALIZE UNDERWRITING 
Prudential to Pay Triple Indemnity on 
Weekly Premium and Monthly 
Intermediate Policies 


The Prudential announced that it will 
pay triple indemnity on its weekly pre- 
mium and monthly intermediate policies 
for most deaths occurring as the result 


ot automobile or common carrier acci- 


dents. 

This “third” 
able in addition to the face value of the 
policy, and the regular accidental death 
indemnity. No extra premium will be 
charged for the additional coverage, the 
company said 

It forms a part of the printed text of 
all new weekly premium and monthly 
intermediate policies. After April 4, it 
will also cover existing policies in these 
classes, if they contain accidental death 
coverage and meet other conditions. 

The new coverage is payable for death 
oeccurrying as the result of accidental 
bodily injury suffered in three basic situ- 
ations: 

While the policyholder is driving or 
riding in a pleasure automobile not in 
use for business purposes. 

While he is a pedestrian and is struck 
by a motor vehicle. 

Or while he is a passenger on a public 
conveyance, such as a plane, train, or 
bus. 

Prudential also announced a liberal- 
ization of the amounts (subject to statu- 
tory limits in New York State) for 
which these policies may ‘be written. 

The amount of weekly premium that 
miay be issued in any 20-week period has 
been increased to $1,000 at ages 10 to 60, 
a rise of $250. The total amount of this 
insurance permissible at these ages has 
been increased to $2,000, a rise of $500. 

The monthly intermediate limit has 
been increased to $4,000, a rise of $1,000. 

The above amounts are subject to con- 
ditions, among them the combined limits 
for weekly premium and monthly inter 
mediate policies. 

The total combined limit is $4,000 at 
ages 0-9, $7,000 at ages 20-50, and $2,000 
at ages 67-70. 


indemnity will be pay- 


No. Central Round Table 
In Milwaukee, May 5-6 


The 1960 edition of the North Central 
Round Table of the Life Advertisers As- 
sociation will be held at the new Mil- 
waukee Inn in Milwaukee, May 5 and 6. 
Under the chairmanship of Miss Mary 
Hickey, advertising assistant of North- 
western Mutual Life, the meeting’s 
theme will be “Work Together—Think 
Alone.” 

To carry out that theme individuals 
prominent in the life insurance business 
will be represented on various panels 
and as guest speakers. Coming from 
Canada is W. D’Arcy Dolan, supervisor 
of sales promotion of Imperial Life of 
Canada. Representing the Eastern 
Round Table will be Robert S. Keiffer, 
president of the LAA and an assistant 
— president of Metropolitan Life. Jay 

Leavell, vice president and director 
a sales promotion and advertising for 
Guarantee Savings Life will speak for the 
Southern Round Table. 

William Marsteller, president, Mar- 
steller, Richard, Gebbardt and Reed, Inc., 
a nationally prominent advertising 
agency and Paul J. Bringe, president of 
Paul J. Bringe, Inc., well known direct 
mail consultant firm of Milwaukee, are 
to be two of the featured speakers of 
the program. Noted authorities in their 
particular fields, these men will reveal 
many of the plans of the advertising in- 
dustry during the next decade, with par- 
ticular emphasis on their relationship 
with life insurance sales and service. 
Among the social events of the meet- 
ing will be a tour of a large Milwaukee 
brewery. Also on the program is a 
luncheon at the home office of North- 


western Mutual and a presentation of 
“Stardust,” the great insurance play 
by NML’s director of market research, 


Laflin C. 


Jones. 





Patriot Vice President 


ALFRED L. KNAUB 

Patriot Life of New York has named 
Alfred L. Knaub vice president for sales. 
He joins Patriot Life from Connecticut 
General where he served most recently 
as assistant superintendent of agencies. 

Mr. Knaub’s insurance 
in 1948 as a_ personal 
Connecticut General. The following year 
he led his agency in total life premiums. 
He became assistant manager for his 
agency in 1950 and in 1952 joined the 
home office as agency assistant, super- 
vising the activities of both career field 
underwriters and brokers. He _ later 
was placed in charge of operations of 
branch offices. 

Mr. Knaub was graduated from Man- 
kato State Teachers College in Minne- 
sota and did postgraduate work at Iowa 
State College. He served as an ensign 
naval fighter pilot during World War 
JI. 


career began 


producer for 


Arthur W. Theiss, executive vice pres- 
ident, said Mr. Knaub’s appointment em- 























Live in Europe!!! 





combine the graciousness of Con. 
tinental life, and its income tax 
advantages with management of 
an established life insurance 
agency of major size. 


Strong, progressive life insurance 
company has opening for a high 
calibre man who has demon. 
strated his capacity to manage 
substantial agency. 


Liberal fringe benefits . . . salary 
commensurate with performance, 


Send complete resume and photo 
to 


BOX 2787 


The EASTERN UNDERWRITER 
93 Nassau Street 











60 MEN—$60 MILLION 


Provident's 60 leading ordinary life producers made 
this outstanding record in 1959: 


¢ Paid for more than $60,000,000. 


¢ Averaged 72 cases per man. 


¢ With an average size policy of $14,032. 


We are proud of these men and all the other fine 
producers who helped to make 1959 the greatest 
ordinary production year in company history. 


PROVIDENT LIFE © ACCIDENT © SICKNESS 

LIFE AND ACCIDENT 

—remnance Conyeany 
CHAITIANOQOCVF 


New York 38,N.Y. | 
| 
| 
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phasized Patriot Life’s plans for future 
agency expansion. The company, organ- 
ized as an affiliate of CIT Financial Cor. 
poration in 1953, has 30 general agencies 
operating in New York, New Jersey, 
Connecticut and Pennsylvania. It 1s 
licensed to do business in 48 states and 
the District of Columbia. 


ASS’T BROKERAGE MANAGER 

James H. Poston has been appointed 
assistant brokerage manager in the Dallas 
branch office of Occidental Life of Cali- 
fornia. He joins Occidental after three 
years as a general agent in Dallas. 
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Results of a highly authoritative ex- 
amination of the problem of providing 
and financing care for older 
people were reported this week with the 
pubication of a comprehensive study 
entitled: “Ensuring Medical Care for the 
Aged” (The Pension Research Council 
Richard D. Irwin, publisher, 270 pages, 
196, $5.75). ; } 

Written by Mortimer Spiegelman, as- 
sociate statistician, Metropolitan Life, 
the study brings together all of the 
meaningful data on the problem and 
presents a wealth of information on such 
factors as economic and health status of 
the aged and the extent of their medical 
care expenditures. 

Mr. Spiegelman, a Felow of the So- 
cietv of Actuaries and of the American 
Public Health Association, is one of the 
nation’s most eminent and highly re- 
spected authorities on population and 
medical statistics 


medical 


Stresses Need for Flexibility 

“Ensuring Medical Care for the Aged” 
stresses that any mechanism for helping 
older people to finance medical costs 
must have sufficient flexibility in order 
to adapt to rapid changes in the char- 
acteristics of the population and in med- 
ical science, practice and _ facilities. 
“Voluntary insurance promises ready 
adjustments as a consequence of com- 
munity and competitive pressures,” Mr. 
Spiegelman asserts, and adds: “A com- 
pulsory insurance program geared to 
conditions current at its start, depends 
upon legislation and political expediency 
for its adjustments.” 

The Spiegelman vo'ume is the latest 
piblication of the Pension Research 
Council, an agency of the Wharton 
School of Finance and Commerce. Uni- 
versity of Pennsvlvania. The Council 
was created in 1952 for the purpose of 
conducting objective and unbiased re- 
search in the area of private pensions. 
Mr. Spiegelman explores the current 
situation and the outlook in the supply 
of medical care. emphasizing that the 
shortage of facilities and personnel is a 
problem requiring priority solution. “Not- 
withstanding intensive efforts to build 
needed medical facilities throughout the 
country, appreciable gaps are still evi- 
dent,” he reports after presenting data 
on supply and demand. The author also 
observes : 

“Current shortages of health personnel, 
the limited potential for their increase, 
aid the requisites for additional facil- 
ities have an important bearing on the 
development of programs to insure the 
costs of medical care. 


Government Health Program Might 
Cause Dislocations 


“In the face of such gaps, an immedi- 
ately introduced large-scale insurance 
program under government sponsorship, 
such as one for the aged, may produce 
appreciable dislocations in medical care 
services, . _ .” 

In a brief concluding section, Mr. 
Spiegelman points to the need for in- 
lividuals, labor unions and communities 
‘0 “maintain a broad perspective with 
regard to medical care in old age.” He 
‘lates: “The individual, planning for his 
ater years, weighs the possibilities for 
‘irrent consumption against the likely 
heeds of the future. ‘ 
In our economy, the means of pro- 
Viding for the later years can take many 
‘orms, such as home ownership, pen- 
Wns, savings bank deposits, and the 
purchase of life insurance and health in- 























surance. 


“ 
The employer, acting alone or with 
the labor union through collective bar- 
maining, will consider how much of the 
‘sources available for fringe benefits 
it be devoted to financing a medical 
‘te program for retired workers.” 
lmilarly, the community “must give 


Book by Metropolitan Life Man Sheds 
Light on Med. Care Problems of Aged 


careful consideration to the medical care 
needs of old age in allocating available 
resources,” Mr. Spiegelman reports. 

Proposals for providing health cover- 
age to beneficiaries of Social Security, he 
says, have actually raised two basic pol- 
icy questions: (1) Whether the existing 
system of voluntary health insurance can 
do the job of covering older people, and 
(2) what implications of a_ national 
health scheme would be involved. 

“So far as the first issue is concerned,” 
he declares, “voluntary health insurance 
for the aged is now in its developmental 
stage. Given the same opportunity to 
develop programs for the aged as it has 
for the working population, the vol- 
untary insurers express confidence in 
their ability to meet the problem; this 
confidence is shared by the leading pro- 
fessions in the actual provision of med- 
ical care, but not by proponents for an 
insurance program within OASDI (So- 
cial Security).” 

On the second question, Mr. Spiegel- 
man points out: “Public policy will be 
formulated not only by taking into ac- 
count current problems and their out- 
look, but also cultural patterns and tra- 
ditions of our society.” 


Concord Point Light- 
house at Havre de 
Grace, Maryland 
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No. American Life Reports 
Record Sales in March 


North American Life of Chicago an- 
nounced that their life insurance volume 
sales during March established a new 
peak record in the 53 years history of 
the company. This new record exceeded 
the previous high set in November of 
1958 by more than 7% and surpassed the 
1959 March volume total by more than 
34%. 

North American’s life volume sales 
during the first three months of 1960 are 
running 23% ahead of last year. 

The average size new life policy writ- 
ten during March was 8,998 per applica- 
tion compared with the year ago March 


average of 7,617 per application; up 
18.1%. 

North American Life also announced 
that their March accident & sickness 


premium sales experienced an increase 
of more than 24% over the same month 
of 1959. The company’s 1960 premium 
sales are 29% ahead of the first quarter 
of last vear, 


Photograph by A. Aubrey Bodine 


So Seamen Can See 


This is the oldest lighthouse in continuous operation in 
continental United States. It has guarded navigation at 
the mouth of the Susquehanna River since 1827. 


Acting as guardian of financial security for the entire 
family, the Baltimore Life has faithfully served hundreds 
of thousands of policyowners since 1882. 


Havre de Grace and vicinity is served by our office at 


137-39 N. Washington Street. 


The Baltimore Life 
Insurance Company 


A Progressive Mutual Organization 
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HOME OFFICE: BALTIMORE, MD. 





Add learning power to your earning power thru C. L. U. 





CAREER OPPORTUNITY for office 
manager-cashier in expanding 
agency. Attractive salary. Write 
in confidence to Box 2791, The 
Eastern Underwriter, 93 Nassau 
Street, New York 38. 











LIAMA Staff Changes 





HOWARD H. 


BECKER 


Howard H. Becker has been named 
general office manager of Life Insurance 
Agency Management Association. Form 
erly assistant secretary, he will have the 
responsibility for general office manage 
ment and procedures and will continue 
his supervision of printing and produc- 
tion, purchasing, secretarial services, mail 
and shipping room, as building manager, 
and as a staff representative on the 
Annual Meeting Committee. 

Amelia M. Honer, personnel assistant, 
has assumed additional responsibilities 
for recruiting and selecting personnel, 
administering insurance benefits and 
handling payroll. 

George A. Wray, controller, has taken 
on additional! work in the area of fi- 
nances, functional cost analysis, an the 
Association’s budget. 

Mr. Becker joined LIAMA in 1947 as 
staff assistant in the company relations 
division. He moved to the administra- 
tive division two years later as admin- 
istrative assistant and in 1958 he was 
named assistant secretary. Mr. Becker is 
a member of the National Office Man- 
agement Association and the Insurance 
Company and Bank Purchasing Associa- 
tion. 

Miss Honer joined LIAMA in 1930 as 
secretary to Managing Director John 
Marshall Holcombe, Jr. After his death 
she assumed administrative division re- 
sponsibilities. She is a member of. the 
Connecticut Personnel and Guidance As- 
sociation, 

When Mr. Wray joined LIAMA in 
1940 he had been handling orders and 
circulation of publications. Later that 
vear he was named purchasing agent, 
in 1949 was appointed accountant and 
in 1953 was advanced to his present 
position. He is treasurer of the Hartford 
Chapter of NALU and is a member of 
the Hartford Chapter of the National 
Association of Accountants. 

LIAMA officer Burkett W. Huey, di- 
rector of institutional relations, will also 
assume the title and duties of secretary 
of the Association, 
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State Association to Spark 


NALU Fund-Raising Campaign 


Washington, D. C—The countrywide 
campaign to raise $505,000 to pay for and 
equip the new headquarters building of 
The National Association of Life Under- 
moves into a final phase 


accelerated participa- 
associations affiliated 


writers here 
that will feature 
tion by the 48 state 
with NALU. 

A new plan of operations proposed by 
Campaign Chairman John C. Donohue, 
Penn Mutual, Baltimore, and Campaign 
Director Eber M. Spence, Indianapolis, 
puts a larger share of responsibility on 
area chairmen and state association pres- 
idents and fund-raising chairmen for fol- 
lowing through on the activities of local 
life underwriter associations. 

Another shift in campaign tactics au- 
thorized by the NALU board of trustees 
during the Association’s March 20-24 
mid-year meeting in Louisville wil] en- 
able more persons to have their names 
inscribed in bronze in the lobby of the 
new headquarters building. 

As previously announced, the list of 
original Charter Builders—who contrib- 
uted $100 or more to the building fund 
prior to April 1, 1960—is closed as of this 


date. There is every indication that the 
bronze plaques containing the alpha- 
betical-by-state listing of these original 


Cherter Biulders will be in the building 





Equitable Soc. Promotes 


Fourteen Company Officers 


James F. Oates, Jr., president of Equi- 
table Life Assurance Society, has an- 
nounced the promotion of 14 of the 
company’s officers. They are, with their 
new titles: 

John H. Muller, senior vice president; 
Robert E. Benson, Frank H. Briggs, 
Joseph H. Chaille, David H. Harris, 
Walter M. Harvey, Jr., John M. Hines, 
Ogden Johnson, Controller Charles B 
Lunsford, Personnel Director Edward A 
Robie, Harold J. Rossman and Harry W. 
Rothrock, all vice presidents, Elgin 
E. McLean, second vice president 

Mr. Muller was formerly a vice presi- 
dent. Mr. Lunsford’s previous title was 
controller while Mr. McLean is a former 
departmental manager. The other 11 men 
were second vice presidents. 





Republic Nat'l Insurance 
Executive Seminar Held 


Twenty-nine 
16 states were 


insurance executives from 
in Dallas recently to at- 
tend an agency execut ive semin:z ar con 
ducted by the reinsurance division of 
Republic National Life of Dallas 


Subjects covered by the seminar, ac 


cording to W. N. Stannus, senior vice 
president in charge of the reinsurance 
division, included training plans, sales 
techniques and underwriting 

Class instructors were Clarence J. 
Skelton, senior vice president and co- 


ordinator of production planning; Charles 
Walters, CLU, assistant training di- 
rector; and Malcolm Thomas, assistant 
vice president of reinsurance underwrit- 
ing 

On the closing day of the school the 
executives were guests at a luncheon 
hosted by Theo P. Beasley, president of 
Republic National Life 


R. B. Miner Sales a 
Manager for Pacific Mutual 


Rudy B. Miner has been named man- 
ager of sales promotion at Pacific Mutual 
Life, according to Ralph J. Walker, vice 
president. 

Mr. Miner, who joined Pacific Mutual 
in 1957, was formerly supervisor of sales 
promotion. In his new job, he will direct 
the company’s national production cam- 
paigns and develop its sales materials. 
He will also edit Pacific Mutual’s na- 
tional sales organ, “Field News.” 


when it is dedicated next September. 
Continued Interest in Campaign 


Because of continued widespread in- 
terest in the campaign, however, the 
NALU board of trustees is making it 
possible for those persons who contrib- 
ute $100 or more to the building-fund 
after April 1 to also be memorialized in 
the he adquarters building. Such persons’ 
names will appear alphabetically on sup- 
plementary bronze plaques to be erected 
at some future date—but not in time for 
the official dedication ceremonies. 

“A strong countrywide fund-rais! ng 
ganization based on state and local asso- 
ciations has been built up during the past 
six months,” says Mr Spence. = 
headquarters has furnish« d the blueprint 
and necessary promotional materials to 
implement the overall plan We're con- 
fident that our national goal will be re- 
alized in the months ahead as state as- 
ecaiuee carry on in a manner most 
suitable for each particu’ ar situation.’ 

Mr. Spence reveals that NALU head- 
qui arters will continue to furnish necessary 

status reports and information to state and 
iocall associations and, as usual, will process 
all contributions. In addition, members 
of the NALU board of trustees, who are 
acting as area fund-raising chairmen, 
will step up their endeavors. 

Full confidence that the NALU build- 
ing will be dedicated debt-free next Sep- 
tember was voiced by NALU leaders 
during the recently- completed mid-year 
meeting in Louisville. Local and state 
fund-raising chairmen in attendance 
noted that there are many contributions 
still in “the pipeline” and that mass ap- 
peals for donations of $10 or more from 
every association member are falling on 
receptive ears 


or- 
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Constellation Stock Offer 


Washington Constellation Life of Nor- 
folk, Va., has filed with Securities and 
Exchange Commission a_ registration 
statement providing for 1,350,000 shares 
of common stock. Of this stock 850,000 
shares are to be offered for public sale 
a‘ $3.50 per share. 

The company was organized under 
Virginia law in September, 1959 to trans- 
act a life insurance business. It plans to 
qualify for business also in California, 
Delaware, Maryland, South Carolina and 
West Virginia. 








Pac. Mutual Group Changes 


Two field management appointments 
were announced by Pacific Mutual Life’s 
Group department. James B. Dame wiil 
take over the Phoenix Group office, and 
John P. Farrington has been promoted 
to manager of the Washington, D. C., 
operation. 

Mr. Dame, for the 
manager of the company’s Washington, 

C., Group office, earned a bachelor 
of business administration degree in in- 
surance from the University of Wiscon- 
sin in 1955. 

Mr. Farrington joined Pacific Mutual 
in 1957 after graduating from Rider 
College as a bachelor of science in com- 
merce. He was formerly a home office 
representative with Pacific Mutual’s 
Newark Group office. 


past two years 





SMALL GROUPS 


POLICY ISSUANCE 


TEL. MArket 2-2888 


E. D. LISTER 
State Manager 


“HERB" GRAY 


Service Manager 





Specialists in Health Insurance 


INDIVIDUAL AND FAMILY 
HOSPITAL - MEDICAL - SURGICAL 
LOSS OF TIME 


GUARANTEED RENEWABLE 
"MAJOR" COVERAGE 


Complete Local Service 
ALL HOME OFFICE FUNCTIONS 


AMERICAN HEALTH 


INSURANCE CORPORATION 


NEW JERSEY STATE OFFICE 
60 Park Pl., Newark, N. J. 


“LET US BE YOUR A & H DEPARTMENT" 


OVER-AGE PLANS 


CLAIM PAYMENT 





UIUUOUUUULAUUIUAUUAY 


‘Aine Seti Roady 


to be Manager of Life Insurance Sales at the lads office for a New 
England company about to have a billion of life insurance in force? 
Position, open due to promotion, includes many important manage- 
ment responsibilities. Tell us full details of your established record 
of personal production. Write Box 2792, The Eastern Underwriter, 
93 Nassau Street, New se 38, N. Y. 

A 


—_—— 
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Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 


Established 1945 
220-02 H 


QUEENS VILLAGE 29, NEW YORK 











HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 

















Franklin District Manager 





NORMAN F. COREY 


Norman F. Corey, Canonsburg, Pa, 
has been named as district manager for 
Franklin Life Insurance Co. of Spring- 
field, Ill. 

Mr. Corey, a Korean War veteran, was 
associated with the Washington National 
Life since 1947 as agent and _ assistant 
manager. 





Awards to Timothy W. Foley 


Timothy W. Foley, director of broker- 
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age sales of the Nelson Agency of State 
Mutual Life, New York, was recently 
presented with two plaques from. the 
company. The first plaque was “Mil 
lionnaire Award” for personally paying 
for over $1 million of life insurance ™ 
1959. The second plaque was awarde 
for “Agency Leadership” in 1959. 

Mr. Foley, who has long been activ 
in the industry, will be a speaker at the 
Fp conference at Key Biscayné 

Florida in May. 
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Heitzberg Talk 


(Continued from Page 1) 


the day-to-day conduct of sales and 
husiness management affairs is best 
handled by decentralization in the field, 
on the spot, where the vital decisions af- 
fecting your men are fundamentally 
made. It’s that philosophy that we must 
york together to maintain and nurture 
and to help grow.” 


Begin Today to Enjoy Tomorrow 


Title of Mr. Heitzeberg’s talk was 
‘Begin Now to Enjoy Tomorrow.” Sig- 
nificance of the title was to point out 
that if the general agents had not al- 
rady begun to realize, appreciate, live 
and work with some of the changes in 
distribution and merchandising over the 
st decade “it might be too late to begin 
fom this point forward to enjoy to- 
morrow,” he said. ; 
Some observations made by Mr. Heitze- 
berg were these: “Things really are 
fiferent. These are the good old days. 
Coverages we offer the public, method 
of compensation, field attitudes toward 
feld problems are different. And _ all 
these differences are all to the good be- 
cause they are effective. The mainte- 
rance Of the status quo is all too fre- 
quently the beginning of the end of any 
enterprise. Constructive change is a 
necessary ingredient of progress.” 


Reaching Maturity 


Next he pointed out that “in every 
minute of the day each one of us is 
naturing.” Commenting on the fact that 
many of the company’s general agents 
have been appointed the last few years 
and that, therefore, they have not known 
tough business conditions in the life in- 
sirance field because the country has 
been continuously prosperous since their 
appointment, he said: 

‘That makes for problems which we 
jointly face. It is worth considerable 
home office and field joint exploration 
heause the time to do and_ plan 
for depressed circumstances is when 
business is good. That explains, for ex- 
ample, the emphasis on conservation and 
persistency of busiaess that became part 
of this meeting.” He added that the 
agency department is also maturing. The 
werage age of the company’s agency 
cheers is 45. Their average life insur- 
ance experience is in excess of 21 years. 


Recruiting 


Commenting on the word “recruit” he 
aid he didn’t particularly like it but it’s 
aword all understand. Continuing he 
added : 
‘Either we recruit constantly and suc- 
cessfully, or we fail, and that applies to 
ll of us. Either we recruit the right 
kind of general agent and train him in 
he right way and supervise him through 
lis apprenticeship and continue to serve 
him in his maturity, or we fail. Either 
you general agents recruit the right kind 

agent, give him proper training, 
Supervise him through his apprenticeship 
ad serve him in his maturity, or you 
‘all, The same is true as far as person- 
tel in our own home office is concerned. 
Ne must attract the right kind of peo- 
te. Give them the right kind of prac- 
‘al, effective training, supervise them 
through their apprenticeship, serve them 
their maturity, or we fail.” 


Surprising Public Attitudes 


Mr. Heitzeberg then discussed the pub- 
attitude towards life insurance. Until 
‘urly recent times the life insurance busi- 
Mss itself has been quite a complacent 
‘dustry. Its respectability beyond ques- 
‘on, its record of performance superb, 





of State 
recently 
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Ma lic acceptance would seem to have 
“aed public understanding. And, yet, 
i facts are quite different. “Why” is a 
wwzle. American life insurance has been 
‘existence on the level premium basis 
~ More than a century. It is a com- 
Mratively simple thing to explain and 
‘understand. 
lie et. that’s, what we think,” said 
de titzeberg. “Growing evidence un- 
ay indicates ; that the public 
Re understand life insurance, or 
Dletely appreciates or knows the role 


of the agent or even what companies it 
does business with.” 

Public misconceptions were illustrated 
in examples given by the Mutual Benefit 
executive. Apparently, some people re- 
gard life insurance ownership as so 
casual an investment that it is some- 
thing to be traded in from time to time 
like an appliance or an automobile. He 
told of one policyholder of the company 
who had not only traded in his Mutual 
Benefit policy for one in another com- 
pany but also thought that his new pol- 
icy was with Mutual Benefit Life, and 
that the trade-in policy was with the 
company from which he actually bought 
new coverage. 


Many Ignorant of Cash Values 


“There are indications that the public 
has no real concept of cash value life 
insurance,” the speaker said. “All this, 
mind you, after 100 years of merchandis- 
ing, performance, sales promotion, edu- 
cation, advertising, evangelism, hard sell- 
ing, soft selling, professionalism. 

“Tt’s a little hard to believe. But, none- 
theless, there’s more than a grain of truth 
in my statement that the public by and 
large doesn’t seem to know a great deal 
about the daily miracles of life insur- 
ance.” 


Mutual Funds 


Another misconception revealed by Mr. 
Heitzeberg was that an important seg- 
ment of the population believes that 
mutual funds are a product of life insur- 
ance companies. He made this comment: 

“We've been wailing about competition 
with mutual funds—and lashing around 
in our efforts to try to do something 
about it. But something has been planted 
in the minds of many of the people in 
our natural markets which has made 
them link these two entirely separate and 
distinct forms of accumulation in such a 
way as to ascribe the parenthood of the 
mutual funds to life insurance compan- 
ies. 

“One can only speculate why this is 
so. Perhaps the word ‘mutual’ has some- 
thing to do with it. Perhaps dual repre- 
sentation is far more common than we 
have been led to believe. We could 
scarcely expect the salesman of mutual 
funds to disabuse the possible customer 
who holds this belief. It seems to me 
that doing that is part of our job.” 


Too Much Emphasis on Cost 


Still another misconception on the part 
of a large segment of the population 
seems to be that life insurance is some- 
thing that “costs,” rather than a unique 
and attractive form of savings, Mr. 
Heitzeberg pointed out. “I suspect we 
ourselves, as companies and as_ indivi- 
duals, may be partially responsible for 
this state of affairs because we direct so 
much of our attention to the subject of 
‘cost,’ he said. 

“So much advertising these days re- 
volves around premiums and costs. And 
so little of it seems to concern itself 
with the permanent values of well 
planned and carefully serviced life in- 
surance.” 

Mr. Heitzeberg feels that the life in- 
surance industry has been lulling itself 
into the feeling that its real competition 
was not with other forms of savings but 
with such tangibles as television, cars, 
automatic dishwashers, in homes and such 
luxuries as a vacation, a boat, a second 
car Or a mink coat. He is not sure that’s 
correct but he feels that although every- 
body recognizes the necessity of life in- 
surance and its utility “we have to work 
hard to hold our own and twice as hard 
to make any real progress against the 
competition of other forms of savings 
which seem to some, at least temporarily, 
more appealing, more attractive, than 
finding protection and security in a dis- 
ciplined, orderly way through life insur- 
ance. 

Life insurance is made up of a cross 
section of our people, many of whom 
need direction, education, and all the 
promotional help that the insurance busi- 
ness can give them. Advertising and 
sales promotion are in themselves really 
educational tools which if used wisely 
can help clear away public misconcep- 
tions generated either through lack of 
knowledge on part of prospects or from 





BROKERAGE MAN 





for Non-Can. Disability Agency 


If you would like to make your career with a progressive New 
York agency of a well-known non-can. disability company, we would 
like to hear from you. Attractive opportunity! Life insurance back- 
ground helpful. Salary basis. Replies Confidential. Address Box 
2790, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 








Anchell and Gutmann to be 
Honored at UJA Luncheon 


Life insurance leaders have chosen 
Louis Loft, Home Life of New York, to 
lead the 1960 United Jewish Appeal drive. 
Climax of the campaign will be a lunch- 
eon on May 11 at the Commodore Hotel 
in honor of Charles Anchell, New York 
Life and Harry K. Gutmann, Mutual Of 
New York, 

Mr. Loft, an executive committee mem- 
ber last year, succeeded Jack D. Gar- 
funkel as chairman of UJA’s Life In- 
surance Division. 

Mr. Anchell, immediate past president 
and national committeeman of the Life 
Underwriters Association of the City of 
New York, was on the division executive 
committee in 1959. Mr, Gutmann, cur- 
rent president of the New York State As- 
sociation of Life Underwriters, was a 
campaign co-chairman. 

Wilbur Neustein, The Prudential, is 
the division co-chairman for 1960. 

The committee set the division goal at 
$125,000 for UJA’s regular campaign, 
with a special quota of $24,000 extra for 
refugee housing in Israel. 

Participating in a meeting which 
launched the 1960 efforts of UJA’s Life 
Insurance Division were Joseph Kaminer, 
Wilbur Neustein, Louis Loft, David 
Sager, Charles Seibel, David Alexander, 
Abraham Eisen, Harold Loewenheim, 
Jerome Linder, Murray White, Maurice 
Blond, Henry Schainholtz, Arnold Fein, 
Morris Kreissel, David Mack and Max 
I. Wile. 

Supervising the division’s efforts on a 
regional basis are the following borough 
chairmen. Abraham W. Eisen, John 
Hancock; Jerome Linder, Travelers; 
Harry Schainholtz, Mutual Benefit are 
the Manhattan leaders. Maurice Blond, 
Guardian Life, is UJA chairman in 
Queens. Head of the Long Island sec- 
tion is William Krauss, Guardian Life. 
Mr. Neustein is Brooklyn chairman also. 


Claim Assn. Makes Changes 


_ A system of rotation of membership 
in certain standing committees of he 
International Claim Association has been 
announced by Executive Committee 
oe Stanley L. Peterson, Aetna 
ife. 

Participation by a greater portion of 
the entire membership, it was decided, 
would keep the Association in an even 
more healthy condition than it now finds 
itself. Accordingly, the membership of 
certain committees will be enlarged and 
the rotation system set in motion. 

Three of the most active committees 
will be first affected: Group, Personal 
Accident and Health, and Life. All of 
these committees have as their primary 
functions the studying of matters per- 
taining ‘to claims in ‘their specialized 
areas. Member companies in the Inter- 
national Claim Association now total 231. 





superficial knowledge of some people 
in the life insurance business, 
_ “Without sales promotion, merchandis- 
ing research and advertising in its many 
forms, we would not be nearly so far 
advanced in public acceptance as we are 
today,” he concluded. “I suspect that the 
way we have conducted our business, the 
good job we have done for it, is the best 
form of public relations. The posture 
we have taken through our sales promo- 
tion, advertising public relations and 
research activities have all contributed 


to the respect the public has for life 
insurance.” 


Equitable Unit Managers 

Equitable Life Assurance Society has 
named seven new unit managers. The 
appointees, their unit headquarters and 
agency affiliations are: 

Lee S. Hulett, Washington, D. C, (J. 
N. Sullivant, Washington); Robert W. 
Williams, Sarasota, Fla. (A. R. Cassidy, 
Jacksonville); James W. Wilt, Lima, 
Ohio (T. R. Clark, Toledo); Rex F. 
Gregory, Jr., Chicago (E. C. Wentcher, 
Chicago); Gerard S. Carney, Detroit (C. 
L. Lundgren, Detroit); John W. Dick- 
inson, Stockton, Calif. (R. D. Metcalf, 
Sacramento), and Harvey L. Glass, San 
Francisco (the new F. T. Weber Agency, 
San Francisco). 








S the opportunity to sell additional 

life coverage to your clientele dry- 
ing up? A recent survey by LIAMA- 
LUTC indicates this fact in that the 
industry sells only 13% of its volume 
to men over age 45. 

Is this because of insurability? To 
a certain degree yes, but digging 
deeper one will find that most men 
over 45 feel their life coverage is 
adequate and are turning to equity 
investments so as to balance their 
fixed dollar programs. 

There is no reason why you should 
lose income from your clients just 
because their desires are directed to 
another phase of their personal 
financial programs. With mutual 
funds you can be modern and fill 
those new needs and wants. Yes, 
mutual funds can turn your costly 
service calls into highly profitable 
work. Let me show you—write im- 
mediately! 


HI.Nodl, 
Agency Vice-President 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona 
California ¢ Colorado « Connecticut « Delaware « Florida 
Georgia « Illinois * Indiana « Kentucky « Louisiana 
Maine e Maryland « Massachusetts « Michigan Missouri 
New Hampshire » New Mexico * Ohio « Oklahoma « Penn- 
sylvania e Tennessee » Utah « Virginia » West Virginia 
District of Columbia « Hawaii 
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Phila. Life Had Its 
Greatest Year in 1959 


PRESIDENT BOETTNER REPORTS 


New Paid Business 235% Greater Than 
In 1950; In Force Up 241% and 
Assets Ahead by 139% 


CLU, president of 
reported at a re- 
company stockhold- 
company broke all 
experienced the greatest 
53-year history. New paid 
year ame minted to $107,040,- 


Joseph E. Boettner, 
the Philadelphia Life, 
cent meeting of the 
ers that in 1959 the 
records and 
year in its 
business last 





Fabian Bachrach 


JOSEPH E, BOETTNER, CLU 


797, he said, compared to new paid busi- 
ness in 1950 of $31,924,225, an increase of 
235%. 

Philadelphia Life’s insurance in force 
last December 31 totaled $478,931,615 in 


contrast to the 1950 figure of $140,281.,- 
592. a gain of 241% 

The company’s total surplus at the 
year-end was $4,044,248 compared to 
$785,190 in 1950. The net interest rate 
earned in 1959 was 4.18% compared to 
3.19% during 1950. Assets totaled $62.- 
738,604 in 1959 as against $26,245,549 in 
1950, an increase of 139% 

Looking ahead to the new dec 4 of 
the 1960's, Mr. Boettner observed: “The 


war and 
The under- 
between East and 
unresolved. Armaments, 
atomic disarmament, the race for 
the conquest of space, unrest in many 
undeveloped parts of the world still have 
not found a ready solution. 

“On the economic front the end of the 
decade found a gain in the momentum 
of those nations which are now stronger 
and more vigorous competitors in our 
market as well as in the world markets. 


the 50s began in 
an uneasy peace 
differences 
remain 
tests, 


decade of 
ended with 
lying 


West 


Tied to the National Economy 


“With regard to our own business, it 
was never clearer than during the 1950s 
that life insurance, a basic thrift institu- 
tion of the American people, is tied to 


the national economy. The fifties will 
always be remembered because during 
this decade the life insurance industry 
passed the half trillon dollar mark of 
life insurance in force. The present 
figure is double that of all insurance in 
force at the end of 1950. 

“T ife is still uncertain, but, on the 
other hand, we are living longer, and 
people, by their own choice, will not 


always do what is best for themselves, 
and it is here that our role in the life 
insurance industry is so important. Our 
men must use all the skill possible to 
have a client want security more than 
he wants speculation. Life has proven 
that nothing compares with family secur- 
ity. 

“One cannot overlook the increases 
shown in our own company results dur- 


Ohsner, Smith Speakers At 
N. Y. State Sales Caravan 


Clarence S. Ohsner and W. Walter 
Smith have been named as speakers at 
the New York State Association of Life 
Underwriters Sales Caravan, according 
to an announcement by Alfred S. 
Howes, moderator of the traditional 
three-day sales education event spon 
sored by the State Association. 

The theme of this, the Eleventh 
Annual Appleknockers’ program is, 
“Ideas Which Produced Ten Million 
Dollars in Sales.” The identical program 
will be presented in three upstate New 
York cities opening April 27 at the 
Lafayette Hotel in Buffalo and then 
will proceed to the Hotel Onondaga in 
Syracuse on April 28 and the Hotel Ten 
Eyck in Albany, Friday, April 29 

“Concept Se ling” will be the topic of 
Clarence S. Ohsner’s remarks. Mr. 
Ohsner, whose clients range from the 
$1,000 policyholder up to a single life 
policy of $1,500,000, is an independent 
life insurance broker in Columbus. He 
entered the business in 1929 and for the 
past seven years has been on the staff 
of the Purdue Life Insurance M: irketing 
Institute. In addition, he is a nationally 
known writer and speaker. 

Combining a sense of humor with abil- 


ity to get across serious points of sell 
ing, W. Walter Smith has addressed 
audiences across the nation. Mr. Smith, 
who has tit'ed his address, “You Can 
Sell Life Insurz ance and Have Fun at the 
Same Time,” is with the Metropolita 1 


Life in Rutherfordton, N. C 

The sessions, which run from 10 a.m 
to 4 p.m. each day, are nationally knowa 
for their sparking of agents enthusiasm 


and = spreading of successful — sales 
methods. An added feature this year 
will be a seminar at the end of each 


program which will permit the audience 
to direct questions to the panel whose 
members produced ten million dollars 
of sales last year. 

The other speakers, their subjects and 
further details will be released within 
a few days, Mr. Howes announced. 


Lincoln National Names 
Lucasse District Agent 


Gordon J. Lucasse 
district agent for Gail L. Shoup & As 
sociates, representatives of Lincoln Na 
tional Life in the Grand Rapids area. 
His appointment was announced by Gail 
L. Shoup, CLU, general agent and Edwin 
T. McCarthy, CLU, associate ge: ver: l 
agent. In his new capacity, Mr. Lucasse’s 
responsibilities will include recruiting 
and training of new agents in the West- 
ern Michigan area. 

During his nearly ten years of service 
with the Shoup agency, Mr. Lucasse 
has been a frequent recipient of company 
sales honors, including Lincoln Life’s 
top sales honor club, the President ‘Club, 
for which he has qualified two consecu- 
tive times. 

An alumnus of the University of 
Michigan, he also is secretary-treasurer 
of the Union High Athletic Alumni As- 
sociation. In addition he is a member 
of the Central Reform Church and the 


Grand Rapids YMCA, 


has been named 





Conn. General Appointments 
General Life announced 
eight staff appointments in its field 
Group insurance and Group pension 
organization. Appointed Group man- 
agers are Harry B. Moorhouse in Nor- 
folk, James H. Rucks in Memphis and 
Charles A. Zezza in Albany. 

New assistant Group managers 
Roy T. Manicom, Jr., in Houston 
Roger E. Springer in Tampa. 

Named Group pension representatives 
are Henry C. McKenna in Hartford, 
Jchn S. Perreca in Baltimore, and Karl 
R. Shaw in New York City. 


Connecticut 


are 
and 





ing 1959, and our entire sales and home 
office organization should be proud of 
the progress that was made.” 


Western & Southern’s New Los Angeles Regional Office 








—:}= 


beg 





The 
Underw! 
ion of 
proved 
‘Statem: 
Life Un 
panies.” 
i » § NALL 
local lif 
nearly 8 
posed 0 
compani 
holder a 











— 
an 
& 





The Western and Southern Life’s new $4 million Western regional office wa 
Angeles. 
nounced that regional opeartions, under the supervision of Vice President Lewis f 
conducted from the new building. 
floor. 


2000 Wilshire Blvd., Los 


opened at 


will be 
located on the 


Youngblood, 
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William C. Safford, president, ap. 
A branch of the Bank 9 


The company’s Western regional offic 





had been located at 107 San Vicente Blvd., Beverly Hills. with othe 
the gene: 
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: : C. H. POINDEXTER DEAD The re 
Mass. Cos. Citations vee! Eda 

The John W. Shenk agency, Shreve Retired General Agent, Member f!!54, in 
port, La., has been honored as the 1959 Family Long Identified With North. both 
winner of the President’s Trophy by The western Mutual Life empha 
Paul Revere Life and The ee Clarence H. Poindexter, general ager . etn 
’rotective Associz : b ¢ 4 . . ak : vestmen 
Protective Association, Inc, The annua in Missouri for Northwestern Mutu 1.02... 
award recognizes outstanding overall a 1915 1950. died Sund: Urging 
agency performance. Afe from 5 to 50, died Sunday understar 


Winners of four regional citations for 
all-round excellence are also being hon- 
ored in a series of current “victory” 
dinners. They are the Paul E. Dewey 
agency, Seattle, in the western region; 
I. N. Hudson agency, Raleigh, in the 
southern region; Lloyd E. Lippstreu 
agency, Omaha, in the central region; 
and the Frank G. Stone agency, Phila- 
delphia, in the eastern region. 

The Shreveport agency succeeds Bill- 
ings, winner of the 1958 trophy competi- 
tion. A year ago Shreveport was named 
as the winner of the President’s Citation 
in the southwestern region. General 
Agent Shenk joined the Massachusetts 
Companies in 1955 and has served as 
Shreveport general agent since 1957. 

Winner of the 1959 Builders Award, 
annual trophy presented to the leading 
Paul Revere Canadian branch office in 
all-around performance, was the Carl 
Allendorf branch, Edmonton. 

Company-wide production honors for 
the year went to the James D. Stanley 
agency, Albuquerque. It led the com- 
panies’ 100 agency organization in com- 
bined A & S-Life-Group production in a 
repeat of its 1958 performance. 


Conn. General Life Field 
Brokerage Appointments 


Seven staff appointments in its field 


brokerage organization have been an- 
nounced by Connecticut General Life. 
the Boston brokerage agency Jere G. 


Oren has been named assistant manager. 
Hugh W. Andes, Jr., and Paul A. Haber- 
bush have been appointed senior broker- 
age consultants, and Raymond F., Gal- 
lager has been named a brokerage con- 
sultant. 

Other new brokerage consultants are 
Arthur C. Eaton at the Atlanta agency, 
Gerald Morse at the Madison Avenue, 
New York City, agency, and Jerome E 
Powell at the Pittsburgh branch office. 


JOINS OCCIDENTAL IN PHILA. 


William F. Brower, CLU, has been 
appointed assistant brokerage manager 
in the Philadelphia branch office of 


nese Life of California. Mr. Brow- 
r joins Occidental after a 10-year asso- 
dalien as special agent with North- 


western Mutual Life in Philadelphia. 


‘negative 
and cant 


March 27, at Delray Beach, Florida, 3 





the age of 79. Mr. Poindexter, who ha ither lif 
served the company for 49 years befor” "| ns 
his retirement, had been an NML ger: ry ali 
eral agent at Kansas City and, later, The Si 
St. Louis. sion” bet: 
His father, the late E. W. Poindexter rs ied 
was one of the pioneers who establishef “4 
ersuade 
Northwestern Mutual in the Kansas an is oar 
Oklahoma areas in 1885. Both wer wry i. 
president of the Association of Agen ind tale 
in the company, and C. H. Poindexte Maher 
was president of General Agents Ass idi “ 
ciation of NML m ald 
C. ‘H. Poindexter’s brother, the lat aie D. 
Urban H. Poindexter, had served as his Poet t 
partner general agent at Kansas City a o 
five years, before coming to the hom lations 
office, where he was assistant superinf, “A 
tendent of agencies and editor of Fie 
ag NML’s field magazine. Pruden 


H. Poindexter’s son, Richard, serve 


as ‘NMI special agent with the J. Harm fk 





Veatch general agency, St. Louis, fron Hot S 
1931 until his retirement in 1959. C. # iy ae 
Poindexter’s son-in-law, Ralph W. Emer the ‘ona 
son, CLU, is NML’s general agent 4 oP 
Kalamazoo. Th 
he 
on oe — lieers an 
Farmers & Traders Change’! ° 
At the annual stockholders’ meetin Orville 
of the Farmers and Traders Life helifftesident, 
at its home office building, it was a iticial v 
nounced by Edwin W. Henne, pres wusiness 
dent, that Ross B. Sweet, who had bee! ttnding t] 
serving as assistant secretary and ag/tar than 
sistant treasurer of the company, Wé lured to 
elected a director and also secretary - 
opemeeee of the company. , “Catures 
Edwin D. Patrick of Marcellus, N. Yd, CL! 
vice president of National Grange Me: rdinary 
tual, was elected a director. } W, vice 
Jack E, Rathburn, formerly assistat'§ ‘0nd vic 
secretary, was elected assistant comp: \ithgeber 
troller. mL. R 
Pee. Se ee airman 
lntroduc 
NAMED BY MANUFACTURERS ‘tre Gra 


Manufacturers Life has announced the ‘keney, w 
following appointments. A. T. Seedhous™ phy; S 





formerly associate treasurer becomegp'sency, y 
vice president - administration. R. D Met's troy 
Ralfe, since 1949 an agency super ily Ager 
tendent, becomes agency vice presides wing 1 
in charge of sales operations outside 0 B ager 
North Amerita. W. F. G. Adams, CUfhleans 4 
an agency superintendent since Inger ¢ 
has assumed full direction of the Can Tokerage 


adian division. 





April 8, 1960 
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ice NALI and NAL Approve New E. L. Gordon Retires; With vated to assistant cashier. Subsequent 
Atlantic Life 48 Years promotions saw him gain posts as cashier 
ee and assistant 
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Statement of Guiding Principles 


The National Association of Life 
Underwriters and the National Associa- 
jon of Investment Companies have ap- 
proved a revised version of their joint 
‘Statement of Guiding Principles for 
Life Underw riters and Investment Com- 
panies.’ 
NALU is composed of 801 affiliated 
ical life underwriter associations with 
yearly 80,000 members. NAIC is com- 
jsed of 180 management investment 
empanies with over 4.5 million share- 
jolder accounts. 

Approval of the new Statement was 
anounced by NALU President William 
§ Hendley, Jr., Mutual Of New York, 
(olumbia, S. “ll and by NAIC President 
Herbert RK. Anderson. 


Purpose of Statement 


Purpose of the Statement is to aid life 
yderwriters and those persons offering 
nvestment company shares to carry 
wt their proper responsibilities in their 
‘alings with clients, with each other, 
vith other financial counselors, and with 
ie general public, so that our industries 
may continue, even more effectively, to 
cooperate in the public interest.’ 

The revised version clarifies the state- 
nent, originally adopted in September 
(54, in the light of the developments 
: both industries during recent years. 
emphasizes the public responsibility of 
ie underwriters and those offering in- 
yestment company shares. 

Urging the development of mutual 
wderstanding, it deplores the practice of 
‘negative selling” where the destruction 
ad cancellation of existing value—in 
tither life insurance or investment com- 


jany shares—is advocated as the basis 
Bior making a sale. 
The Statement is opposed to “collu- 


von” between mutual fund salesmen and 
fe underwriters whereby one would 
persuade a client to purchase life insur- 
ace and/or investment company shares 
vith the life underwriter and mutual 
und salesmen splitting commissions. 

Drafting of the new Statement of 
widing Principles was completed by a 
yecial NALIU unit composed of Ben- 
amin D. Salinger, CLU, general agent 
t Mutual Benefit Life, New York, and 
airman of the NALU Committee on 
\ealtions with NAIC; NALU Executive 





Prudential Leaders at 


Hot Springs Conference 

Hot Springs, Va—More than 250 lead- 
g Prudential representatives attended 
tg company’s President’s Club business 
oference at the Homestead March 28- 
The delegates were the top pro- 
field management from Pru- 


ers and 
Bal Ordinary agencies in the United 
g 


slates and Canada. 
Orville E, Beal, CLU, executive vice 
esident, headed the list of company 
iicials who came here to address the 
lsiness sesssions. Qualifications for at- 
nding the conference were higher this 
tar than in the past. Delegates were re- 
iwited to reach the $1 million production 
lark, 
Featured speakers were Sayre Mac- 
od, CLU, vice president in charge of 
idinary agencies; Charles W. Campbell, 
LU, vice president: Ardell T. Everett, 
cond vice president; and Frederick E. 
Aithgeber, vice president and actuary. 
mL, Reed, second vice president, was 
airman of the general session. 
troduced during the leader’s dinner 
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we Grady R. Harris, New Orleans 
‘kelicy, winner of the division manager’s 
Tophy ; Scott E. Russell, Los Angeles 
"gency, winner of the brokerage man- 
tr's trophy ; Vega L. Brown, Salt Lake 
Agency, the company’s top agent 
uting 1959. Sidney L, Marks, CLU, 
hulager of the trophy winning New 
Means Agency; and Adolph Gardner, 
‘ager of the trophy winning Montreal 
Tokerage) Agency. 


Vice President Lester O. Schriver, and 
NALU Counsel Taylor Bigbie. 

NAIC representatives who participated 
in the drafting sessions were: George 
A. Mooney, executive director, Edward 
B. Burr, chairman of the Association’s 
Insurance Relations Committee, and 
Vincent L. Broderick, NAIC general 
counsel, 


All Policies 
Cancellable 
+ and Guaranteed 

Continuable 


Non- 


Next time you offer disability coverage 
to your prospects, let State Mutual of 
America’s new “6-Star Portfolio”* help you. 
This attractive up-to-the-minute sales aid 
tells you and your prospects instantly that 
State Mutual loss of income insurance is 
of highest quality, liberal, competitive — 
offering monthly income payments up to 
$500 for five years or for life if disability 


is due to accident. 


© 





secretary, controller and 
assistant secretary and in 1938, vice pres- 
7 ident and controller, 

. firm with In 1954, played a significant 
role in the company’s development of a 
weekly premium department throug 


E. Lynne Gordon, Atlantic Life vice 
president and director, ended a 48 year 
career with the Richmond, Va 
March 31. 


retiring as vice president 


having 

his retirement 
Mr. Gordon, he 

tl 


in charge of the firm’s combination di- porcnase in 1950 of Universal Life, “ite. 
vision, was employed by Atlantic Life Gordon was placed in charge of weekly 
in 1912, shortly after graduation from , ie : . 

; Pols a : mmediate plans of the retired vice 
Baron Heights High School. After suc- president include an extensive tour of 


cessfully installing the company’s first Florida, 
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10 Year Disability 

S Year Disability 

2 Year Disability 

1 Year Disability 

y Notes rel -1ah am @ lal hy 
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Income-replacement protection is one of 
the many client-building highlights of 
PLANNED LIVING — the State Mutual of 
America sales philosophy which simplifies 
the problem of applying the right product 
to the prospect’s specific problem. For a 
booklet describing each of the contracts in 
our “6-Star Portfolio”, contact your nearest 
State Mutual Agency or write the Home 
Office. 


* Not yet available in all states 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 





Worcester, Massachusetts 


“Architects of Planned Living—The Advanced Standard of Excellence in Insurance Planning” 
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“INLAND MARINE” POPULARITY 

Forty and more years ago ocean ma- 
rine insurance leaders in the New York 
market were striving to convince the 
New York Insurance Department that 
riultiple line underwriting should be ex- 
tended to the fire and then infant cas- 
ualty So-called “all 


risk” policies had been issued by ocean 


lines of business. 


underwriters for a couple of centuries 
or more and British and other foreign 
companies operated upon multiple line 
principles successfully, including even 
life insurance. But no progress was made 
then or come. 
Fire insurers were chartered or licensed 


here for many years to 
to write definite types of coverage; cas- 
ualty companies had their ficlds of oper- 
life isolated 
from the rest. 

Gradually, with development of auto 
mobile and inland marine insurance bar- 


ation, and insurance was 


casualty com- 
Both 


writing theft risks on numerous classes 


ricrs between fire and 


panies started to crumble. were 


f risks, and auto policies covering lia- 
bility and physical damage made their 


appearance, even though names of two 


companies were printed on a _ single 


policy. Then came legislative action to 
authorize multiple line underwriting 
The 


were 


initial years of trial and error 


highlighted by 
variety of 


appearance of a 


large broad cover policies 
Rates were based to a degree on judg- 
ment, there being no accurate experience. 
Even today complaints are heard that 
companies are formulating new policies 
too rapidly and that rates on some broad 
coverages are likely to be found inade- 
quate 

But whatever deficiencies may be un 
earthed, calling for rate and form re- 
visions as time passes, there is no ques 
tion as to the steady development of 
multiple line insurance. Inland marine 
insurance premiums continue to expand, 


vear by year gradually, despite the large 


volume of business diverted to the 
Homeowners, Commercial Property and 
other “all risk” forms. Homeowners 


risk premiums are increasing by scores 
of millions of dollars annually as agents 
push this high grade protection through- 
out the country. The trend hasn’t been 


reversed in years and is not likely to be 


unless a serious depression should bring 
major deflation of values 

George W. Nixon, vice president of 
the Marine Office of America and long 
a leading spokesman for inland business, 
writes in this paper that 
inland marine principles will continue to 
be present in future underwriting even 
though the name “inland marine” 
become antiquated. It is his view that 
the importance of the inland marine ap- 


broad cover 


may 


proach to many coverages afforded by 
broad form policies will continue to form 
an integral part of the output of the final 
product. Thus the marine aproach—that 
ot broad coverage with relatively few 
exceptions, careful underwriting to keep 
losses from becoming excessive and ade- 
quate rates—is gaining public favor at a 
rapid rate. 





James Hoskins, retired executive of 
The Travelers and national president of 
the Society of Actuaries, was the prin- 
cipal speaker at a dinner meeting of the 
Midwest Actuarial Clubs in Omaha. Mr. 
Hoskins is nationally known in the ac- 
tuarial field. In addition to the dinner 
speech, he participated in the business 
sessions which were held at ‘the home 
offices of United of Omaha and Mutual 
of Omaha. Approximately 100 insurance 
executives attended. They represented 
eight different actuarial clubs from the 
midwestern states. 


* * * 


Willard M. Humpal has been elected 
chairman of the Kemper Insurance 
Junior Board, an 1ll-man unit which 
provides management training for young 
executives of the Kemper Insurance com- 
panies. Other new officers of the board 
elected for six-month terms are O. Frank 
Browder Jr., secretary, and Walter A. 
Huff, assistant secretary. The elections 
were announced by Hathaway G. Kemper, 
chairman of companies in the Kemper 
Insurance group. Mr. Humpal is a mem- 
ber of the companies’ auto underwriting 
department staff and Mr. Browder is 
on the compensation underwriting staff. 
Mr. Huff is an experience review under- 
writer in the companies’ 23-state Central 
department. 

* * * 


Robert E. Dineen, vice president of 
Northwestern Mutual Life, has received 
a citation for leadership and service in 
civic, religious and educational affairs 
presented by the Wisconsin Region of 
the National Conference of Christians 
and Jews. 





Andrew J. Luck has been appointed 
agency superintendent for the America 
Fore insurance companies of the America 
Fore Loyalty Group and will supervise 
automobile underwriting divisions at the 
group’s Western department in Chicago. 
He was formerly resident manager at 
Des Moines, Iowa, for the Fidelity and 
Casualty. Born in Jersey City, N. J., 
Mr. Luck joined the -. & C. in New York 
City in 1937 after 14 years’ experience 
in the insurance field. He later trans- 
ferred to the Detroit branch office and 
in 1939 to the Milwaukee branch office. 
He returned to the New York home 
office in 1948 and in 1950 was appointed 
district agent at Denver and transferred 
to Des Moines as resident manager in 
1958. 


iS He ae 


C. H. Bartlett and A. R. Boe have been 
elected to the board of directors for all 
three Allstate Companies, President Jud- 
son B. Branch announces. Mr. Bartlett, 
who was named Allstate’s vice president 
for field administration in 1957, earlier 
was vice president of the southeastern 
zone with headquarters in Atlanta. Mr. 
Boe, who is vice president in charge of the 
companies’ corporate planning, pricing. 
product development and _ international 
development divisions, joined Allstate in 
1941 after graduating from Drake Uni- 
versity. 

x * x 


Jean Adair Roberts, daughter of E. A. 
Roberts, president of Fidelity Mutual 
Life, will marry George P. Edgerton of 
Hudson, Wis. in June. The ceremony 
will be performed in that city. Miss 
Roberts, whose late mother at one period 
sang in grand opera, is a graduate of 
Ogontz. Mr. Edgerton, a graduate of 
University of Minnesota and a CPA, 
is controller of Lindsay & Co., St. Paul 
His late grandfather was president of 
Minnesota Mutual Life. 


= «@ 


Bourke W. (Dutch) Lodewyk, who has 
operated an agency for some 23 years 
in Bay City, Mich., will seek the Repub- 
lican nomination for the state Senate 
for the 24th district, consisting of Bay, 
Midland and Isabella Counties. He was 
a Central Michigan University faculty 
member for 13 years and has served eight 
years on the Bay City School Board. 


* * * 


James F. Oates, Jr., president of 
Equitable Life Assurance Society, has ac- 
cepted the chairmanship of the Insurance 
Division of New York City’s Committee 
for the 1960 Olympics, according to 
Mayor Robert F. Wagner of the City of 
New York. The New York Committee 
is made up of local industrial and pro- 
fessional groups. Its financial goal for 
the 1960 Olympics, to be held in Rome 
this summer, is $375,000 and is under the 
overall direction of Rear Admiral ‘Ralph 
E. Westbrook. It costs $1,250 to train, 
transport and house each American 
athlete on the squad, U. S. Olympic offi- 
icals said. ; 

* * * 


Albert E. Berkeley, vice president of 
the Berkeley & Bradshaw Agency of 
Postal Life of New York, has been ap- 
pointed a member of the President's 
Committee for the Physically Disabled 
by President Eisenhower. Mr. Berkeley, 
who is a past president of the New York 
State Mortgage Bankers Association, 
was sworn in at the White House this 
week. 

ca * * 


Edward L. Arthur, general agent for 
Kansas City Life in Tampa, Florida, ful- 
filled a life-long ambition, when in Feb- 
ruary his paid-for business exceeded the 
million dollar mark. He wrote $1,001,400 
on ree ranging in amount from $2,000 
to 000. He has been general agent 
for Kansas City Life for 20 years. 





Fabian Bachrach 


WILLIAM H. BERRY 


William H. Berry, vice president of the 
America Fore companies of the Americ; 
Kore Loyalty Group in charge of the 
engineering department at the hom 
office in New York City, April 1 be. 
came a member of the Old Guard, or 
ganization comprising employes wh 
have served 25 years or more wit) 
America Fore. Mr. Berry joined the 
group in 1935 in the Continental’s a. 
gineering department at Chicago and 
later served as state agent in Wisconsi 
until 1952 when he transferred to Amer 
ica Fore’s home office as manager of the 
public utilities department. He was ap- 
pointed an assistant secretary of th 
America Fore fire companies in 1953, 
secretary in 1954 and a vice president ii 
1957. In 1959 he was also appointed 
vice president of the Fidelity and Cas 
ualty. Mr. Berry is a director of Atomic 
Industrial Forum, Inc., and the Nationa 
Fire Protection Association and is chait- 
man of the advisory and governing con- 
mittees of the Nuclear Energy Proper! 
Insurance Association. 

«2 oe 


Joseph D. Wasserman, CLU, manage 
in Jersey City, N. J., for The Franklir 
Life, whose agency led the company’ 
eastern division in paid-for volume 1! 
1959, has qualified as a life member 
the Million Dollar Round Table. M: 
Wasserman’s personal production toppe! 
$1,000,000. Since joining Franklin i 
1954 he has consistently placed amon 
its leading producers each year. A pas! 
president of the Hudson County (N. ] 
Life Underwriters Association, he ! 
currently national committeeman fro! 
that group. He also serves as New Jet 
sey state chairman for NALU’s memoria 
building fund, and in the Estate Plannin 
Council of Northern New Jersey. 

* * xk 


Herbert D. Eagle, Occidental Life 0! 
California vice-president in charge 0 
Group sales and service, served as chal 
man and moderator at the “Selling as! 
Career” conference for junior colleges 
hosted recently by The Sales Executit 
Club of Los Angeles. Purpose of th 








conference was to help establish a clost! 
understanding for those in colleges ™ 
sponsible for counseling with  studen!s 
on their career opportunities in selling 
and marketing in general. About / 
presidents, deans and instructors in sales 
management at the junior college lev 
attended. 
x * x 

Sheldon M.’ Barlow is president of 4 

new general insurance agency, Unite! 


Colonial Services Inc., in Buffalo, N. 
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The Travelers Will Air-Condition 
Home Office Buildings 


A plan for complete air-conditioning 
of The Travelers’ home office buildings— 
part of an extensive renovation program 
now underway—was announced to em- 
ployes recently by President J. Doyle 
DeWitt. Total cost is estimated at $5,- 
800,000. 

Four buiidings in the home office group 
at Hartford—700 Main Sireet, 740 Main 
Street, 17 Central Row and 26 Grove 
Street—comprising more than 1,000,000 
square feet of office space, are slated for 
air-conditioning. 

“We believe that this is one of the 
largest air-conditioning renovation jobs 
undertaken in New England,” said Mr. 
DeWitt, “and we are pleased to an- 
nounce this added convenience and com- 
fort for our home office employes. We 
hope that ultimately all our home office 
activities will be within air-conditioned 
space.” 

It is anticipated that the project will 
get underway in mid-May with comple- 
tion expected in two years. General 
contractors for the job will be George 
A. Fuller, Inc., and Libby and Blinn, 
Inc. of Hartford will act as the heating, 
ventilation and air-conditioning con- 
tractor. 

In conjunction with the air-condition- 
ing, plans call for the enclosing of the 
ten-story internal court area at 700 Main 
Street. This will provide not only 32,- 
000 square feet of additional office space, 
but also a location for the central air- 
conditioning equipment on the 10th floor. 

Enclosure of the court will be the first 
job undertaken so that this new office 
space may he utilized for the temporary 
relocation of office personnel in the ad- 
jacent area while air-conditioning work 
is being done there. 

After the installation, the newly en- 
closed court will be converted into per- 
manent office space. New ceilings to con- 
ceal air ducts will be required only 
around the central core in building being 
air-conditioned, which means that the 
greater portion of office personnel need 
not be relocated during the air-condi- 
tioning installation. 

An advanced all air, dual duct air- 
conditioning system will be used, mak- 
ing not only summer work at The Travel- 
ers more comfortable, but will insure a 
More even distribution of heat during 
the winter months. 


* * * 


Cuban Announcement 


Marsh & McLennan, international in- 
surance brokers, announce the merger of 
the insurance office of Harry Fanjul; 
a leading Cuban broker, with the Cuban 
subsidiary of March & McLennan. The 
subsidiarv will operate as Marsh & Mc- 
ginnan-Harry Fanjul, Insurance Brokers 


Mr. Fanjul was educated in the United 
tates; in World War IT was a pilot; and 


id belongs to a number of clubs in Ha- 
yana, 

















“Radiation Control for Fire and 
Other Emergency Forces” 


How fire fighters and other emergency 
forces can deal with radioactivity prob- 
lems is described in a new publication 
ci the National Fire Protection Asso- 
ciation. “Radiation Control” brings to- 
gether a valuable selection of material 
on protective procedures to be followed 
in situations involving radioactivity. 
Citing a number of actual case histories, 
it covers necessary modifications of fire 
fighting techniques, training of fire 
forces to recognize situations with nu- 
ciear radiation dangers, and procedures 
to follow in inspections of property 
where radiation hazards may exist. 

Other topics included in the publica- 
tion range from the effects of nuclear 
radiation on the human body and radio- 
activity measuring instruments to clean- 
up of radioactive materials spillage and 
nuclear bomb effects. 

The book of 256 pages reflects the 
spade-work done by Andrew A. Keil, 
radiological officer of the New York 
Fire Department, and a number of con- 
tributors in evaluating technical infor- 
mation on radioactivity as it relates to 
fire department and emergency work. It 
is a handbook published as a service to 
fire departments, private’ fire brigades 
and other emergency forces. 

Copies are available ($4.75 per copy) 
from the National Fire Protection Asso- 
ciation, 60 Batterymarch Street, Boston 
10, Mass. 

a ae 


Rukeyser’s New Post 


Merryle Stanley Rukeyser, one of the 
staunchest champions of insurance in 
daily paper and magazine realms, has 
entered the public relations field. His 
new association is with I. V. Gellis As- 
sociates where he will be consulting 
economist to its financial public rela- 
tions department. 

Mr, Rukeyser, a former financial edi- 
tor of the old New York Tribune and 
New York Evening Post, became senior 
editorial writer for the Hearst news- 
papers and economics commentator for 
International News Service. Many of the 
articles he wrote for Hearst and others 
gave advice to readers on insurance 
problems and among hooks he has writ- 


ten was “The Hall Mark of ‘Personal 
Progress” which was distributed by 
Home Life. 

x * x 


Asked Dog To Buy Insurance 


As a joke, Jack ‘R. Sotter, Jr., who had 
begun training at Fort Knox, Ky., sent 
home some of his clothing in a package 
addressed to “Jada Sotter.” Pottstown, 
Pa. It went by Railway Express. 

Shortly thereafter a letter addressed 
to Mrs. Jada Sotter was received at 
Tack Sotter’s former home: . Postmarked 
Dallas, is was a solicitation to buy life 
insurance. The letter was signed bya U. S. 
Air Force colonel, retired, whose letter- 
head carried the title “executive military 


adviser.” The letter reminded “Mrs. Jada 
Sotter” that the government has dis- 
continued making available the $10,000 
life insurance formerly available to mili- 
tary personnel. “This situation,” the 
letter read, “has been responsible for the 
formation of a private enterprise that has 
no connection with the Government but 
is set up solely to make adequate insur- 
ance available to men in the service.” 
It developed that “Mrs. Jada Sotter” 
was not the mother of a service man, 
but a dog. A hurricane of investigation 
soon began blowing. The editor of the 
Pottstown Mercury wonders how names 
of new service men and their parents 
were obtained for commercial purposes. 
Sen. Joseph S. Clark and Congressman 
John A. Lafore, Jr., started inquiry in 
offices of the Defense Department, sec- 
retaries of the Army and Air Force and 
the Post Office Department. The Dallas 
Times-Herald opened fire, cooperating 
with the Pottstown Mercury. Incident- 
ally, J. R. Sotter, Sr., father of the boy 
in the service, sent a check and insurance 
application signed by the dog’s paw. The 
check was returned with an apology. 


* * * 


South Jersey Chapter of CPCU 
Backs Career Guidance at High 
School Level 


The South Jersey Chapter of the So- 
ciety of Chartered Property and Casual- 
ty ‘Underwriters participated in a 
“Career Fair” at the Collingswood High 
School, Collingswood, N. J., on March 
25 and 26, for the purpose of explaining 
the career opportunities in property and 
casualty insurance as a profession and a 
vocation. Among the 50 nationally recog- 
nized professional and trade organiza- 
tions participating in the fair were the 
American Bar Association, American In- 
stitute of Accountants, and the Ameri- 
can ‘Medical Association. The two day 
affair, reaching approximately 1, 
junior and senior high school students, 
consisted of classroom visitations and an 
exhibit in.the Senior High School Gym- 
nasium. 

The classroom visitations were 45 
minutes in length with 20 minutes for a 
presentation and the balance of the time 
for questions. Frances Pommer, CPCU, 
of Wohlreich and Anderson, chairman 
of this career guidance project for the 
South Jersey CPCU Chapter and Her- 
bert S. Tripple, Jr., CPCU, Northern of 
New York, made three of these presen- 
tations to Collingswood Junior and 
Senior High School students, describing 
the multiplicity of opportunities for high 
school graduates in the insurance indus- 
try and commented on the challenges of 
the future. 

An attractive booth was set up in the 
Collingswood High School Gymnasium 
and was manned by several members of 
the chapter: Richard J. Clark, CPCU, 
vice president, Smith-Austermuhl Co.; 
Malcolm S. Miller, OPCU, assistant 
treasurer, the Camden Fire; Walter E. 
Turner, CPCU, assistant secretary, 
Smith-Austermuhl Co.; Philip H. Rapp, 
CPCU, president and treasurer, Charles 
W. Russ and Co. Inc., and John H. 
Kerr, CPCU, manager, casualty depart- 
ment, Hutchinson Rivinus and Co. 

The booth graphically depicted the 
importance of insurance to the economy 
and portrayed vocational and profession- 
al career opportunities. Various pamph- 
lets on insurance careers and collegiate 
educational facilities for insurance were 
distributed. Special emphasis was placed 
on the professional concept of insurance. 
On summing up the entire project Miss 
Pommer said, “Tremendous interest was 
expressed by the students and their 
parents viewing the Chapter’s career ex- 
hibit with many inquiries being received 
concerning specific insurance vocation 
attributes.” 

John H. Kerr, CPCU president of the 
South Jersey Chapter of the Society of 
Chartered Property and Casualty Un- 
derwriters, revealed the chapter’s de- 
cision to make career guidance at the 
high school level a continuing project. 


“Skip” Anderson’s New Post 

T. C. “Skip” Anderson, Ir., has joined 
the firm of Welborn & Welborn, insur- 
ance, of Fort Worth, Texas headed by 
Robert T. Welborn. Mr. Anderson will 
assume the newly created post of gen- 
eral manager directly under the super- 
vision of Mr, Welborn. The agency 
specializes in property and casualty ac- 
counts, both personal and commercial. 

Mr. Anderson has been in the Texas 
field for Yorkshire-Seaboard Companies 
prior to which he was casualty manager 
of the Southwestern department. He at- 
tended elementary and high schools in 
Chicago and Knox College at Galesburg, 
Ill. His military service was with the 
Air Force. He entered insurance with 
the Fireman’s Fund in Chicago, but 
moved to Texas in 1952. 

In addition to his experience in both 
underwriting and production for Ameri- 
can companies Mr. Anderson has con- 
siderable knowledge of the surplus-excess 
market having served in both under- 
writing and production posts related to 
the foreign market. 

Messrs. Welborn and Anderson, in 
addition to their normal accounts, will 
serve the agents of the Southwest for 
surplus and excess placements through 
a specialized department for that pur- 
pose. 

Offices of the firm will continue in the 


Welborn Building at 1115 West Lan- 
caster, Fort Worth. 


* * * 


Carelessness Boosts Cargo Thefts 


The six-fold increase in the past 15 
years in thefts of goods from trucks and 
cars has been the product of business 
carelessness as much as a reflection of 
the unprecedented rise in crime, accord- 
ing to a New York expert in the field 
of crime, who spoke here this noon. 

Addressing the Casualty and Surety 
Association of Connecticut at Hartford, 
Jack Seide of New York, president of 
the truck burglar alarm manufacturing 
concern, Babaco Alarm Systems, em- 
phasized that no crime against property 
occurs without some contribution from 
upstanding business men who would be 
horrified to be associated with a crime. 
_ “At least five persons are directly or 
indirectly involved in every cargo theft,” 
Mr. Seide said. “One of these is the 
crook, the thief. There is also, of course, 
the businessman who buys the stolen 
goods for resale. But the other three 
are contributors to this crime through 
carelessness or negligence. They are 
the shipper, the trucker and the under- 
writer, all of whom have contributed to 
those goods being within reach of the 
crook without adequate protection.” 

On this basis, Mr. Seide said, there are 
hundreds of thousands of persons over 
the country who are directly or indi- 
rectly involved in this annual toll of 
cargo thefts, with many times that num- 
ber just as involved in permitting goods 
to move inadequately protected, even 
though they were not unlucky enough to 
be “caught.” 

The constant imminence of such thefts 
was emphasized by the New York truck 
burglar alarm manufacturer who warned 
that “probably at least one of the 
trucks or cars you passed this morning 
will be the subject of a cargo theft some 
time this year, and that statement could 
probably be made with safety in every 
city, town or hamlet in the country to- 
day.” 

Thefts of goods from trucks and cars 
will this year reach an all-time peak, 
he said, possibly a third of a billion dol- 
lars worth, with practically all types of 
goods affected and practically every com- 
munity from coast to coast. 

“This year’s continued upswing in 
cargo thefts is being felt especially hard 
in connection with local pick-up and de- 
livery trucks, and salesmen’s cars,” he 
said. “These local carriers and vehicles 
are the newest prime target of the 
thieves from coast to coast and their 
losses are affecting insurance loss ratios 
through all types of policies written on 
goods in transit.” 
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Sun Insurance Office of London 


Celebrates Its 


The Sun Insurance Office, Ltd., one of 
oldest 
world, 
Thursday, April 7, at the end of a quar- 


two insurance companies in the 


marked its 250th anniversary 


ter-millenium of successful operations. 


On that date in 1710, a deed of co-part- 
nership executed in London, for- 
mally launching the Sun’s long, vigorous 
lire. Now active throughout the world, 
the firm is represented in the United 
Siates by 2,700 local and general agents 

G. Leycester Parker is manager of the 
L. S. branch, with headquarters at 55 
Fifth Avenue, New York. Another large 
office is at 309 West Jackson Boulevard, 
\ hicago 

The Sun began 


Was 


operations in the U.S 


in 1882 when it took over the business 
the Watertown Fire Insurance Co 
Watertown, N. Y. Five years later 
the American main oflice was moved to 


New \ ork 


First New York Risk in 1718 


The company’s first recorded dealings 
involving North America, however, oc- 
curred only eight years after the Sun 
was founded. In 1718 a risk in England 
was insured in favor of Elizabeth Smith 


4 New York 


The Sun was the brainchild of Charles 


An Early Fire Mark 


lovey, who in 1709 conceived the then- 
revolutionary idea of insuring property 
without regard to its location. Until 
then, London insurers, for instance, had 
assumed risks only in the London area. 
Twenty-four venturesome businessmen 
staked 20 pounds each on Povey’s idea 
in 1710. Prudent but enterprising man- 
agement made these shares worth 500 
pounds apiece in five years’ time. Today 
they would bring a fortune : 

The new company set out immediately 
to establish agencies, but first efforts 
apparently came to nothing. The Sun’s 
early business was transacted directly 
between the insurer and insured. The 
first real agency was organized in 1715. 

3y 1727 there was a Sun agency in 
Inverness, Scotland, 568 miles from Lon- 
don. This was far more distant in travel 
time than any Sun agency in the world 
now is. A coach in winter at that epoch 
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G. LEYCESTER PARKER 
United States Manager 


took some three weeks to make the 
London-Inverness trip. 

The Sun Fire Office—the firm’s origi- 
nal name—distinguished itself from the 
first with its now-famous Sun emblem. 
This is a round human face with a seri- 
ous expression surrounded by a halo of 
alternating rays, eight straight and eight 
wavy. The Sun trademark has since 
earliest days been printed on the com- 
pany’s documents. Made in the form of 
a badge and painted a brilliant gold, it 
was attached to houses insured by the 
Sun during the firm’s beginning years 
Without such a “fire mark,” the building 
was not insured. 

This was designed to prevent fraud, 
for property owners had in some cases 
obtained insurance policies by devious 
means after their houses had burned. 

The distinctive Sun badge also was 
worn by the company’s firemen and sal- 
vage corps. These men were a strong 
selling point for the infant company, 
which advertised them in “proposed 
forms” issued in 1710 as: “. Thirty 
lusty able-body’d firemen who = are 
cloath’d in blue liveries and having sil- 
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R. L. WETHERLY AT TOP POST 


Becomes General United States Attorney 
Of Northern Assurance; Was 
Deputy U. S. Manager 

Reginald L. Wetherly, who thas been 
deputy United States manager of the 
Northern Assurance Co., on April 1 was 
appointed general United States attor- 
ney. Born and educated in England, 
Mr. Wetherly began his insurance career 
in 1926 in the overseas department of 
the ‘(Northern at its head office in London 
serving in various capacities. He became 
overseas manager in 1954. 

Mr. Wetherly first visited this country 
in 1945 and settled here in 1957, being 
appointed assistant United States man- 
ager in December of that year. On Jan- 
uary 1, 1959, he became deputy U. S. 
manager. 





ver badges with the Sun mark upon 
their arms, and twenty able porters like- 
wise, who are always ready to assist in 
quenching fires and removing goods, hav- 
ing given bonds for their fidelity.” 

The rough-and-ready firemen worked 
for the Sun part time. They worked 
regularly as Thames River boatmen but 
because of their jobs with the Sun they 
were granted a special exemption from 
being forced into the British Navy by 
the notorious press gang. 

\t first policies were limited to 500 
pounds per risk, but by 1721 this re- 
striction was dropped and the amount of 
insurance was specified for each risk. 

Funds to meet losses and expenses 
were collected from the 24 proprietary 
partners, who paid or profited “share 
and share alike,” and put in a special 
piece of furniture called “the Chest.” 
This formidable box, boasting two pad- 
locks and a spring lock on the lid, was 
apparently regarded as combining the 
virtues of a banker and a strong room. 

The original chest, which Povey 
brought with him to the Sun from pre- 
vious ventures, and a second chest or- 
dered in 1713 and capable of being at- 
tached to a beam by two iron eyes are 
preserved in the Sun’s main office board 
room in London. 

Hamburg Fire 1842, Cost $600,000 

3y 1836 the Sun was ready to expand 
outside the British Isles. The first ven- 
ture into foreign business was not im- 
mediately successful, for a major fire in 
Hamburg in 1842 cost the firm $600,000 
and discouraged more activities abroad 
for a time. 

Discouragement was not permanent, 
however, and the Sun was well estab- 
lished outside Britain by the time the 
move was made into the U. S. 40 years 
later. 

Like the Hamburg disaster, the San 
Francisco earthquake and fire of 1906 
was a setback to the Sun’s expansion. 
sut the company drew directly on the 
funds of the Sun in London, avoiding de- 
pletion of resources held in the U. S. 
for protection of policyholders, and was 
strong enough to declare an extra divi- 
dend that year. The loss from the San 
Francisco fire—$1,750,000—was paid in 


full as soon as claims could be settled. 
(Continued on Page 27) 
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Colleges Lack Funds 

To Cut Fire Hazards 
A CORNELL OFFICIAL SPEAKS 
Admits Older Buildings Aid Spread of 


Fire But Structural Changes Must 
Come Slowly 





Many colleges lack funds required to 
make structural changes that would fire- 


proof their old buildings, the annual 
convention of the Greater New York 
Safety ‘Council was told last week 


Francis J. Quinlan, assistant supervisor 
of Cornell University’s safety division, 
addressed a convention session in the 
Statler Hilton Hotel. He said: 

“Many of our academic bui dings, some 
70 to 80 years old, were constructed with 
little or no thought of fire protection 
Consequently, means of egress have open 
stairwells, wooden floors, wooden joists 
and wooden roofs, all of which aid 
rather than hinder the spread of fire, 
The fire of Ovr Lady of the Angels 
School in Chicago, on December 1, 1958, 
with its loss of 93 lives, is a tragic ex- 
ample of what can happen in a school 
so constructed. 

“As an aftermath of this fire, the Chi- 
cago Coronor’s Jury has completed an 
investigation and has prepared a larger 
number of recommendations pertaining 
to fire-safety in schools.” 

Mr. Quinlan reviewed the safety rec- 
ommendations of the corner’s jury, and 
added: 


Tells How Hazards Are Reduced 


“We must concur in their thinking but 
most of us will find it financially pro- 
hibitive to do so at once. For the pres- 
ent and until such funds are available, 
we can make our inspection program 
better by using up-to-date forms, raise 
our housekeeping standards, devise safer 
means of handling and storing of flam- 
mable liquids, and recommend that only 
responsible electricians be allowed to 
work on school wiring. 

“We should also request the aid of 
trained fire prevention personnel for 
competent advice on our problem. When 
possible these people should be invited 
to attend our meetings and give talks 
and demonstrations to our students and 


staff.’ 
Student Housing Fire Hazards 


The most serious fire hazards in the 
college and university environment are 
to be found in off-campus student hous- 
ing, according to Mr. Quinlan. “Off- 
campus student housing is by far our 
weakest link in our fire prevention 
and protection field,” he declared. “Land- 
lords renting rooms to students are for 
the most part supplementing their income 
so that they are naturally interested in 
the most dollars for the smallest amount 
of expense. 

“Consequently, some of the properties 
are fire traps with little or no fire pro- 
tections. At almost every college or uni- 
versity in the state, thousands of new 
students will have to live off campus. 
Every effort must be made to have sate 
housing for them. Close cooperation with 
the local fire department, building of- 
ficers and other persons will help to im- 
prove the present conditions. 

“This situation has led Cornell Uni- 
versity to maintain contact with all off- 
campus housing through establishment 
of the administration of housing policy 
by the Off-Campus Office of our Resi- 
dential Halls Department. The respon- 
sibility for that part of the program 
concerned with fire and safety has been 
delegated to the Safety Division. We 
inspect not only rooming houses but 
apartment houses as well. Our most re- 
cent program covered over 1,000 build- 
ings. 

“A look into the future is still not 4 
happy one. Our fire and safety programs 
promise to be a‘never ending problem 
and this is no time to sit back and rest 
on our laurels.” 
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George Vail Dies; V. P. 
Of Corroon & Reynolds 


LONG PROMINENT LOSS MAN 





Retired in 1957 at Age of 89, Then Con- 
tinued as Director of Companies 
In the Group 





DD. Vail, director and retired 
vice president and general adjuster of 
& Reynolds 
March 29, at age of 91. 
60 active years in the business and the 
loss field in particular. 
respected and admired throughout the 
insurance business for his fine character 

and knowledge of the business. 


George 


died 
He spent over 


the Corroon Group 


He was widely 


He was born in New York City on 
September 20, 1868, and after some years 
with the Post Office Department in the 
General Post Office, New York, he 
joined the Sun Insurance Office in 1893, 
progressing from mapper, examiner, and 
cashier to assistant and then general 
adjuster. 

Mr. Vail was established as one of the 
deans in the loss field when he joined 
Central Fire Office, general agents of the 
now Corroon & Reynolds Group, in 1920. 
For 37 years he served the group with 
industry and integrity that made him 
known to many people throughout the 
country. Even upon his retirement in 
1957 he did not break off or lose touch 
in any way with the insurance business 
but continued as a director of the Cor- 
roon & Reynolds Group companies, 
American Equitable of New York and 
Merchants and Manufacturers, 

Mr. Vail’s son, George D. Vail, Jr., is 
a vice president of Corroon & Reynolds 
Group, head of the loss department and 
also one of the leading figures in the 
loss field. 





Mutual Management 
School June 5-10 


The National Association of Mutual 
Insurance Companies has announced 
June 5-10, at ‘Purdue University for the 
fifth annual school of mutual insurance 
company management which is held in 
cooperation with the Agricultural Eco- 
nomics Department of Purdue Univer- 
sity, West Lafayette, Indiana. 

This is a one-week school offering 
first, second and third year courses of 
instruction primarily for management 
personne] of township or county mutual 
insurance companies. In addition, the 
graduate seminar will be held for the 
second consecutive year, and the theme 
will be “Adapting the Farm Mutual to 
the ‘Changing Agricultural Economy.” 
Last year 105 mutual insurance people 
representing 90 companies from 16 states 
attended class sessions. Several univer- 
sities will be represented on the teaching 
staff 


New Home of Texas Board 
Will Cost $1,750,000 


Tentative plans for the new and per- 
manent home of the Texas Board of In- 
surance, to be built at 11th and Brazos 
Streets, Austin, at an estimated cost of 
$1,750,000, have been approved by the 
State Building Commission. Bids will 
he called for in late June, with construc- 
ton to begin in July and completion 
expected in late 1961, according to the 
plans, 

The three-story structure of contem- 
Porary design will have 73.400 square 
leet of floor space, more than double the 
Space of the board’s present leased quar- 
‘ers on nine floors of the International 
Life building. The $1,750,000 cost of the 
wilding has been appropriated from 

rd income and has been transferred 

'0 the Building Commission, with none 
of the money to come from the general 
Tévenue fund. 


Merchants Fire of New York Marks 
Fifty Years of Successful Growth 


The Merchants Fire Assurance Corpo- 
ration of New York is marking its 50th 
year in 1960. The company was formed 
to accept high quality risks, which pol- 
icy it still maintains. Chairman Walter 
I’. Brady states also that the Merchants 
“has consistently maintained a sound in- 
vestment policy and limited dividends to 
conservative proportion of investment 
income.” ? 

When the Merchants was organized 
in February, 1910, by Edward L. Ballard, 
former vice president of the Continental 
Insurance Co., with $200,000 capital and 
$300,000 surplus the Ballard and Rocke- 


feller families were prominent stock- 
holders. The original stock was pur- 
chased by 16 persons who_ included: 


Edward L. Ballard, Elizabeth B. Ballard, 
Charles W. Ballard, Anna G. Biglow, 
Franz H. Hirschland, William A. Jami- 
son, John G. Luke, Edgar L. Marston, 
Millett, Roe & Hagen, Samuel T. Mor- 
gan, Nicholas F. Palmer, John D. Rocke- 
feller, John ‘D. Rockefeller, Jr., Hubert 
E. Rogers. Clarence ‘W. Seamans and 
Frederick D. Underwood. : 
The Merchants Fire ended 1959 with 
assets of $86,258,388, policyholders’ sur- 
plus of $55,452,004 and unearned pre- 
miums of $17,000,648. ; 
brochure on “Fifty Years of 
Growth,” issued by the company, proud- 
ly relates expansion over the years and 
cites the philosophy followed in under- 
writing, investments and dividend pay- 
ments. It states that “as the company’s 
business grew, its capital was changed 
from time to time. The first change was 
made in 1916 when the capital was in- 
creased from $200,000 to $400,000. Of 
this increase, $100,000 was preferred 
stock, one of the earliest issues of such 
stock by any fire insurance company. 
Further additions to capital through 
common or preferred stock dividends or 
cash were made in later years, the 
amount of cash paid in to capital and 
surplus totaling $1,270,500. In 1946 the 
preferred stock of $1,000,000 par was re- 
tired for $1,200,000, leaving as of Decem- 
ber 31, 1959, net capital and surplus paid 
in by stockholders of $70,500. 


Over 1,100 Stockholders Today 


“After a $3,000,000 stock dividend in 
1959 the present capital is $6,000,000, be- 
ing 1,200,000 shares of common stock of 
$5.00 par. There are now more than 
1,100 stockholders. However, the origi- 
nal stockholders, members of their fam- 
ilies and associates, still own more than 
5C% of the outstanding shares. 

“An original investment in 100 shares 
of the company’s stock would give the 
stockholder today, had he availed him- 
self of all rights, a total of 57,024 shares. 
The cost of these shares would have 
been $47,850 but he would have received 
$58,200 on the redemption of his pre- 
ferred stock. The market value of his 
stock at the present time is approxi 
mately $1,825,000. In the fifty vears he 
would have received cash dividends 
totaling $1,102,000 or an overall worth 
and return of $2,927,000. 

“In 1924 a wholly owned fire insurance 
subsidiary, Washington Assurance Cor- 
poration of New York. was organized. 
In 1928 another wholly owned subsidiary, 
Merchants Indemnity of New York. was 
formed to write casualty and bond busi- 
ness. At that time a New York fire in- 
surance company could not provide these 
coverages. In 1953 Washington was 
merged into Mlerchants Indemnity as 
now companies were permitted to write 
fire, marine and casualty lines. 

“The total amount paid in by Mer- 
chants Fire to the capital and surplus of 
these subsidiaries was $2,100,000. Today 
the capital and surplus of Merchants Tn- 
demnity is $21,000,000. Dividends paid 
by it to Merchants Fire in cash or 
equivalent total $3,300,000. 

“The Merchants’ first office was on 
the second floor of a brick building at 
the southwest corner of John and Wil- 


liam Streets. The lease was dated Feb- 
ruary 1, 1910, and provided in part for 
‘rent $50 a month, electric light not to 
exceed $5 a month, janitor service, free, 
and exclusive use of the toilet on the 
third floor unless that floor be rented.’ 
In the eight years following May 1, 1910, 
our principal office was in turn at 37 
Liberty Street, 2 Liberty in 1913 and 1 
Liberty in 1915. On May 1, 1918 we 
moved once more, this time to the 
twelfth floor of 45 John Street. By 1950 
we occupied in whole or part, seven 
floors and needed more space for ex- 
pansion. 

“On December 1, 1950, we moved to 
our present quarters on the second floor 
at the southwest corner of Broadway 
and Barclay Street. Oddly enough, the 
same real estate broker who arranged 
our lease forty years before also ar- 
ranged this lease. The broker was the 
same, the corner and the floor too, but 
not the rent—$50 a month now became 
$50,000 a year. 


Production Development 

“The Merchants’ first agent, Newman 
& (McBain, on Maiden Lane, New York, 
was appointed in February, 1910. Forty- 
five years later the company bought the 
successor agency whose business is now 
continued through our local department 
just a stone’s throw away. 

“Early in the 1920’s appointment of 
local agents in the larger cities was 
emphasized. Miost of these connections 
were made by officers. This brought us 
competent agents but necessarily limited 
their number. 

“In the troubled 1930's, much of our 
production from brokers and through re- 
insurance was replaced by agency busi- 
ness. 

“At war’s end in 1945 when travel 
facilities became available, we started a 
program of developing full time field 
representatives to expand our business. 
Agents reporting to the home office now 
number more than 2,000. As of Decem- 
ber 31, 1959, we were licensed in 41 
states from coast to coast, the District 
ot Columbia and in Canada, Holland and 
England. 

Successful Underwriting 

“Making a profit from underwriting 
has been and is our primary purpose. 
No other end takes precedence. It is an 
casy thing to take in premiums but the 
real problem is to secure business of the 
kind that promises a profit. 

“The successful underwriter must 
properly evaluate the adequacy of the 
rate for the risk involved, sense the as- 
sured who is careless or immoral, the 
one who does not have enough respect 
for property to keep his in safe condi- 
tion, or the one who lacks regard for 
the rights of others which should com- 
pel him to drive safely. He must know 
how to identify the good risk in the bad 
ciass and the bad risk in the good class. 
Agents are most helpful when they fur- 
nish one of underwriting’s essential ele- 
ments—local, sensitive knowledge of the 
risk, its people and its hazards. 

“Satisfactory underwriting results in 
recent years thave been difficult to attain. 
Inflation makes dear the cost of paying 
today’s loss with the depreciated dollars 
of previous years. Underinsurance is 
widespread; highways and courts over- 
crowded. In addition, the volume of 
automobile business assigned to us by law, 
which because of its poor quality no com- 
pany would take voluntarily, is growing 
rapidly. In one state, important from a 
premium standpoint, the business as- 
signed to us has a loss ratio almost 
double the loss ratio of our agency busi- 
ness. Careful screening by us at the front 
door avails little when the back door is 
unlocked by statute and poor business 
ushered in there. 

Investment Income 

“An insurance company has two main 
sources of income. One is underwriting 
profit; the other the return on its in- 


vested assets being dividends and inter- 
est as well as realized and unrealized 
capital gains. 

“Realized underwriting profit is the 
difference between premiums earned and 
losses and expenses incurred. There is a 
further credit to underwriting, the pre- 
paid expense on the unearned premium 
reserve. This is called equity. 

“Less than 75% of investment income 
has been paid out in cash dividends leav- 
ing the remainder, together with under- 
writing profit and capital gains, to 
strengthen capital and surplus for the 
further protection of policyholders. 

“Investment and underwriting prin- 
ciples have a great deal in common. In 
each the purpose is to secure the best 
return for the risk involved, to diversify 
and spread the risk, to gauge carefully 
the ability and integrity of the manage- 
ment and not to have too much or too 
little at risk in any venture. Our invest- 
ment portfolio is diversified not only by 
type of security but also by industry and 
territory, maturity and rate of return, 
taxability and non-taxability and degree 
of liquidity. 

“Because it has been our policy to 
write a conservative volume of business 
and since it has been profitable, we have 
been able to follow a more liberal invest- 
ment program than many other insur- 
auce companies. Therefore, we have 
maintained substantial investments in 
common stocks, which type of security 
we believe will give the best overall re- 
turn. However, a company pursuing such 
a policy must be prepared for some vio- 
lent fluctuations in its portfolio values. 

“The relatively static quality of an in- 
surance company’s portfolio may give the 
impression that the successful investment 
of its funds is a simple matter. Nothing 
could be further from the fact since the 
field of investment is an ever-changing 
cne. An investment policy which will 
best safeguard any fund must be one 
alive to the merits of all classes of in- 
vestment and alert to shifts in the eco- 
nomic trends. 


Investment Principles 

“These are our investment principles: 

“Assets covering liabilities should be 
in high-grade bonds, cash and premiums 
receivable, the primary objective being 
security of principal. 

“Assets covering capital and surplus, 
being stockholders’ funds, should be in 
bonds, preferred and common. stocks, 
the main objectives being income and 
appreciation. The choice will depend 
upon the general level of the security 


market and the relationship between 
policyholders surplus and premiums 
earned. 


“The investor in an insurance company 
has two resources working for him. One 
is premiums written, the other the com- 
pany’s gross assets. The first should 
produce an underwriting profit, the sec- 
ond investment income and capital gains. 
Both of these resources have shown a 
consistent growth during our fifty years. 

“Premiums writings have been kept 
to a conservative percent of the policy- 
holders surplus. This is important as a 
company’s catastrophe exposure is meas- 
ured by the amount of its premiums. 
Policyholders surplus also has been a 
high proportion of assets. Adherence to 
this plan has strengthened the company 
materially. 

Continuous Dividends Since 1912 

“The company paid its first cash divi- 
dend on common stock in 1912, two 
years after its founding, and has con- 
tinued to do so without interruption. It 
has been our policy to increase the divi- 
dend as often as conditions warrant but 
not unless it seemed reasonably certain 
the increase could be maintained. Except 
1931 and 1932 payments in any year never 
have been less in the previous year. 
Starting in 1945, the dividend thas been 
increased in each of the last 14 years. 

“Dividends in the form of stock can 
properly be paid from the accumulation 
of underwriting profit, the balance of 
investment income not used for cash 
dividends and capital gains. Through the 
years there have been distributed to com- 
mon stockholders stock dividends of 
$7,890,000 common and $650,000 preferred 
o1 a total of $8,540,000. The latest stock 
dividend was $3,000,000 common in 1959.” 
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N. Y. Court Backs Independent Filing 
Of INA Commercial Property Form 


The Appellate Division of the New 
York Supreme Court last week unani- 
mously aitirmed a decision of the Super- 
intendent of Insurance upholding the 
right of the Insurance Company otf 
North America to file the multiple line 
package known as the Commercial Prop- 
erty coverage independently of the New 
York Fire insurance Rating Organiza- 
tion and at the same time to subscribe 
to NYFIRO for ordinary fire insurance 
on the same properties. The North 
America, through its associate counsel, 
W. Perry Epes, holds that the court's 
decision is consistent with the position 
taken by the multiple line subcommittee 
of the National Association of Insurance 
Commissioners in favor of such inde- 
pendent filings. 

Associate Justice Walter RK. Reynolds, 

who wrote the opinion, reviewed the 
bistoty of this sy IR and cited rea- 
sons tor affirming the determination oi 
then Superintendent Julius S. Wikler in 
part as follows: 

Opinion of Appellate Division 

“This policy is designed for retailers, 
wholesalers and jobbers of merchandise 
to cover personal property usual to the 
conduct of their business and is an all- 
risk policy covering the perils of fire, 
extended coverage, burglary and theit, 
water damage, transit and other miscel- 
laneous perils. This type of policy is the 
result oi legislation in 1949 which per- 
mitted fire and marine companies to 
write. casualty = surety insurance and 
vice versa, and the purpose of this legis- 
lation was to allow this type of ‘package 
policy’ to give the policy holders besodies 
coverage at a considerable savings. 
NYFIRO also filed rates for such a pol- 
icy. 

“These filings were accepted by the 
Department of Insurance to become ef- 
fective on July 1, 1957, but after an ob- 
jection was received from NYFIRO the 
effective date of all the filings was sus- 
pended. The Superintendent then held 
that the independent filings of the re- 
spondent companies would have to be 
withdrawn since they were not for a new 
kind of insurance or for a class of risk 
or part or combination thereof. 


Held Separate Types of Insurance 


“The respondent companies requested 
a hearing and as a result the original 
decision was rescinded and it was held 
by the Superintendent that: 

“The Commercial Property Coverage 
policies are distinctly separate types of 
insurance contracts covering combina- 
tions of kinds of insurance and subdi- 
visions or parts thereof for various 
classes of risks and that the petitioners 
may elect to exclude or withdraw such 
types of policies from their authoriza- 
tions as subscribers to NYFIRO and to 
make such filings independently. I also 
conclude that under the provisions of 
Section 181(4) such petitioners may con- 
tinue to subscribe to the rating services 
of NYFIRO for the regular standard 
iorms of fire insurance and extended 
coverage insurance in respect to mercan- 
tile occupancy classes. 

“Petitioners contend that this policy 
does not provide a new kind of insur- 
ance but rather that it is a combination 
of kinds of insurance and _ therefore 


based on its interpretation of Section 
181(4), which makes the word ‘combina- 
tion’ referable only to class of risk, i 


maintains that an insurer may not file 
independent rates for this policy and at 
the same time subscribe to NYFIRO for 
its fire and extended coverage rates. 
“The Superintendent claims that the 


word ‘combination’ refers not only to 
‘classes of risks’ but also to ‘kinds’ and 
bere ap ag The basic contention 


raised by NYFIRO is that respondents 
filings are not independent because they 


have not terminated their subscriber- 
ship to the kinds of insurance and 
classes of risk embraced in the C P 
policy, 


“Article 8 of the Insurance Law of 
this state (§§180-188, inclusive), relating 
to fire and casualty rate regulation, was 
amended to satisfy the requirements of 
the McCarran-Ferguson Act. The pur- 
pose of the changes are set out in the 
1948 report of the Joint Legislative Com- 
mittee on Insurance Rates and Regula- 
tions. 

N. Y. Legislative Intent 


“The aim of the numerous, carefully 
considered amendments to Article 8 in 
New York—which were patterned gen- 
erally after the model fire and casualty 
rate regulatory bill proposed by the Na- 
tional Association of Insurance Com- 
missioners and the All-Industry Commit- 
tee—is summarized in the statement of 
legislative purpose in Section 180, to wit: 

“*The purpose of this article is. to 
promote the public welfare by regulating 
insurance rates to the end that they 
shall not be excessive, inadequate, un- 
fairly discriminatory or otherwise un- 
reasonable and to authorize and regulate 
cooperative action among insurers in 





rate making and in other matters within 
the scope of this article. Nothing in this 
article is intended (1) to prohibit or dis- 
courage reasonable competition, or (2) 
to prohibit or encourage except to the 
extent necessary to accomplish the afore- 
mentioned purposes, uniformity in insur- 
ance rates, rating systems, rating plans 
or practices. This article shall be liber- 
ally interpreted to carry into effect the 
provisions of this section.’ 

“In recommending enactment of this 
statement of legislative purpose, the 
Joint Legislative Committee on Insur- 
ance Rates and Regulations stated: 

““As stated in the report of May 23, 
1948 of the Subcommittee of the Commit- 
tee on Rates and Rating Organizations 
of the National Association of Insurance 
Commissioners the purpose becomes 
clear when read in the light of the con- 
gressional senate preceding the enact- 
ment of U.S. Public Law 15, the reports 
of the various congressional committees 
in connection with that bill, particularly 
Report No. 148 of the House of ‘Repre- 
sentatives dated February 13, 1945, and 
the law itself. These sources of ma- 
terial indicate quite plainly that Congress 
was willing to permit cooperative action, 
including price-fixing, in the insurance 
business on a state level providing such 
activity was regulated and at the same 
time was interested in seeing to it that 
reasonable competition was preserved 
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FIRE AND 


GENERAL 


INSURANCE COMPANY 


John A. Heinze, Chairman of the Board 
Paul R. de Magnin, President 


Gardner M. Loughery, Vice President 
Leo C. Shanosky, Asst. Vice President 


James T. Dunne, Asst. Secretary 
Gilbert Kingan, Jr., Asst. Sec’y. 


STATEMENT AS OF DECEMBER 31, 1959 
ASSETS 


*U.S. Government Bonds. . . . 
*Other Bonds 

Common Stocks. . .. . 

Cash in Banks and office . . 
Balances under 90 days 


Interest due and accrued and other ai oy Et etree os 


$ 3,715,772.22 

2,853,955.01 

re are 3,016,417.00 
oT 681,206.68 
670,227.90 
___ 398,721.51 
$11,336,300.32 


LIABILITIES 


Reserve for Outstanding Losses . 
Reserve for Unearned Premiums 
Reserve for All Other Liabilities . 
Capital Paid Up. . . a 
Surplus Over All Lisbilisies 

Surplus to Policyholders 


$1,000,000.00 


‘or $ 1,478,941.86 
5 aber tay seah 6 3,090,383.43 
ee 3,325,050.46 


2,441,924.57 
3,441,924.57 


$11,336,300.32 


. . . . 


*Bonds as above valued on amortized or investment basis. Securities and cash carried at $1,915,369.40 
in the above statement are deposited for purposes required by law. 
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lt was felt that the insertion of a pur- 
pose clause together with a provision 
calling for a liberal interpretation of the 
bill would serve as a guide for state ad- 
ministrators in interpreting and enforc- 
ing the new law.’ 

Rights of Insurance Superintendent 


“Thus is was the intent that the Super- 
intendent of Insurance wouid independ- 
ently exercise his judgment, within the 
mandate of the statute, in passing upon 
a rate filing submitted to him to the end 
that reasonable competition was pre- 
served. 

“The filings here involved provide {or 
rates composed of three principal rate 
components which are the fire rate, 
extended coverage rate and a loading 
for the ‘all other perils’ hazards included 
in the coverage. ‘Lhe components for tire 
and extended coverage are based on thie 
fre and extended coverage rates ot 
NYFILRO and for which the responden 
companies still subscribe, 


Conclusion of Court 


“lt seems ciear that Commercial Prop- 
erty Coverage is a combination of kinds, 
subdivisions and classes of risks of in- 
surance and is a type of insurance con- 
tract which the statute fixes as a unit oi 
subscribership for which an insurer may 
subscribe to a rating organization or 
file independently, and the Superin- 
tendent could determine in connection 
with this policy that an insurer who does 
file independently may still subscribe to 
a rating organization for its rates for 
fire and extended coverage which, al- 
though they are a part of the broad 
multiple peril policy, are in themselves 
units of subscribership. 

“As the testimony at the hearing in- 
dicated and the Superintendent poited 
out these rating plans provide for in- 
dividual rates which in effect means that 
no specific portion of the final premium 
is attributable to any one portion of the 
coverage. In sum, the determination of 
the Superintendent herein, has author- 
ized competitive filings wihin the express 
purpose and language of the insurance 
law, and his construction oi the statute 
involved has reasonable basis and war- 
rant on this record. The determination 
should be confirmed.” 





Mutual Companies Meet 


Kight meetings have been scheduled 
by the conference sections of the Na- 
tional Association of Mutual Insurance 
Companies during April and thie first part 
of May. Stress will be placed on cur- 
rent problems and developments in the 
fields of accounting and statistical pro- 
cedures, claims, underwriting, sales and 
management. There will be workshop 
sessions with panel moderated <iscus- 
sions and “buzz” sessions. 

The fire and allied lines meetings are 
scheduled as follows: April 7-8, Statler 
Hilton Hotel, New York City; April ll- 
12, Edgewater Beach Hotel, Chicago; 
April 25-26, Cornhusker Hotel, Lincoln, 
Nebr.; and May 1-3, the Western Re- 
gional Group will meet at the Shore 
Lodge, McCall, Idaho. 

The Farm Conference J 
scheduled their meetings for April 25- 
26, Cornhusker Hotel, Lincoln, Nebr.; 
April 28-29, Dell View Hotel, Lake Del- 
ton, Wis.; May 9-10, Cornell University, 


Sections have 


Ithaca, N. Y., and May 12-13, Williams- 
burg Lodge, Williamsburg, Va. 
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Gilbert and Richardson Honored 
By Executives of ALU Companies 


A. E. Gilbert and L. C. Richardson, Jr., 
were guests of honor at a luncheon given 
by American International Underwriters 
Corporation for a large group of execu- 
tives of the corporation and affiliated 
companies at the Drug & Chemical Club 
last week. Mr. Gilbert has retired as 
executive vice president of AIUC. He 
will continue as a member of the board 
of directors and as a consultant to the 
international insurance management or- 
ganization. Mr. Richardson, formerly 
vice president in charge of Al'U’s world- 
wide casualty underwriting, is taking an 
extended leave of absence from AIU, to 
become associated with Socony Mobil 
Oil Co. as manager of insurance. 

Leather-bound parchment scrolls were 
presented to each of the men by E. A. 
G. Manton, president of ATUC. The 
handsomely illuminated text reflected 
contributions each of them has made to 
the organization and to insurance, and 
the warm esteem in which they have 
been held by their colleagues. Mr. Man- 
ton also presented (Mr. Gilbert with a 
photograph of a large, console-type color 
television set which was to be delivered 
to his home. Mr. Richardson received 
a four-piece set of airplane luggage as 
a further token of appreciation. 


Gilbert Honored at Dinner 


Later in the day, AIU personnel who 
have shared the pleasures of the golf 
course with Mr. Gilbert, presented him 
with a sterling silver headed putter. The 
shank of the club was engraved with 
expressions of friendship. Two weeks 
ago, 20 men who have worked closely 
with Mr. Gilbert over the years enter- 
tained him at a surprise dinner party 
in the Railroad Machinery Club. Leav- 
ing the American International Building 
in the company of two of his closest 
associates, for the five-block walk to the 
club, the guest of honor was met at each 
corner and in the middle of each block 
by one or more member of the dinner 
party, the last one not appearing until 
the group reached the lobby of the club. 

An informal testimonial to Mr. Rich- 

ardson took place this week, when 30 
members of his present staff and other 
\IU personnel who have worked with 
him in the past had him as their guest 
ata luncheon. They presented him with 
a leather dispatch case in anticipation 
of the extended travel he will encounter 
in his new work. 
_Mr. Gilbert, a member of the New York 
insurance fraternity for more than 45 
years, retired on March 31 under the 
planned retirement program of American 
International Underwriters Corporation. 
He has been executive vice president of 
the corporation for 16 years. 

\ director and executive vice president 





Hanover Group Appoints 
Meyers Assistant Secretary 


The board of directors of Hanover 
Insurance Group have appointed James 

Meyers assistant secretary. Mr. 
Meyers is presently casualty claim man- 
ager, western department at Chicago. 
After completing his pre-law studies at 
e Paul University. Mr. Meyers grad- 
tated from the John Marshall Law 
School, Chicago. 

e began his insurance career while 
attending De Paul, serving as a claim 
adjuster in the Chicago branch office of 
he Bankers Indemnity and later was 
Promoted to assistant casualty claim su- 
Perintendent, American of Newark 
“toup, Rockford, Til. 
As an instructor in the CPCU pro- 
fram, Mr. Meyers has taught courses 
tt Rockford College and the Illinois In- 
‘titute of Technology. He joined the 
anover in 1956. 


of the Hanover Insurance Co. before he 
joined AIU, Mr. Gilbert has long been 
an outstanding figure in insurance circles 
throughout the United States. Although 
he has announced his intention to travel 
extensively, Mr. Gilbert will continue 
to make his home in New York City 
where he is a member of the Drug and 
Chemical Club and other organizations. 


Discarded Matches Held 
Cause of Many Fires 


Many a disastrous fire has been blamed 
on a discarded cigarette butt when the 
real culprit was probably the match, 
the annual convention of the Greater 
New York Safety Council was told last 
week. W. G. Hayne, superintendent of 
the fire prevention bureau of the New 
York Board of Fire Underwriters, sug- 
gested that pier fires might be reduced 
if mechanical cigarette lighters were is- 
sued to all stevedores and other workers 


on piers and ships. 

Mr. Hayne told a pier safety session 
at the Statler Hilton Hotel in New York 
City that the frequent attribution of pier 
fires to discarded cigarettes was “con- 
jectural” and “upset the statistics.” “It 
is very easy,” he said, “when no other 
cause can be found, to attribute it to a 
cigarette butt, although after the fire 
there cannot possibly be any physical 
evidence of the butt left. 

“On the other hand, I think all of us 
have discarded a match we thought was 
extinguished only to see it flare up again 
on the floor. It may be the match that 
actually is the cause of the fire.” 





You make the future more secure! 


The role of the America Fore Loyalty agent 
as a lifetime PARTNER in SECURITY 


to the families in his community 

is the continuing theme of our 

1960 national magazine advertising. 
In each of these messages, 

America Fore Loyalty emphasizes 


to more than 100,000,000 
people the importance of 


carefully planned professional 


protection for their homes 
and family possessions. 































America Fore Loyalty’s 
National Advertising 
Appears In: 


THE SATURDAY EVENING POST 
LIFE * NATIONAL GEOGRAPHIC 
TIME * NEWSWEEK 

READER'S DIGEST * FORTUNE 
U. S. NEWS & WORLD REPORT 
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Underwriting Profit 


(Continued from Page 1) 


with the situation were some major 
changes in the Home’s internal arrange- 
ments. Underwriting functions were 
transferred from the several regional 
departments and consolidated into a new 
underwriting department where a number 
ol specialized units were set up for a 
new underwriting department and a 
number of specialized units were inaugu- 
rated for underwriting in its diversified 
phases. Risk acceptance standards were 
adjusted to the preceding loss trends. 

There was some relief in 1957 but the 
uaiderwriting for that year was still in 
‘he red—and for $15,000,000. Corrective 
measures reflected in the results, but no 
type of underwriting could have over- 
come the automobile insurance experi- 
ence which had been bad for all com- 
panies. The industry redoubled its ef- 
forts to obtain automobile rate increases 
to check mounting loss ratios. 

The Home took an active part in con- 
certed industry efforts to make the ma- 
chinery of the rating bureaus more re- 
sponsive to changing economic condi- 
tions. At the same time it participated 
in an industry move to convince regu- 
latory officials of the need for increased 
rates to carry the overburdening losses 
now falling upon the property--casualty 
business. These two ventures met with 
some degree of success, and efforts along 
both lines are still being continued. 

The Home in 1957 also enlarged and 
quickened its review of the sources of 
the Home’s premiums as a means to 
improve the average quality of its own 
writings. 

e Declining Loss Ratio 

Along came 1958 and the previous 
years underwriting deficit of about $15 
million was brought down to a ‘figure of 
$4,750,000. Reduced frequency and se- 
verity of large fires and windstorms con- 
tributed materially to this outcome. 
Moreover, in every other major category 
of business Home’s loss ratio was bet- 
tered, even for automobile insurance 
which in 1957 had gotten pretty well out 
of hand. 

Increased rates and continuance of 
stricter underwriting practices were pay- 
ing off, and for the first time in quite a 
span the company felt it could indulge 
in limited optimism about the future, in 
regard to the loss record. 

Finally, the results for 1959 revealed 
the underwriting profit of something 
above $1 million. Home companies con- 
solidated loss ratio for all lines de- 
tlned for the third consecutive - year, 
a improvement since 1956 of —s On 
fre insurance, a loss ratio of % 3.6% be- 
low that of the previous year constituted 
the third consecutive annual reduction, 
with an improvement of 5% from the 
156 high. Freedom from hurricanes 
dong the Atlantic and Gulf coasts gave 
the Home the best performance in five 
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years for the most hazardous line of 
business to write extended coverage. It 
is the most hazardous because of the 
tatastrophic loss potential from hurri- 
tanes and tornadoes that always hangs 
wer the insurer. Improved loss ratios 
were also the rule in automobile, inland 
érine and homeowners. Only category 
ot showing improvement was ocean 
marine. 

Gain in Premiums Written 
President Black said the Home com- 
panies wrote $13 million more in pre- 
miums during 1959 than in 1958. Its net 
vestment income, excluding profit or 
ss on sale of securities was $15,695,000, 
an increase of $948,000. The combined 
oa and expense ratio for the year was 

17% compared with 102% for 1958. 

nearned premium reserves increased 
Hore than $10 million to $221,325,000. On 
te loss and claim side the company 
‘ded more than $4 million, bringing 
tal loss and claim reserves to $75,664,- 
"™. The total increase in reserves was 
"ore than $14 million which is more than 
"S total increased writings. 

ommenting on the investment picture, 
Mesident Black said the past year saw 
“me low prices and high yields in the 
‘arket place for municipal and tax 
“empt bonds. Having maintained a good 
short Position in Home’s bond portfolio 





KENNETH E. BLACK 


for some time it was in good position 
to take advantage of these high yields. 
As a result it added substantially $22 
million of its investments in that type of 
security. 

Commenting on automation, President 
Black said: 

“The year 1959 saw our plans with re- 
spect to full use of automation, laid four 
years ago, come to full bloom. In 1959 
we passed the stage where our consol- 
idated automated procedures passed the 
break-even point on this type of oper- 
ation and installation. The great prob- 
lem with this highly technical, mechan- 
ical installation is bascally and gener- 
ally that these ‘monsters’ own you. Until 
such time as you perfect your proce- 
dures whereby the economies begin to 
run in your favor, then and only then 
can it be truly said you are the master, 
and are making the contraption work 
for your benefit. We are now and have 
been for some time in this position. Our 
expense ratio reflects it as does the num- 
ber of employes — down over 650 from 
three years ago. 


Pension Plan Changes 


“All this would not have been possible 
without the loyal and intelligent cooper- 
ation and diligent effort of my asso- 


ciates in this complex undertaking. Nor 
will it be possible in the future to 
further improve and develop and 


strengthen our position without the con- 
tinued support of this fine, able group 
oi people that work for this great organ- 
ization. In recognition of their fine ef- 
fort, we have asked you to vote at this 
meeting on some basic changes in our 
pension plan without additional cost to 
the corporation or the employe. These 
basic changes involve a provision for 
$100 per month minimum pension, up- 
grading benefits under our hospital- 
ization plan in line with modern day 
costs, and establishment of a major med- 
ical plan. The method of paying for our 
pension plan will be changed from direct 
funding on a yearly basis direct to the 
insurance company to purchasing of ter- 
minal annuities at time of retirement, 
the funds to come from a trustee ar- 
rangement whereby we have freedom 
to capture capital gains as well as great- 
er investment return than we now re- 
ceive through direct accumulation and 
funding with an insurance comipany at 
guaranteed interest rate. These additional 
funds will offset cost of major medical 
coverage and result in greater benefits 
to all—with no overall increase to the 
company or the employe. 

“Other major developments in the 
year past saw the increased use of 
Thico Plan, a medium for the payment 
ol insurance premiums on the install- 
ment basis. This presents a good oppor- 
tunity for the future merchandising of 
our policies in markets heretofore diffi- 
cult to reach because of our adherence 
to a cash payment philosophy,” said Mr. 
Black. “It has been said, ‘America lives 
by the month’ We have found it so in 
the insurance business.” 

















Keeping the American Public sold on the Amer- 
ican Agency System is a challenge that can and will be met. But 
it is not a one-man job. 

Many specialists are needed to reinforce the personal pact 
between you and your clients. Because today your clients have a 
greater and greater need for the services of engineers, auditors, 
and experts in each aspect of insurance. That’s why we have a 
mobile production team. 

This team is made up of the ten men shown below. Each man 
is picked for the right combination of abilities, training and ex- 
perience—right for his particular job. But that’s not all. 

Each man is a salesman. He knows that only the best service, 
tactfully delivered, can make your agency the best one for your 
customers. His purpose is three-fold: to help you see new clients 
fully covered; to help you keep all your clients satisfied; to help 
you maintain the best agency—most productive, efficient and ap- 
pealing—in your area. 

With these specialists available to you, your work becomes 
similar to a team captain’s. You size up the area for development. 
Decide the approach. Make the move. 
Call your plays. The team responds 
professionally, carrying out your’ ' 
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with your public. Our mobile produc- 
tion team can back you up, because it 
is made up of quick-acting, sound- 
thinking, sales-oriented specialists. 
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Roy S. Carlson, vice president for New Jersey operations of The American 
Insurance Company, presents a plaque, commemorating 25 years of agency repre- 
sentation, to Julius I. Kislak, founder and president of the J. I. Kislak, Inc. organiza- 
tion, Jersey City, N. J. At right is Sol S. Holland, vice president of the J. I. Kislak 
Agency, Inc. and a past president of the New Jersey Association of Insurance 


Agents. 





Sayre and Toso Story 
Told in New Brochure 


[he story of Sayre and Toso, Inc., a 
insurance operation whose 
have increased from 
$3,000,000 to over $27,000,000 in the last 
10 years, is told in a new, three-color, 
22-page brochure just prepared by the 
company through its advertising agency, 
The Wyman Company, Inc., San Fran- 
cisco 

Sayre and Toso now has offices in nine 
cities—San Francisco, Los Angeles, Port- 
land, Seattle, Denver, Houston, Kansas 
City, Chicago, and New York. The com- 
pany was founded in New York in 1929 
under the name of Newhouse & Sayre, 
Inc, In 1948 Newhouse & Sayre became 
Sayre and Toso, Inc., and in 1952 Sayre 
and Toso, Inc. purchased W. B. Brandt 
& Co., Inc. (established in 1905). 

In addition to representing a number 
§ prominent foreign and domestic com- 

nies, Sayre and Toso also manages 
two affiliates — Holland-America Insur- 
ance Co., Kansas City, and Mission In- 
Angeles. The stock of 
Sayre and Toso, Inc. and Holland- 
America Insurance Co. is owned by In- 
surance Equities Corporation, a holding 
company formed in March, 1958, to ad- 
minister the nationwide affairs of these 
companies. Sayre and Toso handles the 
management duties 


nationwide 
annual premiums 





IOWANS TO HEAR PAUL JONES 

President Paul H. Jones of the NAIA 
will headline the list of speakers for the 
annual convention of the lowa Associa- 
tion of Independent Insurance Agents 
to be held May 1-3 at Davenport. 

Other speakers include Kenneth O 
Force, executive editor, National Under- 
writer; Art Dannecker, manager of ad- 
vertising and public relations for Ohio 
Farmers; Ted W. Arey of the Spring- 
field Insurance Group, and Thomas E 
Walton, Ir. vice president of the In- 
surance Company of North America. 


Fanjul of Cuba Merges 
With Marsh & McLennan 


Hermon Dunlap Smith, 
Marsh & McLennan, Inc., 
insurance brokers, announced merger of 
the insurance Harry Fanjul, 
prominent Cuban insurance broker, with 
the firm’s Cuban subsidiary. This sub- 
sidiary will operate as Marsh & Mc- 
Lennan-Harry Fanju', Insurance Bro- 
kers S A 

The merger represents culmination of 
negotiations initiated several years ago 
with a view toward expanding and im- 
proving the firm's brokerage facilities in 
this area, according to Mr. Smith. Mr. 
Fanjul will be vice president and general 
manager of the Cuban subsidiary, re- 
placing Lawrence E. Gilbert, vice presi- 
dent, who is moving to New York and 
will be in charge of Marsh & McLennan 
International’s Latin America Division 

Mr. Fanjul’s brokerage fice was 
established in Havana in 1917 and has 
been under his direct supervision since 
1947, He isa past president and presently 
a director of the Insurance Brokers As 
sociation of Cuba. He was an officer in 
the U. S. Air Force during Wor:d War 
lI, a flight instructor at Randolph and 
Kelly Fields 


president, 


international 


olfice ot 


Elected Chairman of 


Eastern Agents Group 





ARTHUR L 


SCHWAB 


The Eastern Agents Conference held 
a one-day meeting last Friday at the 
Sheraton-Plaza in Boston, with Arthur 
L. Schwab of Staten Island, N. Y., pre- 
siding as acting chairman. It had been 
voted last September in Chicago not to 
have a three-day convention type of 
meeting this year, but one only for 
leaders of state vssociations, and such 
others who wished to attend a business 
meeting. There were just over 50 agents 
present from state associations in the 
Eastern field. 

After discussion on the future of the 
Eastern Agents Conference it was voted 
to have a convention-type of gathering 
in 1961 in conjunction with the midyear 
meeting of tthe national board of state 
directors of the National Association of 
Insurance Agents April 17-19 at the 
Sheraton Hotel in Philadelphia. In 1962 
the EAC will meet with ‘the Rhode Island 
Association in the Spring for a one-day 
meeting at the Biltmore in Providence. 
This would include, possibly, breakfast, 
morning and afternoon sessions and ban- 
quet. 

Mr. Schwab was elected chairman for 
the coming 12 months and other officers 
named were: first vice chairman, William 
A. d’Espard, District of Columbia; sec- 
ond vice chairman, Frank J. Lowrey, 
Rhode Island, and secretary-treasurer, 
William Graul, Pennsylvania. A resolu- 
tion was passed stating it may be ad- 
visable to consider electing a continuing 
secretary-treasurer after next year. 


Canadian Producers to 
Meet September 19-23 


The Canadian Federation of Insurance 
Agents and Brokers Associations will 
hold its annual meeting during the week 
of September 19 at the Mont Tremblant 
Lodge at Mont Tremblant, Quebec. Di- 
rectors and committees will meet Sep- 
tember 19 and 20, with the general meet- 
ing September 21-23, says Adam Mc- 
Bride, secretary-manager of the organi- 
zation, with headquarters in Toronto. 
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55 John Street 





LIFE INSURANCE PROBLEMS 
See or Call V.P. Bill Rogers 


DAVID C. WHITE Life Associates, Inc. 


General Agents — The Gotham Life Insurance Co. of N. Y. 
WOrth 4-7400 


New York 38, N. Y. 








NOW! COMPLETE . 
Engineering Service 


the time! 
: 4 a; 
© A WEEK'S NOTICE IS ALL WE NEED. CALL NOW! 


JOHN C. WEGHORN AGENCY. INC, 
102 Maiden Lane * Digby 4-8420°N. Y.14,N.Y. 
Member of the N.Y.C. Insurance Agents Ass‘n 











In our 55th year 


JOSEPH 
GOLUB 
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INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 


Serving Our Brokers for 
over Half a Century 

















Western Mass. Chapter 
Of CPCU Is Formed 


Formation of a Western Massachusetts 
Chapter of the Chartered Property Cas- 
ualty Underwriters has becn announced 
by the board of directors of the society 
McDonald has 
president of the new local chapter; 
Arthur H. Clarke elected vice president; 


Roderick been elected 


and Jack Shugg elected secretary-treas 
urer, 
Mr. McDonald was 


Middlebury College and is assistant sec- 


graduated from 


retary in the claim department of thie 
Springfield- Monarch Insurance Cos. He 
received his CPCU designation in 1956 
Mr. Clarke, a partner in the Redfield, 
Chase and Clarke insurance agency, re 
ceived his CPCU designation in 1954. 

Mr. Shugg was graduated from Syra 
cuse University in 1950, and received his 
CPCU designation in 1957. He is the 
assistant manager of the Springfield 
branch office of the United States Fidel- 
ity and Guaranty Co. 

In addition to the three officers, the 
following are charter members of the 
Western Massachusetts Chapter: Rus- 
sell Chase of the Redfield, Chase and 
Clarke insurance agency; Richard More- 
head, Springfield- Monarch Insurance 
Cos,; Richard Simons of Baldwin, Simons 
and Campbell agency; David J. Don- 
aghue, Travelers Insurance Co.; and 
Robert Palmer and Rockwell Keeney, Jt. 
of the Kinney, Palmer, Goodell an 
Keeney Agency. 

Sponsored by the University Exten- 
sion, CPCU courses have been conducted 
in Springfield since 1954. Approximately 
25 people are now enrolled in an eco 
nomics, government and business class 
conducted by Paul Brown at the home 
office of the Springfield-Monarch Cos 
on ‘Monday. 
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Leon A. Watson Dies; 
Former Rating Expert 

SERVED THE N. J. ORGANIZATION 

Active in Many Fields He Was Given 


Several Testimonial Dinners; Hon- 
ored Throughout the Industry 








Leon A. Watson, retired general man- 
ager of the Fire Insurance Rating Or- 
ganization of New Jersey, died April 1 
in a hospital at Point Pleasant, N. J., 
following a ‘heart attack suffered March 


30 at his home in that community. He 
was 71 years of age and had been retired 





Photo by W. L. 
LEON A. WATSON 


Hadley 


since June 30, 1955. During the many 
years he had held that post he had 
become one of the most popular and 
highly respected figures in the fire insur- 
ance field in New Jersey, and throughout 
the industry. He had been in ill health 
for about a year. 

He was active in a wide range of busi- 
ness, civic and social organizations, to 
which he gave very freely of his time, 
energy and resources. He always worked 
closely with the New Jersey Association 
of Insurance Agents, atitending practic- 
ally every annual and midyear conven- 
tion and speaking on current develop- 
ments in his field until his retirement. 

Mr. Watson’s insurance career started 
nearly 55 years ago when he went to 
work with tthe Home Insurance Co. at 
age 16. He became a fieldman within a 
couple of years. In 1910 he became 
actively engaged in rating work in New 
Jersey and in 1922 at the age of 32 was 
elected expert of the Schedule Rating 
Office of New Jersey, predecessor to the 
present organization, succeeding the late 
Atlee Brown. Mr. Watson served under 
Mr. Brown for several years before 'tak- 
ing over as expert. 

In 1935 more than 1,000 persons at- 
tended a testimonial dinner given Mr. 
Watson at the Hotel Pennsylvania (now 
the Statler-Hilton) in New York City 
under auspices of the New Jersey Asso- 
ciation of Underwriters (now the N. J. 
Association of Insurance Agents). There 
leaders in government, company ranks 
and producer groups paid high tribute to 
Leon Wattson’s many fine services to the 
public and to insurance. A few years 
ago Mr. Watson was guest of honor at 
another testimonial dinner in New York. 

‘Mr. Watson served as president of the 
Linden, N. J. Board of Education, and 
head of 'the City Council, was active in 
the Masons, in the Volunteer Fire De- 
partment, and served on leading com- 
mittees of the National Board of Fire 
Underwriters, Underwriters Laboratories, 
National Fire Protection Association. He 
Was past head of New York City Pond 
of Blue Goose and of the New Jersey 
Square Club, and affiliated with many 
Other local and state-wide activities. 


GREAT AMERICAN CHANGES 
Welch, Witmeyer and Morpeth Named 
Vice Presidents; Henderson Secre- 
tary at Home Office 

Directors of The Great American and 
American National Fire announce sev- 
eral executive changes. 

William M. Welch is advanced from 
secretary to vice president. A graduate 
of Syracuse University and Temple Uni- 
versity Law School, he joined the com- 
pany’s claims department in 1934. He 
is in charge of the loss and claims de- 
partment, countrywide. 

Donald Mi. Witmeyer, who went to the 
Great American early in 1959 as execu- 
tive agency director, was elected vice 
president. Mr. Witmeyer has been di- 
recting production, sales planning and 
underwriting and will continue in the 
same capacity. He is a graduate of Syra- 
cuse University. . . 

William R. Morpeth, Jr. is named vice 
president. A graduate of the Wharton 
School, University of Pennsylvania, Mr. 
Morpeth has joined the Great American 
organization with a broad background 
of company and agency experience in 
casualty insurance. He is assuming gen- 
eral executive and administrative duties. 
He recently left the Prudential-Skandia- 


Hudson Group of reinsurance companies. 

Harry E. Henderson, Jr. recently 
transferred from the Western Depart- 
ment, Chicago, to the home office, was 
elected secretary. He will assist Vice 
President Welch in administration of the 
less and claims department. He is a 
graduate of the University of Colorado. 





America Fore Boston 
Offices to Consolidate 


The Boston offices of the America 
Fore Loyalty Group will be consoli- 
dated Monday, April 11, when the Amer- 
ica Fore companies will move to the 


Oliver Building at 141 Milk Street, 
present location of the Loyalty com- 
panies’ office, where substantial addi- 
tional space has been acquired. The 


group will occupy the newly decorated 
and air conditioned third and fourth 
floors. The America Fore companies 
presently occupy space at 10 Post Office 
Square. 

John P. Keary is manager for the 
eroup companies at Boston. Assistant 
managers are Edmund L. Bouchie and 
John H. Free. Other personnel include 
Clifford G. Demone, automobile super- 
intendent; Thomas J. Gaffney, bond su- 
perintendent; Charles B. McPhillips, 
casualty superintendent; Bradford Lar- 








MEANS MORE 
WE DOLLARS 


Selling Inland Marine is comparatively easy when you place your busi- 
ness through the CU/NB Group. Practically everywhere you look you'll 
see an |,M. prospect. Whenever personal property is transported it can 
usually be covered under some |.M. form. 


You don’t have to be an expert to write the usual |.M. forms, and when 
you need advice on an unusual or exacting coverage just call our 
Fieldman, nearest Branch Office or Inland Marine Department at the 
Head Office. You will receive willing and constructive counsel from 
our |.M. specialists as well as the advantage of our broad underwriting 


facilities. 


Our Advertising Department can furnish you with sales folders and 
sample letters, plus a Source Chart of 75 classes of Inland Marine 
prospects that will help you translate I.M. into MORE DOLLARS. 


Write our Fieldman today and ask him to demonstrate how our added 
Capacity and complete protection service can equip you to stay ahead 
of your competition with Inland Marine coverages. 
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: COMMERCIAL UNION ASSURANCE COMPANY LTD. 


ONE PARK AVENUE, NEW YORK 16, N.Y. 


: NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 
150 WILLIAM STREET, NEW YORK 38, N.Y. 


AMERICAN CENTRAL INSURANCE COMPANY 
THE CALIFORNIA INSURANCE COMPANY 
CENTRAL SURETY AND INSURANCE CORPORATION 


COLUMBIA CASUALTY COMPANY 


COMMERCIAL UNION FIRE INSURANCE CO. OF NEW YORK 
THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY OF AMERICA 

THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTD. 
THE OCEAN MARINE INSURANCE COMPANY LTD. 

THE PALATINE INSURANCE COMPANY LTD. 

THE PENNSYLVANIA INSURANCE COMPANY 


UNION ASSURANCE SOCIETY LTD. 


ATLANTA ¢ PHILADELPHIA e DETROIT ¢ CHICAGO ¢ KANSAS CITY « SAN FRANCISCO 


B.& R. EXCESS 


CORPORATION 
EXCESS BROKERS 





Surplus Line 

Excess Limits 

Ocean Marine 

Errors and Omissions 
Reinsurance 

(Facultative & Treaties) 
26 Court St., Brooklyn, N. Y. 
TRiangle 5-6230 


Raymond E. Karlinsky — Joseph Neulinger 
William H. Malone 








Personal Attention for Your Problems 


son, state agent for ‘fire and allied lines, 
and Albert F. Fisher, supervisor, cas- 
ualty engineering. Casualty and bonding 
claims are under the supervision of 
George Belli Jr., manager, and Alex B. 
Burke, assistant manager. Harry J. 
Carmichael is staff adjuster for fire and 
allied lines. 

This physical consolidation brings to- 
gether all America Fore and Loyalty 
personnel at Boston who were placed 
under consolidated local management 
last June. 





George T. Keyes Joining 
Appleton & Cox, Inc. 


George T. Keyes has been appointed 
vice president and general counsel of 
Appleton & Cox, Inc., effective May 1, 
according to Owen E. Barker, chairman 
of the board. Mr. Keyes will also be- 
come a member of the board of directors 
of Appleton & Cox, Inc. 

Mr. Keyes is presently a member of 
the law firm of Thacher, Proffitt, Prizer, 
Crawiey & Wood of New York City, and 
has specialized in insurance and corpo- 
rate matters. He was graduated from the 
University of Virginia and received his 
law degree from the same University in 
1942, During World War II, Mr. Keyes 
served as a naval aviator. He is presently 
: member of the New York and Virgin‘a 
vars. 





FRANCIS J. CADIN DIES 
Francis J. Cadin, 57, assistant superin- 
tendent of the Royal-Globe Insurance 
Group, Eastern section, died March 26 
He made his home in Buffalo, N. Y., and 
had been associated with the insurance 
firm for 20 years. 





Sun Anniversary 


(Continued from Page 20) 


This took about four months. 

In addition to the branch of the Sun 
Insurance office in the U. S., the Sun’s 
American interests are represented by 
an American subsidiary, the Sun Insur- 
ance Company of New York. The steady 
growth which has characterized the Sun 
since its founding 250 years ago still 
continues. This may be seen from the 
following comparative statistics for Sun 
Insurance office in the U. S.: 


End of End of 
1959 1949 
PASSES oo cx ee $25,635,875 $18,685,020 
Policyholders 
SRUNINNE he ca cvucs 9,821,248 4,898,631 
Direct Premiums 
Wihsstiet 6 olson 15,153,769 10,936,379 


In addition the Sun Insurance Com- 
pany of New York shows assets of $23,- 
872,551, surplus of $9,302,198 and direct 
premiums written of $12,099,481 at De- 
cember 31, 1959. 

Since January, 1959, the Sun _ has 
operated in the U. S. in combination with 
two other old British fire insurance com- 
panies, the Atlas Assurance and Royal 
Exchange. The combined venture is un- 
der the management of G. Leycester 
Parker. 
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to classify youthful drivers. Faced with 
Mutual Agents Act the necessity of extensive psychological 


Co iti studies to properly do the job, the 
On Auto mpetition NAMIA appropriated $5,000 toward such 


a study. 
DEPLORE FLOOD OF POLICIES Selling Feat 
Practices of Lending Institutions Scored; NAMIA’s vice presidents offered “sell- 
Youthful Car Drivers Receive ing” highlights in a panel which in 
Sympathetic Attention cluded First Vice President George R 
—— MckKiever, Miami, F.ia.; Paul A. Garrick, 


Severe competition in the automobile Medina, N. Y.; C. Goodman Jones, Blue 
sr W. Va.; Charles M. Scott, Ellicott 
£ a ’ City, Md., and Claude E. Spencer, Dan- 
youthful drivers, and coercion on the ville, lil 


insurance field, the difficulty of insuring 


part of lending institutions, such as, On the subject “Plan to Increase My 
building and loan and mortgage cor- Premium Income,” Mr. McKiever said 
“With the many rate reductions, plus 
the reduced premium involved in the 
: s new Homeowners forms, our problem in 
mingo Hotel in Las Vegas, Nev. last the coming year may primarily be to 
week. It was the 15th mid-year meeting maintain our present premium level. In 
of the National Association of Mutual many instances we are finding that the 
f ae : “t new Homeowner policies develop less 
Insurance Agents, presided over by Pres- ale” ccc aes ae eggs 
< AEE yt see premium than a similar fire and extended 
ident John Keyser of Kalamazoo, Mich., coverage policy. Fortunately, increased 
and it brought approximately 500 mutual coverage can sometimes bring the pre 
agents to the first such meeting west of _mium back to a reasonable level. He 
the Mississippi. described a program in his agency by 
The Mutual Association passed a reso- which a summary of each client’s ac- 
lution favoring reasonable competition count was made annually. He felt it had 
but deploring the present situation which jmproved his service to his policyholders, 
has brought 230 different rating plans as well as producing more premium. 
into the automobile field in recent Record attendance for a _ mid-year 
months and numerous policy forms, some meeting was largely credited to th: 
unduly restricted. The resolution has Western states, which, lead by Cali- 
asked the National Association of In fornia, supported the meeting in fine 
dependent Insurers, the National Bureau — style. President Charles C. McClung of 
of Casualty Underwriters, the Mutual Los Angeles led the California delega- 
Insurance Rating Bureau, and the »0 — tion of 85 which served as hosts for the 
state Insurance Commissioners, to launch meeting. The recently formed Arizona 


respondents claimed the attention of the 
mutual agents as they met at the Fla- 


a common effort to bring about “reason- eng ition was represented by R. G 
able uniformity in automobile policies Camp of Prescott, who served on its 
The resolution also urged that policies organizational committee. 


offering less than basic coverage be 
boldly marked “Restricted coverage. 


Financial Institutions 


| wert _ Doyle Succeeds Hurry as 

n the field of loans on property the 

mutual agents lauded the recent decision Glens Falls Coast V. P. 
by Joe B. Hunt, Commissioner of Okla- 
homa. This decision, in effect, prohibits 


a mortgage company from declining in- 
7 . | . lepartme tired March 31 ler the 
surance offered on the encumbered Gepartment, retired March 31 under the 


property simply because the policy was epnsion plan of the company after 40 


James S. Hurry, vice president in 
charge of the Glens Falls Pacific Coast 


ima mutual company. years of service and was succeeded by 

A second resolution on the same sub- Vine 
ject scored such practices on the part of 
lending institutions as imposing unreal- 


President Laurance G. Doyle. 
Mr. Hurry, who entered insurance in 


istic and unreasonable financial require 1910 with Associated Underwriters, 
ments as to the insurance company joined the Glens Falls as special agent 
selected by the borrower, sharply crit- in northern California in 1920. He was 
icised the “transfer fee,” challenged the elected secretary in 1950, and vice presi- 
requirements of a receipted bill from the lent in 1954, at which time he was trans- 
insuring agent and requiring the po icy ferred to San Francisco where he as- 
to be provided long in advance of the sumed responsibility of Pacific Coast 
normal expiration of existing policies. operation June 1, 1955. 
This resolution asked the national asso Mr. Doyle entered insurance in 1930 
ciations of v: urious lending institutions after receiving his education at Baltimore 
to discourage such practices and to con Polytechnic Institute and joined the 
s oer the consequences of legislation Glens Falls in 1933 as c aims representa- 
which would prohibit combining loans ive. He was transferred to the produc- 
a insurance in the same office tion phase of the business in 1935, and 
Youthful drivers, 16 and 25, who have served the company successively as spe- 
had trouble in buying automobile insur cial agent, superintendent of agencies 
ance and have frequently been referred and, on January 1, 1942, was appointed 
to assigned risk pools, received sympa- manager of the Philadelphia office. 
thetic attention of a special NAMIA On May 27, 1957, Mr. Doyle was 
committee on this subject. Studies ex elected secretary and transferred to the 
ending over the past six months have New York City office. After his move 
indicated that possibly many such driv to California in 1959 to prepare for the 
ers could be profitably insured if com assumption of his new duties, he was 


pany underwriters were better prepared elected vice president. 
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“Service Beyond 
The Treaty’ 


Intelligent Reinsurance Analysis 
FIRE © CASUALTY ¢ TREATY ¢ FACULTATIVE 


REINSURANCE _4yency, Inc 


Charles A, Pollock 
President 


CHICAGO 4, ILL. © 141 W. JACKSON BLVD. 
WaAbash 2-7515 














Fire Prevention for Explosive Dusts 


Another in the National Fire Protec- is liberated. It applies to operations such 
tion Association’s series of fire-preven- 4S grinding, buffing, and polishing. In 
some of these operations the aluminum 
E : particles may be intermixed with other 
approved by the American Standards materials such as lint, wax, solvents, or 
\ssociation. It is titled American Stand- abrasives. It also covers the handling 
ard Code for the Processing and Finish- and storage of aluminum powder by 
ing of Aluminum, Z12.19-1959. The alum- processors. 
inum finishing code was officially adopted The manufacture of aluminum powder 
by NFPA in 1956. This year it was is covered by the newly revised American 
amended by the addition of a paragraph Standard Code for the Prevention of 
giving precautions to be followed when Dust Explosions in the Manufacture of 


tion codes for explosive dusts has been 


power-operated tools are used. Aluminum Bronze Powder, Z12.11-1959. 
The aluminum code indicates the prac- The American Standard Z12.19, is avail- 


tices necessary to reduce the possibility able from ASA at 40¢ a copy; the Amer- 
oi fires or explosions for industries where ican Standard Z12.11, at 50¢ a copy 


aluminum and aluminum alloys are sub- In addition, revisions of 14 other codes 
ject to processing or finishing operations in this NFPA series have been ap- 
in which a fine metallic dust or powder proved as American Standards. 








° ° Coast Life, secretary-treasurer, H. M. 
Northern California Galliver, manager financial operating di- 
Accountants Form Chapter vision, Industrial Indemnity Co. 

The president and governing board 
then appointed Robert Briggs, manager 
tabulating department, California Com- 
counting and Statistical Association was pensation & Fire Co., as program chair- 
held in San Francisco, attended by rep- man to be assisted by Vice Chairman 
W. C. Rusk, secretary-treasurer, Cali- 
fornia Life, for life and accident and 


The initial meeting of the Northern 
California Chapter of the Insurance Ac- 


resentatives of 17 fire and casualty com- 


panies, four life insurance companies and is sed : 
two representatives of insurance serv- health, and E. W. Chattin, Jr., comp- 


icing organizations. Officers were elected — igo —— Insurance Co., vice 
for an initial term ending June 30, 1961, ©"@lrman for nre and casualty. 


as follows: Plans were adopted to hold quarterly 
President, C. G. VanderFeen, assistant “Work Shop Seminars” and “Panel Dis- 
controller, Fireman’s Fund; vice presi- cussions,” with the first meeting sched- 


dent, W. J. Ritchie, controller West  uled for the early part of May. 
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Successful Producer Can’t Devote 
Full Time to Selling Broker Says 


Total emphasis on selling and complete 
allocation of an independent insurance 
producer’s time for this purpose is an 
impossibility, Alex Goldberger, Brooklyn 
insurance broker told the Richmond 
County Association of Insurance Agents 
last week, at Staten Island, N. Y. Work- 
ing completely on the theory that all 
an insurance producer has to do to solve 
his problem is to go out and sell, Mr. 
Goldberger said, is not going to help 
win the competition for the insurance 
buyer’s premium dollar in the = small 
lines field from the captive agent solic- 
itor of the so-called direct writing com- 
pany. 

Mr. Goldberger, declared that he has 
wrestled with this problem of finding 
more time to sell “during countless 
sleepless nights. I have bemoaned the 
fact that day in and day out IT have been 
marooned at my desk when every ma- 
terial instinct in me has been shouting 
that T ought to be out in the field selling. 
Out of this has come my realization that 
while it would be downright stupid on 
my part to argue that I am not supposed 
to be a salesman, my real and most 
powerful competitive weapon is that I 
am a service organization. 


Wide Variety of Services 


“Hour after hour I sit at my desk 
or in the home or in the place of busi- 
ness discussing technicalities of cover- 
age, details of claims, placing of lines 
and all the other many details which go 
to make up the producer’s business life. 
My job is to simplify the complexities of 
the insurance contract so that the buyer 
can understand the merchandise he is 
buying. 

“T have to do a job in order to con- 
vince underwriters and claims men that 
the exposures submitted to them are 
not the worst in this worst of all pos- 
sible worlds and that sometimes the 
claims that are presented can be better 
understood through the producer’s more 
intimate contact with the claimant. This 
is how I interpret the producer’s obliga- 
tion to maintain professional standards.” 


Trade Association Activity 

Mr. Goldberger went on to discuss the 
hard realities of trade association ac- 
tivity. He pointed out that all too often 
producer groups, whether agents or 
brokers, tend to indulge themselves by 
debating issues, adopting resolutions and 
then adjourning with the self-satisfied 
feeling that they had accomplished some- 
thing. He called this a booby trap game 
which might well be titled “Talking to 
One’s Self.” He urged the producers to 
go out and study the techniques of trade 
association activity. 

He expressed the belief that organized 
producers, their officers and committees, 
genera'ly, were not sufficiently familiar 
with the organizational structure of the 
various company associations and groups. 
This same weakness extended into an 
understanding of how the insurance de- 
partments work, the conditions and pro- 
visions of the Insurance Law. 

Furthermore, in all of this the pro- 
ducer should never lose sight of the fact 
that his views and opinions should al- 
Ways be constructive and that he should 
always remember that his particular area 
of activity is just one segment of the 
industry. 

Mr. Goldberger declared, “It is only 
by using some of these thoughts as a 





JOHNSON’S DUTIES ENLARGED 
Charles R. Johnson, inland marine spe- 
cial agent for the Phoenix of Hartford 
Companies in the Milwaukee district 
office, has also assumed the supervision 
of multiple-line operations in southern 

isconsin. Mr. Johnson joined the 
Phoenix in 1951 in Minneapolis, was 
made an inland marine special agent in 
1953 and transferred to Milwaukee in 
1958. He is a graduate of the University 
of Minnesota. : 


framework and then intelligently apply- 
ing the adornments and refinements with 
which any framework, whether it is a 
building or the human skeleton must 
be completed, that we as independent 
insurance producers, dedicated to serving 
the public, can hope for survival in this 
industry.” 


New Glens Falls Bldg. 
To House IBM Computer 


The Zoning Board of Appeals of 
Glens Falls, N. Y. has approved the ap- 
peal of the Glens Falls Insurance Com- 
pany for permission to construct a six- 
story addition to its building at the 
corner of Glen and Bay Sts. 

The company plans to construct an 
addition costing $319,000 to its present 
home, but was originally denied approval 
because the city’s zoning law prohibits 
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Our air defense depends on the multiple protection of antiair- 





craft missiles and manned interceptors. Complete, multi-line 
protection is the service formula of the Security-Connecticut 
Group. Personal and business insurance, including life, acci- 
dent, fire, casualty, group, automobile, marine, bonds — all 
these are part of the Security-Connecticut protection picture. 
Here is just the kind of insurance you need to protect your 


business against the competition of direct writers — shaped 


and priced to sell. 
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buildings over 65 feet high. 

An innovation in the new building, 
will be a specially constructed air-con- 
ditioned room ‘containing about 2,000 
square feet, which will be used to house 
a new larger IBM electronic computer, 
which has been ordered for delivery in 
the fall of 1961. The present electronic 
computer is housed in an area of 366 
square feet. 

The Glens Falls had suffered a serious 
shortage of working space for its ap- 
proximately 725 employes for some time, 
and most departments were overcrowded 





This fascinating booklet contains 

every important missile in the U.S. arsenal 

— each one in full color, 

identified by name, mission and manufacturer. 
And it’s a treasure-trove of facts 

about up-to-date, streamlined insurance 

for every need too! Your clients will want 
this dramatic, useful booklet 

— tuned to our times, tailored 

to their needs — send for it now! 
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U.S. Salvage Assn. 
Elections Are Held 


CORNWELL, THOMPSON STAY ON 
Former is Chairman and Latter Presi- 
dent; Dwelly Vice Chairman; Other 
Officers, Committeemen Named 

Clifford G. Cornwell and J. Paul 
Thompson have been reelected chairman 
of the board and president, respectively, 
of the United States Salvage Association 
in New York City. 

Robert R. Dwelly of the North Amer- 
ica Companies was elected vice chairman. 
Also reelected were S. Donald Living- 
ston, secretary, and Romer F. Weyant, 
treasurer. 

Elected to the management committee, 
in addition to Messrs. Cornwall and 
Dwelly, were Owen E. Barker of Apple- 
ton & Cox, Inc.; John T. Byrne of Tal- 
bot, Bird & Co.; Walter R. Gherardi of 
Chubb & Son Inc.; George Inselman, 
Marine Office of America; Harold Jack- 
Wm. H. McGee & Co. Inc.; G. 
Doane McCarthy, Jr. The Fund Com- 
panies; John C. Ulreich, Commercial 
Union-Ocean Group, and Miles F. York, 
Atlantic Companies. 





son, 


Purpose of Salvage Assn. 

The United States Salvage Associa- 
tion is a marine survey organization 
maintained by marine underwriters in 
the United States to inspect vessels and 
other marine structures throughout the 
world. Its services include surveys of 
general condition, reports on damaged 
vessels and structure, and the collection 
and appraisal of maritime information in 
general. 

The association’s services are avail- 
ab'e to underwriters, shipowners, gov- 
ernment agencies and others interested 
"1 maritime commerce, 





Buffalo Names Stanton 
Asst. Mgr. Inland Marine 


The Buffalo Insurance Co. announces 
appointment of Ronald H. Stanton as 
assistant manager of the inland marine 
department. Mr. Stanton will be asso- 
ciated with Francis K. Peterson, vice 
president in charge of the inland marine 
and multiple peril department. Mr. Stan- 
ton goes to the Buffalo from the home 
office of the Springfield Fire and Ma- 
rine in Springfield, Mass., where he was 
an inland marine underwriter for 12 
years 

Although born in Jamestown, N. Y., 
Mr. Stanton spent most of his life in 
Springfield He attended the local 
schools and later went to the University 
of Maryland 


Marine Office Changes 


James P. Dorsey has been appointed 
hull underwriter in the Southern depart- 
ment office in New Orleans of the Marine 
Office of America, having been recently 
transferred from the Jacksonville service 
office. He is replaced as underwriter in 
the Jacksonville office by Frank M 
Shaw. 

Mr. Dorsey is a graduate of the U. S. 
Merchant Marine Academy. After one 
year at sea and two years in the U. S. 
Navy, he worked with another marine 
insurance organization before joining the 
Marine office in February, 1956. Mr 
Shaw is a graduate of Temple Univer- 
sity, holding a Bachelor of Science de- 
gree in business administration. He be- 
gan his marine insurance career in Phil- 
adelphia in 1949, and since 1951 has 
supervised the marine business of a 
Jacksonville general agent. 


Reelected President of 


Marine Underwriters Assn. 


OWEN E. BARKER 


Owen E. Barker was reelected presi- 
dent of the Association of Marine Un- 
derwriters of the United States for the 
coming year, at the annual meeting held 
in New York City. The association’s 
membership is composed of 59 domestic 
insurance companies’ writing ocean 
marine insurance in the United States. 

Other officers e'ected are Emil A. 
Kratovil of Carpinter & Baker, first 
vice president; Thomas M. Torrey, 
North America, second vice president; 
Louis W. Niggeman, Fireman’s Fund, 
Pacific Coast, vice president; Carl E. 
McDowell, executive vice president; 
and Archie M Stevenson, treasurer-sec- 
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In his report to the members, Mr. 
Barker, who is chairman of the board 
and president of Appleton & Cox, Inc., 
referred to the association’s continuing 
effort to resist the various restrictions 
on freedom of placing transport insur- 
ance which has been adopted by several 
foreign nations, 

He reported that the U. S. Department 
of State and both the International Co- 
operation Administration and the Devel- 
opment Loan Fund had been coopera- 
tive in resisting the application of such 
measures, which restrict the foreign 
trader’s traditional right to place his in- 
surance in the market of his choice. 

Appointed members of the executive 
committee were William A. Bonner, 
Chubb & Son Inc., John T. Byrne of 
Talbot, Bird & Co., George Inselman, 
Marine Office of America; Harold Jack- 
son, Wm. H. McGee & Co, Inc.; Gilbert 
B. Oxford, Boston Insurance Co.; Ray- 
G. Shepard, Reliance Insurance Co. and 
Miles F. York, Atlantic Companies. 





Packaging Convention at 
Los Angeles May 11-13 


Marine and inland marine underwriters 
show interest in the convention to be 
held by the Society of Packaging and 
Handling Engineers (SPHE) in Los 
Angeles May 11-13, inasmuch as_ pack- 
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aging plays an important part in marine 
and transportation insurance. Awards 
for the best exhibits will be given in each 
of eight categories. 

The trophy for “Best of Show’ is 
known as the Harold Jackson Award and 
was named in recognition of Mr. Jack- 
son’s leadership in the promotion of bet- 
ter packing in overseas trade. He is 
chairman of loss prevention committee of 
the American Institute of Marine Under- 
writers. Mr, Jackson is president of 
William H. McGee & Co. Inc., New 
York City and is also president of the 
Inland Marine Underwriters Association. 
He is a past president of the Association 
of Marine Undterwriters of the United 
States, Board of Marine Underwriters 
and the American Institute of Marine 
Underwriters. 





HOUSE AND WHITNEY RETIRE 
Former Was Secretary Marine Dept. 
Aetna Insurance Co.; Latter Secre- 
tary in North Carolina 
Retirement of two officials of the 
Aetna Insurance Co. is announced. 
Henry B. House, secretary of the home 
office marine department, retires to the 
reserve force after 45 years of service. 
Born in Haddam, Conn., Mr. House was 
educated in the public schools of Hart- 
ford. He joined the Aetna as a clerk 
in the marine department, was subse- 
quently promoted to marine examiner, 
and in 1928 was named marine agency 
supervisor, advancing to marine super- 
intendent in 1944. In 1946 Mr. House 
was elected assistant secretary, and in 

1952 was elected secretary. 

Mr. and Mrs. House, who have been 
residents of West Hartford for many 
years, now plan to reside in Lebanon, 
Conn. 

Earl K. Whitney, secretary and man- 
ager of the North Carolina territory, re- 
tires after 46 years of service. Mr 
Whitney, a native of Hartford, joined 
the Aetna as clerk in the mail depart- 
ment and advanced through various posi- 
tions. He was assigned to North Caro- 
lina as a special agent in 1921 and has 
been identified with that territory ever 
since. He became secretary of the Pied- 
mont Fire in 1942 and was elected secre- 
tary of all companies of the Aetna Group 
in 1951. Mr. Whitney was placed in 
charge of the North Carolina territory 
in 1950. Mr. and Mrs. Whitney reside 
in Charlotte, N. C. 


Charles J. Zimmerman 


Director of Phoenix Cos. 
Charles J. Zimmerman, president of 
the Connecticut Mutual Life, has been 
clected to the boards of directors of the 
Phoenix Insurance Co. and the Con- 
necticut Fire to fill a vacancy created 
by the resignation of Peter M. Fraser. 
Mr. Fraser, director and member of ex- 
ecutive committee of the Connecticut 
Mutual Life, and a director of Phoenix 
since 1936, was elected to the advisory 
Council of the Phoenix and Connecticut 
Boards. Mr. Zimmerman has been presi- 
dent and a director of the Connecticut 
Mutual since 1956. 
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Channing Corp. Acquires Control of 


Wolverine- Federal Ins. Companies 


Straight Cash Transaction of $10,400,000 Jointly Announced 
By K. J. Van Strum and J. H. Carton, Co. Top Executives; be 
Gives Channing, Mutual Funds Leader, Life Ins. Outlets 


The Channing Corp., a holding and 
operating company with financial sub- 
sidiaries supervising six U. S. and Ca- 
nadian mutual funds, has further di- 
versified its overall operations with the 
acquisition of the majority stock interest 
(52%) in the Wolverine-Federal Insur- 
ance Companies of Battle Creek, Mich. 
(another 23% of the stock is owned by 
executives, employes and original back 
ers.) 

This announcement was made Tuesday 
at a press luncheon at Channing’s New 





JOHN H. CARTON 


York headquarters, 85 Broad Street, by 
Kenneth S. Van Strum, chairman of the 
Channing Corp. and John H. Carton, 
president of the Wolverine and Federal 
Life & Casualty. It was a straight cash 
transaction and the price paid, Mr. Van 
Strum told reporters, was $10,400,000. 

It was also brought out that affiliation 
of the insurance companies with Chan- 
ning “brings together one of the most 
dynamic organizations in the mutual fund 
industry anda group of well-established 
insurance companies operating nation- 
wide,” 

Through its financial division subsid- 
iaries, Channing Corp, deals in mutual 
fund shares and has 2,600 direct sales 
representatives in 48 states, the Do- 
minion of Canada, and in many (financial 
and business centers overseas. 

The addition of the Wolverine-Federal 
companies to the Channing Corp., com- 
hines extensive facilities for the newest 
concept in family and business economic 
planning. “These facilities will provide 
a balance between life insurance pro- 
tection, fixed dollar saving, and owner- 
ship of equities through the media of 
Mutual funds,” it was stated. 


Sales Made Through King Merritt & Co. 


During 1959, sales of shares of mutual 
funds, made principally through King 
Merritt & Company, Inc. and King Mer- 
ritt & Co. of Canada, Ltd., the Chan- 
ning sales organizations, amounted to 
Over $86,000,000. The face amount of 


Alford Gives Assigned 
Risk Plan Revisions 


AT BUFFALO INSURANCE DAY 


Deputy Sup’t. of N. Y. Dept. Says ‘Sec- 
tion 21’ May Be Eliminated; Discusses 
Merit Rating, Highway Safety 





Deputy Superintendent Newell G. Al- 
ford, Jr.,. New York State Insurance De- 
partment, discussed recommended as- 
signed risk plan revisions, merit rating 
and highway safety at the recent Buffalo 4 
Insurance Day meeting. 

Speaking of the assigned risk revision 
program, on which public hearings will 
held soon, Mr. Alford said the first 
general aim “is to depopulate it.” He 
explained that factors external to the 
pian have principally contributed to its 
alarming growth and that some of these 
factors can only be dealt with gradually 
over a period of time. 

Mr. Alford quoted Superintendent 
Thacher as saying that revisions in the 
structure of the plan itself “can reduce 
the number of assigned risks.” Mr. 
Thacher believes it should induce in- 
surers to do more real vo'untary under- 


Channing sponsored contractual plans— 
known as the variable investment plan 
and the family security plan — totaled 
$85,000,000 last year, and at the year- 
end, net assets of the Channing-: filiated 
mutual funds aggregated $218.000.000. In 
addition, stockholders of the $58 mil- 
lion Managed Funds of St. Louis, Mo. 
recently approved a Channing slate of 


officers and directors in a proxy contest. Writing of young drivers and other 

Channing Corp. is widely held with groups which predominate among the 
stockholders in the U, S, Canada, the applicants of the plan. He also feels 
United Kingdom and Europe. Share- business that might as well be volun- 


tarily written can he reduced to the 
minimum. 
“Looking in this direction,’ Mr. Al- 


ford continued, “the governing commit- 


tee has proposed a credit supplement 
to the plan. This gives credit against 
assignments for Class 2 risks written 
voluntarily. It woud be a honus credit 
so that for each such risk written vol 
untarily, the insurer would avoid being 
assigned approximately two such risks, 


assignments being measured by 
its being based upon private 
assigned risk premiums.” 


and cred- 
passenger 


Would Eliminate Section 21 


The committee’s draft however, 
no proposals for changing methods or 
measures of compensating producers 
said Mr. Alford, who then disclosed that 
the draft eliminates section 21 of the 
plan which is entitled “commission and 
field supervision allowances.” Regarded 
as a move that will spark protests from 
brokers and agents at the public hearing. 
section 21 reads as follows: 

“(a) For long haul trucking risks and 
pub lic passenger carrying vehicles, 5% 
of the policy premium for commission to 
a licensed producer designated by the in- 
sured. and 2%4% of the policy premium 
for field supervision to the carrier or its 
licensed agent. 

“(b) For other risks, 10% of the policy 
premium for commission to a licensed 
producer designated by the insured, and 
24%4% of the policy premium for field 
supervision allowance to the carrier or 
to its licensed agent.” 

After saying that public hearings on 
the revision would be held “within the 
next few weeks.” Mr. Alford pointed out 


makes 


KENNETH S. VAN STRUM 


holders of Channing-affiliated funds have 
gained in number and at present total 
over 100,000. 

Federal Life & Casualty is licensed 
in 48 states and provinces of Ontario and 
Alberta, and the Wolverine is licensed 
in 41 states, including Alaska. Wolverine 
owns the controlling stock interest in the 


(Continued on Page 42) 





Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 
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We have coordinated the life, 
fire and casualty operations of 
many multiple line companies 
and eased the internal con- 
flicts. Can we help you? 
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ACTUARIAL PROGRAM READY 





H. P. Stellwagen to Be Main Speaker at 
Spring Meeting of Casualty Actuaries 
May 23-25 at Skytop, Pa. 

The Casualty Actuarial Society will 
hold its 1960 spring meeting May 23-25 
at Skytop Lodge, Skytop, Pa., 
by an address “Casualty Insurance in 
the Sixties” by Herbert P. Stellwagen, 
executive vice president, Indemnity Com- 
pany of North America. Mr. Stellwagen 

will speak the morning of May 24. 

The entire afternoon of May 23 will 
be devoted to four seminars 
concurrently, subjects and 


featured 


running 
moderators 


being as follows: Seminar “A”—The 
Theory of Private Passenger Automobile 
Merit Rating, Harmon T. Barber, second 


vice president and Patt 
ers; Seminar “B”—Practical 
Automobile Merit Rating, William S. 
Gillam, research unit, National Bureau 
of Casualty Underwriters; Seminar “C” 
—Rate Making and Statistics for Mul- 
tiple Peril Policies, Ernest T. Berkeley, 
actuary, The Employers’ Group; Sem- 
inar “D”’—Premiums and Reserves on 
Non-Cancellable and (Guaranteed Re- 
newable A. & S. Policies, John H. Miller, 
= president and senior actuary, Mon- 
arch Life of Springfield. 

Society Vice President I.. H. Longley- 
Cook who is actuary of Insurance Co. of 


The Travel- 
Aspects of 


North America, under whose direction 
the seminars will be conducted, is pan- 
ning to make available to participants 


copies of 
to the 
cussed. 

An informal banquet with no speeches 
will be held the evening of May 24. The 
next morning the program includes re- 


previously 


; presented papers 
Society on 


the subjects to be dis 


port of committee of finances, Norman 
I. 3ennett, actuary, America Fore 
Group, chairman, and review of pre- 


viously presented papers not reviewed at 
the seminar sessions. Thereafter will 
come presentation of new papers and 
then adjournment. 





that he realized the governing commit- 
tee’s proposal has not been accepted in 
detail by a “unanimously minded indus- 
try.” However, it represents a consensus 
of insurer’s views “who have felt in the 
past rape there were inequities and gaps 
in the plan,” he said. 

Assuring his audience that the Super- 
intendent does not expect to pass on 
such an important revision until the De- 
partment has heard constructive crit- 
icism, Mr, Alford brought out that the 
Department has had meetings with the 
governors of the plan and has studied 
similar operations in other states. 

“My remarks today,” he emphasized, 
“are not intended to criticize the present 
proposal or to indicate any pre-judg- 
ment of it. Nevertheless, I believe it is 
the product of conscientious work and 
considerable imagination, and, though 
properly the object of critical examina- 
tion and further revision, an important 
forward step.” 

Stressing that producers have a re- 
sponsibility in seeing that the plan is 
known to the public as a safety valve 
and not a “pocket-lining proposition,” 
Mr. Alford outlined the following pro- 
posals of the plan’s governing committee: 

“The governing committee recommends 


(Continued on Page 34) 
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Many Insurance People Participate In 
N. Y. Safety Council’s Convention 


Keen Interest Shown in Seminars, Addresses and Exhibits by 
Over 8,000 Attending; Aetna C. & S., Allstate 
and Met. Life Had Booths 


By Sipney S. WHIPPLE 


travelers 
Hotel in 
still won- 


If there were any weary 
staying at the Statler-Hilton 
New York last week who are 
dering what the commotion from the 
mezzanine was all about, it was the 
Greater New York Safety Council’s 30th 
annual safety convention and exposition, 
attended by more than 8,000 persons. 

Seventy-eight companies of all types 
from Aetna Casualty & Surety to Wilson 
Rubber Co. interested in reducing high- 
way, factory and home accidents proudly 
displayed their wares to convention rep- 
resentatives and the general public 

Only three insurance companies 
Aetna Casualty & Surety, Allstate and 
Metropolitan Life—had exhibits but they 
compared favorably with other, and in 
some instances, more elaborate displays. 


Aetna Features “Drivotester” 


“Drivotester” 
machines in 
fe reaction 
you 


Aetna featured a 
somewhat similar to driving 
penny arcades that 
in simulated road tests. “Can 
in time? Do you drive too fast? Are 
courteous ?” were some of the 
posed by the “Drivotester.” 
Perhaps those at the convention wl 
attended the premier last Tuesday of 


The 


test 
stop 

you 
questions 


Aetna’s latest public safety film “To 
See Ourselves” are now better prepared 
to meet the challenge of the machine 
This 15-minute color film concerns a 
young sales exect » who cuts his home- 








to-office travel time too thin and misses 
seeing an important client because “a 
lot of dangerous, discourteous drivers” 
made him late. During his second trip, he 
takes the place of the ct driv vers 
with whom he was involved. Thus, he is 
ible » see himself as the a. did 
earlier that morning 

Allstate’s display also centered on 
lighwav safetv in the form of an ani- 
nated Walt Disnev cartoon. A pamphl 
titled: “ Your Child’s in Danger” contain- 
ing six safe-riding rules ae children 
was another aid presented by the com- 
pany 

How community. safety. can be 
chieved | was — ically shown by 
Metropolitan Life by use of a miniature 
model town ind a company pamphlet, 
“Let’s All Talk.” 

The booklet tells what parents, teach- 
ers, doctors, nurses, voungsters, business 
men, employers, engineers, students and 


club members and church groups can do 


to develop a safety program and how 
Metropolitan can offer community aid 
Other exhibits included: Firefighting 
equipment, machine guards, protective 
clothing, psychological testing devices, 
safety education and incentive award 
syst ems, mine safety gadgets, warning 
levices ranging from noxious gas to 
sadicactive detection and the other 


+e eter ae 
things int tende d to minimize the possibil- 
ity of ident in almost every field of 
amine | activity 


One of the most interesting displays 
was a United States Air Force full pres- 


sure suit worn by Scott Grossfield in 
the X-15 rocket flights. Designed to 
protect man during higher and faster 
flight than he has ever made, the suit 


is actually a complex of several suits 
to enable the hody to adapt to a variety 
of adverse conditions. Its function is to 
force oxygen into the lungs under pres- 
sure and to prevent body heat from 
“boiling away.” 

Other displays ranged from rescue 
breathing equipment to smokers’ dis- 
posal cans with special designs for fac- 
tory and reception room use. 


Highlights of Convention Seminar 


During the convention itself many 


important ideas for accident prevention 
were exchanged in the 53 seminars, som< 
f which follow: 

At a meeting M ynday afternoon, —? 
Dykstra, manager of the National Safety 
Council's home department, said acciden! 
prevention in American homes has 
lagged behind safety programs in indus 
try, traffic and Mr. Dykstra 
believes lack of organization is a reason 
and that what is needed is a co-ordinated, 
community-wide program for reduction 
of home accidents 


} 
schoo Ss 


Wi nthrop E 
( “onsoli 
stores de 


The next afternoon, 
Warburton, staff assistant to 
dated Edison of New York’s 
partment, told how his company reduced 
disabling injuries by 90% and accidents 
of all kinds by 39% in the last ten years 
through automa 

We Inesday 
Lynch, 
can Management 
division, said 
to broaden its 
inars for business and 


tion 

morning, Mrs. Edith M 
manager of the Ameri 
\ssociation’s personnel 
anization is about 
gram of safety 
industry executives 


assistant 


her org 


pro sem 


and soe personnel, The “Woman In 
Industry” seminar heard Mrs. Lynch 
reveal plans for a seminar next fall on 
“The Safetv Operation in Multi-Plant 
Operations.” 

Although the 44 colleges of the 
State University of New York are 
scattered, safety instruction is highly 


integrated, James F. Nihan, director of 


safety at State University told the ses 
sion on safety problems in college and 
universities Wed soho os afternoon. Mr 
Nihan reported that State University 
colleges offer as many as 11 safety 


courses 


ti we ; : 
The following afternoon, a_ startling 


prediction that traffic accidents might 
increase 100 to 600% in some states 
and municipalities during this decade 
was made by Paul H. Blaisdell, director 
of special activities in the new Insur- 


Institute 


ance Information 
Addressing a session on commercial 
vehicles, Mr. B'aisdell said congestion 


would not be greatly lessened despite the 
expanding Interstate Highway System 


and that “more of the nation’s goods 
will move bv truck and more of the 
people by bus.” 


Insurance Men on Convention 
Committees 
\mong insurance men serving on con- 
vention committees were: Executive 


committee vice chairmen, O. P. Peters, 
Employers’ Group and Arthur F. Ful- 
ler, Aetna Insurance Group. Past gen- 


eral chairmen, serving on the advisory 
committee were William C. Crager, 
Roval-Globe Insurance Group; George 
FE. Decker, Aetna Casualty & Surety; 
Edward A. Fullarton, The Travelers; 
Walter A Gustafson, New York Mutual 
Casualty and Carl F. Olander, American 
Insurance Group 


Insurance men on the arrangements 


committee included: Chairman, John J. 
O’Toole, Utilities Mutual; associate 
chairmen, Lawrence A. Carvey, General 


and Clifford E. Char- 
Casualty; vice chair- 
Becker, The Home In- 


Fire and Casualty, 
lock, Continental 
man, H. W 
demnity. 
Program committee: Associate chair- 
man, Thomas J. Berk. Metropolitan Life, 
and vice chairmen William J. Hyland, 
The Travelers and James C. Roumas, 
Association of Casualty & Surety Cos 
Edward A. Fullarton also served as 
chairman of the exhibit committee 
Frank E. Palmieri of Springfield-Mon- 
(Continued on Page 35) 


Elect Pullen, Phillips to 
Top U.S.F. & G. Posts 


JEFFERY NEW SENIOR EXEC. V. P. 


Browning Elevated to Executive V. P.; 
Board Also Advances Johe and Healey; 
Careers of Officers Promoted 
The board of directors of United 
States Fidelity & Guaranty at its meet- 
ing March 30 elected William E. Pullen 
to the joint chairman of the 
board and and Charles L 
Philips to vice chairman and 


office of 
president, 
post of 


the 





Fabian Bachrach 
WILLIAM E. PULLEN 


chairman of the board’s executive com- 
mittee, 

\t the same time Walter J. Jeffery 
was elected senior executive vice presi- 
dent and Sam G. Browning was elected 


executive vice president. Mr. Jeffery 





Fabian Bachrach 

CHARLES L. PHILLIPS 
elected to membership on the board at 
the stockholders’ annual meeting March 
28, had been executive vice president and 
Mr. Browning had been vice president 
and director of U.S.F. & G.’s fire, marine 
and multi-peril insurance operations. 

In other action, the board advanced 
Richard L. Johe to vice president and 
John D a aley to assistant vice presi- 
dent. Mr. Johe is the company’s actuary 
and Mr. Healey succeeds Mr. Browning 
as director of the fire, marine, and 
multi-peril departments. 


Careers of Pullen and Phillips 


Mr. Pullen, who was elected president 
of the U.S.F. & G. in March of last 
year, entered the company’s employ in 


in 1926. Mr. Phillips’ whose career with 


the U.S.F, & G. spans a full half-century, 
has been in senior management of the 
company for more than 30 years, most 
recently as board chairman and chief ex- 
ecutive officer. 

Mr. Pullen attended William and Mary 
and holds a law degree fi 


( college om 
University of Indiana. He was _asso- 
ciated with the law firm of White, 


Wright & McKay at Indianapolis when 
he joined the U.S.F. & G. in 1926 as 
claims adjuster in that city. Later he was 
successively assistant superintendent of 
claims at the company’s Philadelphia 
branch office, claim superintendent at 
Charleston, W. Va., and claim superin- 
tendent at Pittsburgh From 1934 until 
his entry into military service in World 
peed 11, he was executive assistant in the 
laim department at the home office. 

A major in the U. 5. Army’s finance 
division in 1942, Mr. Pullen rose to be 
chief of the contract insurance division 
of the War Department and to the rank 
of lieutenant colonel. 

After the war, he was appointed 
US.F. & G.’s assistant agency director, 
becoming vice president-agency director 
in 1947. He was named executive vice 
president in 1955 and, in 1958, was elected 
senior executive vice president and to 
on the board of directo-s 


Nn 1em! yershi p 





WALTER J. JEFFERY 

Mr. Pullen is a member of the board 
of directors of the Fidelity Insurance Co. 
of Canada, Fidelity & Guaranty Insur- 
ance Underwriters, Inc., Fidelity & 
Guaranty Life and of the First National 
Bank of Baltimore. He is also a mem- 
ber of the Indiana and Mary-.and_ bars 

Vice Chairman Phillips became presi- 
dent of the U.S.F. & G. in January of 
1955, later that year was elected to the 
additional office of board chairman. In 
March, 1959, Mr. Phillips was designated 
chairman of the board and chief execu- 
tive. 

He joined U.S.F. & G. in 1910, shortly 
after graduation in law and his admission 
to the Maryland bar. Initially assigned 
to the U.S.F. & G. branch office at Chi- 
cago as claim superintendent, he was 
promoted to general superintendent of 
claims at the New York office in 1919. 
He became vice president and general 


manager of Metropolitan Casualty i 
1923 when U.S.F. & G. acquired that 


company but, when control of the 
Metropolitan changed hands, he resigned 


to return to the U.'S.F. & G. as vice 
president. He was elected to the _com- 
pany’s board of directors in 1927 and 


to executive vice president in 1939. 

Mr. Phillips is a former chairman of 
the executive committee of the Surety 
Association of America for two terms. 
He was twice president of the Com- 
munity Chest of Baltimore and, for 4 
number of years, was a member of the 
3altimore Commission on Government 
Efficiency and Economy. 

In addition to being a member of the 
US.F. & G. beard of directors, Mr. 
Phillips is a member of the board of the 
Fidelity Insurance Co, of Canada Fidel- 


(Continued on Page 38) 
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Wood Points to Need 
For Informing Public 


OF TRUE INSURANCE 


IMAGE 
WISS Director Tells National Assn. of 
Mutual Ins. Agents: “Industry Must 
Present United Front” 





Voicing an opinion that the casualty 
insurance industry has made consider- 
able public relations progress, thus im- 
proving the public’s image of the busi- 
ness, Albert H. Wood, executive direc- 
tor of the Western Insurance Informa- 
tion Service, nevertheless emphasizes 
that “much more remains to be done— 
and quickly—if the industry hopes to 
remain in the picture as one of the most 
outstanding examples of free enterprise 
in this country.” 

Mr. Wood, who addressed the 15th 
mid-year meeting of the National Asso- 
ciation of ‘Mutual Insurance Agents, 
March 29 at the Flamingo Hotel, Las 
Vegas, called on all segments of the 
industry to resolve differences of opinion 
regarding mutual interest and _ public 
concern. 

Stressing the necessity of presenting a 
united front, he explained he did not 
mean uniform price for the product but 
rather “an industry policy with respect 
to the young driver, the over-aged driv- 
er, the ethnic minority groups, the ad- 
ministration of assigned risk pools and 
a number of other borderline cases 
which result in public irritation, criti- 
cism and threats of wholesale investiga- 
tion of the business.” __ Pan 
Public May Take Matters in Own Hands 

Since there is a segment of the public 
that feels it is being pushed around un- 
fairly by the insurance industry, the 
real danger Mr. Wood pointed out, is 
not so much in the risk of reaping a har- 
vest of “bad public image.” The real 
hazard is “that the same public may 
take the matter into their own hands 
for a solution.” 

The speaker reminded his audience 
that “under our social order if we don’t 
like conditions we simply demand legis- 
lation to bring about the desired 
changes.” More specifically, he said, that 
if a large segment of the public “feel 
there is no available market for their 
insurance needs, they may jolly well 
create one. It is this area that merits 
our close attention and the greatest need 
for public education,” he asserted. 

Mr. Wood applauded the efforts of 
Insurance Information offices through- 
out the country, and remarked that to- 
day there are some dozen such services 
in operation. In this connection he 
pointed to the recently formed Insurance 
Information Institute, “an organization 
created to carry on a similar activity for 
slock agency companies on a_ national 
basis.” 

Speaking of his own organization, Mr. 
Wood stated: “WISS has expanded its 
operation from the three Pacific coast 
states to include the 11 western states 
and its membership has grown from the 
original nine companies to its present 
toster of 71 member companies. It main- 
tains three offices, 15 state or area speak- 
crs’ bureaus and numbers some 500 
speakers who are available to take the 
‘Insurance Story’ to the public.” 

How Image Can Be Improved 

Further along in his address, Mr. 
Wood described how the public’s image 
of insurance can be improved. “Rather 
than being content to merely defend the 
industry,” he said, “let’s make it our 
business to see that the public knows 
More about the industry’s many contribu- 
lions to the public welfare.” 

Mr. Wood also urged the importance 
of Insurance as “the primary ingredient 
% all economic activity, as security 
aainst risk, as the preventor of acci- 
dents, the trustee of the public’s funds, 
a an investor and as a citizen.” 

In the area of accident prevention, 
Mir. Wood believes that casualty com- 
Panes have much to gain by taking a 
Prominent part in supporting efforts by 
alministrative and law enforcement 
oficials to rid the highways of the 
"esponsible motorist. He pointed to 


how the life insurance industry devoted 
its energies to the removal of the causes 
of diseases. 

Just as the public supported life com- 
panies in their efforts, he feels they 
will rally to the aid of the casualty in- 
dustrv in removing this cause of death 
and destruction of property. “The pub- 
lic wants this,” he declared. “They are 
entitled to our leadership.” 


Traffic Deaths Being Condoned 


Mr. Wood said what impressed him 
the most “in pursuing such a program 
is the tremendous by-product of bring- 
ing into proper focus a distorted picture 


of the insurance industry’s unsolicited 
and unwanted role of acting as the final 
arbiter of our right to operate a vehicle 
on public streets and highways. 

“Because of the leniency of our li- 
censing requirements, the lack of proper 
training and the ‘soft approach’ in the 
handling of violators, we, as a nation, 
are condoning potential death and de- 
struction at the hands of many unquali- 
fied drivers. 

“And yet, because of the requirements 
of our financial responsibility laws, in- 


sirance companies are expected, either 


through their own sub-standard cover- 
age arrangements, or through an as- 


signed risk plan, to write policies on 
admittedly hazardous or dubious risks. 
Then, if the insurance company has the 
temerity to cancel flagrant cases, they 
are subject to much criticism . . . usually 
through passionate letters to the editor 
or personal complaints to their legisla- 
tors.” 

The stigma of making these decisions, 
Mr. Wood emphasized, should not be 
left to the insurance industry. “They 
are matters for society to decide.” The 
questions long since should have been 
decided by society, he continued, “be- 
for such people ever reach the stage of 

(Continued on Page 40) 
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Ohio Casualty Group 
Hits New High in Prems. 


CHAIRMAN SLONEKER REPORTS 


1959 Underwriting Gain $2,228,633; Net 
Income After Taxes $1.25 a Share; 
Assets Top $90 Million 
The Ohio Casualty Group, of Hamilton, 
Ohio, reports net premiums written of 
$71,948,492 for 1959, an increase of 12.4% 
over 1958. Total assets of the Group 
were $90,195,422 at the year-end. Policy- 
holders’ surplus increased $1,773,573 to 
$28,177,677. Net income after Federal 
taxes was $2,544,000, or $1.27 per share. 
Adjusted earning, which reflect the in- 
crease in unearned premium reserve, 
were $1.93 per share. The combined loss 
and expense ratio for the year was 

94 8% 

Underwriting gain for the Group was 
$2,228,633 compared to $2,393,335 in 1958. 

The Group is composed of the Ohio 
Casualty, The Ohio Insurance and the 
West American Insurance Companies. 

In his annual report to stockholders, 
Howard Sloneker, chairman of the board, 
reported that significant developments 
during 1959 were the establishment of an 
accident and department and 
development of Budget, a pre- 
mium financing plan. He also reported 
that the West American’s automated 
program for writing automobile and 
other personal lines of insurance made 
further progress with premium writings 
exceeding $4,000,000. 

As to the outlook Chairman Sloneker 
reported: 

“Competition for the personal lines of 
insurance, such as private passenger 
automobile and dwelling fire, continues 
to be intense and we anticipate no letup 
during 1960. We will continue our pro- 
gram of conservative underwriting and 
energetic claims handling. 

“Looking further ahead into the decade 
we have just begun, the forecasters are 
predicting substant ial increases in the 
number of motor vehicles, family units, 
homes, recreational facilities and the 
amount of leisure time. We expect to 
participate fully in the economic growth 
of our country during the years ahead. 
To permit us to do this we have con- 
siderable resources—a loyal agency force, 
an experienced staff of personnel, com- 
petitive coverages and rates, and a 
sound financial statement.” 


Alford’s Buffalo Talk 


(Continued from Page 31) 
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a point system for sur 
passenger risks. This 
from a 20% 


charges on private 
proceeds by steps 
surcharge to a surcharge of 


100%. It is similar to the point system 
used in certain safe driver programs, 
principally those in California and in 
Texas. Such a system is aimed not only 


at making the surcharge devices more 
reasonable, but also more objectively 
applied and, if spelled out in proper de- 
tail, it should reduce room for mistakes 
and misunderstanding in rating 
risks 

“In addition, the governing committee 
believes that in order to emphasize to 
th e motorist that his ital record will 
have an immediate effect on the cost of 
his insurance, points should be applied 
and surcharges revised in mid-term, 
effective as of the time of the occurrence 
rather than on the annual renewal date 
is proposed revision also makes some 
fundamental changes in the meth 
deciding who should be insured 
the plan 

“The plan should not be char ged wi itl 1 
deciding who is qualified to register his 
car or to drive on the highways. That 
is the job of the legislature, the Com- 
missioner of Motor Vehicles and the 
several agencies of local governments 
which make and enforce traffic laws. Our 
insurance system clearly should stick to 
its business and not be turned into a 
policeman 

“Nevertheless, the 
rules of the plan, 


these 








rds of 


under 


existing eligibility 
which have not been 


MIRB Also Revises Rules 


The Mutual Insurance Rating Bureau 
also has announced revision in the rules 
and coverage applicable to contractors’ 
equipment newly subject to motor vehicle 
oe, on in New York State effective 
April 1. This revision is designed ‘to pre- 
vent overlaps in coverage between a 
general liability policy and an automobile 
liability policy thereby permitting a re- 
duction in the amount of premium 
charged for insuring such equipment. 





substantially revised in the almost 20 
years of its operation, have created prob- 
lems in this area. 

Re-examination of Operators 

“To meet these, the governing com- 
mittee proposes to adapt standards for 
admission to the plan to coincide more 
closely with the state laws governing 
permission to drive. Instead of declar- 
ing operators with two or more major 
traffic offenses ineligible for insurance, 
it proposes to establish a_ system of 
securing a re-examination of such oper- 
ators. The issuance of insurance — 
depend upon the favorable outcome of 
such re-examination. 

“This procedure, of course, must be 
closely coordinated with the Bureau of 
Motor Vehicles. Consideration of it, and 
of other aspects of the plan of common 
concern, are proceeding in cooperation 
with Commissioner Hults and his staff. 

“If the procedure is workable,” Mr. 
Alford explained, “it should screen a 
certain number of costly risks out of the 
plan, and it is hoped, effect a general 
public service by assisting the Bureau 
of Motor Vehicles to get unfit drivers 
off the road. By removing the present 
strict standards for eligibility, it should 
dissipate a considerable source of ad- 
ministrative headache and public dis- 
satisfaction.” 

Alford on Merit Rating 

Turning next to merit rating, Mr. 
ford said the proposed changes in the 
plan call attention to the fact that the 
new safe driver insurance plan has _ not 
vet become a specific challenge in New 
York. He opined, however, that chal- 
lenges are likely to occur which oauid 
produce “underwriting and rating prob- 
lems which would cast additional bur- 
dens on the assigned risk plan.” 

Mr. Alford brought out that “a most 
immediate and obvious value of insurance 
rating systems called ‘merit rating plans,’ 
‘safe driver reward plans,’ and the like 
is that they sound nice. These names 
conjure up images of virtue rewarded. 
People instantly exclaim ‘that’s for 
me!’” 

The speaker further along congratu- 
lated the Buffalo Insurance Club on fac- 
ing the traffic safety issue through the 
work of that community’ s advisory com- 
mittee on traffic safety. “The real auto- 
mobile problem we face,” he declared, 
“is that hundreds of people are dying 
and being maimed, with no better reason 
than impatience, or indulgence, or neg- 
ligence on someone’s part.” 

Expanding on the subject of highway 
safety, Mr, Alford asserted that adverse 
loss ratios and a seller’s market in auto 
insurance are trivial by-products of death 
and destruction “This is the evil which 
the Governor’s Interdepartmental Com- 
mittee on Traffic Safety was formed to 
combat. This committee’s highway pro- 
gram has been called: ‘Probably the 
most vital subject before the legislature 
this yw ” Mr. Alford noted 

He then pointed to work of the com- 
mittee which has resulted in the passing 
in both houses of two soulloans bills. 
The first is the elimination of the rule 
that in a 30 mile-per-hour zone, a speeder 
must exceed the safe limit for a quarter 
of a mile to be in violation. The second, 
which has already become law, makes 
driving while intoxicated a traffic in- 
fraction rather than a crime 

“The new law,” he said, “lowers the 
omen of alcohol that must be present in 

he blood to warrant conviction, and pro- 
vides for &)-day and_120-day suspensions 
of license for the first and second of- 
fense, and revocation of license upon the 
third. 

“Unfortunately, several measures urged 


Contractors’ Equipment 


Liab. Program Announced 
Details of the revised liability insurance 
program applicable to contractors’ equip- 


ment required to be registered under 
New York State Vehicle and Traffic 
Law, effective April 1, are announced 


by National Bureau of Casualty Under- 
writers, 

“The program has been so devised 
to avert any possibility of an overlapping 
of coverages,” the Bureau said, “and thus 
to provide contr actors with a miximum 
of coverage ata minimum of expense.” 

For ce oC types of equipment, com- 
plete coverage will be provided under 
an automobile liability policy whether 
the equipment is in locomotion or in 
operation. In this group are asphalt and 
tar spreaders, concrete mixers, road 
graders, oilers, rollers, scrapers, combin- 
ation dirt mover and scraper units, and 
railroad, dock and industrial trucks. No 
coverage for such equipment will be pro- 
vided under M. & C. insurance; there- 
fore the payroll of the drivers will not 
be included for premium purposes. 

For all other contractors’ equipment 
newly sub ject to motor vehicle registra- 
tion in the state, coverage under an auto- 
mobile liability policy will apply in the 
event of an accident arising out of loco- 
motion on a public highway. Operation 
of such equipment, other than locomo- 
tion on a public highway, will be cov- 
ered by M. & C, liability insurance. Such 


equipment would include, for ex: ample, 
well drillers, power shovels, tractor 
cranes, and sand spreaders. 

In this connection, the Bureau said, 


the payroll drivers of such vehicles 
will not be considered for premium pur- 
poses. The payroll of the operator only 
will be included. 





under the highway safety progr ram have 

not passed, and that fact may have some 

impact on the proposal to modify the 

eligibility rules of the assigned risk 

ae 

Power of Motor Vehicle Commissioner 
Still Restricted 

“Two provisions struck out of bills— 
that prospered in other respects—involve 
the authority of the Commissioner of 
Motor Vehicles. His office has not been 
accorded permission to require ré-€x- 
amination of license applicants on the 
basis of their age, time e'apsed since 
last examination, or their involvement 
in accidents. Nor has the Commissioner 
been allowed to consider convictions in 
the five contiguous states for point-sys- 
tem purposes. 

“The Commissioner of Motor Vehicles 
has likewise been refused authority to 
suspend an operator’s license for ‘perilous 
or negligent person.’” In opposition to 


Western Surety Marks 
60th Anniversary 


HAS PROFITABLE RESULTS IN 1959 
Memorial Tribute Paid to Founder Joe 
Kirby in Annual Report Brochure; 
Will Enter 6 Eastern States 

Western Surety of Sioux Falls, S. D., 
observing its 60th anniversary, points to 
continued progress during the past year 
in its annual report. At the year-end 
assets stood at $8,512,622 which is double 
the 1950 figure of $4,060,563. Capital and 
surplus combined was $4,128,614. 

For the year earned peer were 
$4,327,000, losses incurred $1,314,000 and 
underwriting profit $067,000. These re- 
sults compare with 1958 figures as fol- 
lows: $3,808,000 E. P., $1,348,000 L. I 
and $696,000 underwriting profit. 

Featured in the annual report brochure 
was a memorial to Joe Kirby, founder 
and president of Western Surety up to 
his death in 1926. This was a tribute, 
read and filed in Sioux Falls Circuit 
Court, following his death by a com- 
mittee appointed by the Minnehaha 
County Bar Association of which he was 
a member for many years. It emphasized 
his success as a lawyer with a large 
practice both in state and Federal courts, 
and his success in organizing and op¢r- 
ating the Western Surety, one of the 
o'dest of bonding companies today. 

Now licensed in 32 states and D. of C,, 
Western Surety is preparing for ad- 
mission in six eastern states; New York, 
New Jersey, Rhode Island, Delaware, 
Connecticut and Massachusetts. It plans 
to open an office in New York City after 
license is obtained. However, this may 


not be until 1961. 








M. W. LATIMER NAMES SOLOMON 
named _ re- 
gional manager in the new San Fran- 
cisco office of the Washington, D. C. 
actuarial Murray W. Latimer. 
Mr. Solomon has been associated for 12 
years with the Latimer firm 
serves as a consultant on all insurance, 
health and welfare matters to the West- 
ern Conference of Teamsters. 


Louis Solomon has been 


firm of 


which 





this bill, it was argued that it wou 
give too much power to motor vehicle 
hearing officials and permit them, con- 
ceivably, to suspend licenses for ‘a 
scraped finger.’ was 
“Finally, the bill to require inspection 
of damaged vehicles for highway safety 
has been voted down, and the whole 
vehicle inspection program is under 
study.” the speaker concluded. 





Principals at Hudson County “1” Day 





in Hotel Plaza, Jersey City, are, seated left to right: 


i 


Panel members, the moderator and the president of the Hudson County Associa 
tion of New Jersey Insurance Agents who participated in its recent annual “I” Day 


Robert G. Anderson, CPCU, 


J. I. Kislak Agency, Inc. of Jersey City; Charles Girgan, CPCU, of Mintz & Girgan, 
Inc. of Kearny, N. J., and Robert J. Marmorstein, CPCU, Jersey City Agent. 

Standing, left to right, are Ira F. Weisbart, president, New Jersey Association of 
Insurance Agents; Raymond R. Kravetz, moderator, of Raymond R. Kravetz & Co, 
Jersey City, and Patrick A. Bucino, president, Hudson County Association. 
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N. Y. Safety Congress 


(Continued from Page 32) 


Carl 
F. Olander was a member of the finance 
committee while R. B. Jordan, the Home 
Indemnity headed the promotion com- 
mittee. Edward L. Johansen, Employers 
Mutual of Wausau, was associate chair- 
man. 


arch Cos. was associate chairman, 


Mutual Companies Are Represented 
Speakers representing mutual com- 
panies not reported in last week’s issue 
of “The Eastern 
follows: Arthur S., vice presi- 
dent, engineering, American Mutual Li- 
ability on “Safety Managing Tomorrow’s 
Homes”; Dr. Roger B. Maas, hearing 
consultant, Employers Mutuals of 
Wausau, Wisc. on “Conservation of 
Hearing”; P. W. “Joe” Logan, director, 
association activities, loss prevention 
dept., Liberty Mutual, Atlanta, on “Off- 
The-lob Safety—Management’s Views 
and Responsibility.” 

On Wednesday, Thomas J, Berk, 
safety consultant, Metropolit: in Life, was 
chairman of a seminar on office safety. 
Robert L. Moore, superintendent of en- 
gineers for Lumbermens Mutual Cas- 
ualty, spoke on electro mechanical safety 


and Daniel C. Rhodes, H. G. Zawar and 


Underwriter” are as 
Johnson, 


MASSACHUSETTS BONDING AND INSURANCE COMPANY 


CASH 


J. V. Donaldson, 
programs and 
the small plants. . 

Mr. Rhodes is director of the engi- 
neering and loss prevention department, 
Consolidated Mutual, Brooklyn, Na ¥. 
Mr. Zawar is supervising engineer, Lib- 
erty Mutual, Brooklyn, N. Y. and Dr. 
Donaldson is from the New York office 
of Liberty Mutual. 

Elliott Tanz, superintendent, Zurich 
Insurance Co., New York, arranged a 
seminar on March 31 on electrical “prod- 
ucts. Paul M. Colson, assistant division 
manager, loss prevention department, 
Liberty Mutual and Dr. Donaldson took 
part in a discussion about retail stores. 
Mr. Colson was the arranger of the 
seminar. Dr. Donaldson spoke on “Con- 
tributions by the Store Physician.” 

Also on March 31 Eugene A. Schwarz, 
senior safety representative, the State 
Insur ance Fund, was chairman of a sem- 
inar on material handling. Norvin C., 
Kiefer, M.D., chief medical director, 
Equitable Life Assurance Society, who 
is president of the Greater New York 
Safety Council, presided at the annual 


dinner. 

On April 1 Alan L. Dow, vice presi- 
dent, Liberty Mutual of Boston, par- 
a panel discussion on “Sel- 


M.D. discussed safety 
preventive medicine in 


ticipated in 
dom Recognized But Frequently Costly 
Exposure.” T. F. McWeeney, supervisor, 
elevator inspection service, Liberty Mu- 
tual, N. Y. arranged a panel session on 
elevator safety. J. W. Swindells, man- 
ager home office buildings, Metropolitan 


FINANCIAL STATEMENT 


DECEMBER 31, 1959 


ASSETS 


UNITED STATES GOVERNMENT BONDS 


OTHER BONDS 
PREFERRED STOCKS 
COMMON STOCKS 
REAL ESTATE 


PREMIUMS IN COURSE OF COLLECTION 


DEPOSIT WITH WORKMEN’S COMPENSATION REINSURANCE BUREAU 


ACCRUED INTEREST 


OTHER ADMITTED ASSETS 
TOTAL ADMITTED ASSETS 


RESERVE FOR CLAIMS 


LIABILITIES 


RESERVE FOR UNEARNED PREMIUMS . 


RESERVE FOR TAXES . 


CAPITAL 


TOTAL . 


MISSIONERS. 


RESERVE FOR OTHER LIABILITIES . gee ts 
TOTAL LIABILITIES EXCEPT CAPITAL . 


UNASSIGNED FUNDS (SURPLUS) 


SURPLUS TO POLICYHOLDERS 
(INSURANCE DEPARTMENT BASIS) 


. . . . 


BONDS IN THE AMOUNT OF $999,162.99 AMORTIZED VALUE ARE DEPOSITED WITH VARIOUS STATES AS REQUIRED BY LAW. 
ALL SECURITIES HAVE BEEN VALUED IN ACCORDANCE WITH THE REQUIREMENTS OF THE NATIONAL ASSOCIATION OF INSURANCE COM- 


ON THE BASIS OF ACTUAL DECEMBER 31 MARKET VALUES, TOTAL ADMITTED ASSETS WOULD HAVE BEEN $72,501 ,884.22, AND SURPLUS TO 
POLICYHOLDERS WOULD HAVE BEEN $19,044,278.26. 


Boate Cited for Safety Leadership 


Thomas N. Boate, manager of the 
accident prevention department of the 
Association of Casualty & Surety Cos., 
has been named by the American Mu- 
seum of Safety as recipient of the 
Arthur Williams Memorial Medal for 
“leadership in traffic safety.” 

The citation, presented March 31 at 
the banquet of the Greater New York 
Safety Council’s annual congress and 
exposition in New York, points to “more 





Life, was chairman of a_ seminar on 
“Building Management, Your Safety 
Problems, Public-Employe-Tenant.” 


Always well received the convention 
again this year provided an opportunity 
for persons interested in accident pre- 
vention to renew old friendships and 
make new ones. With more money than 
ever before being spent on cars, boats, 
planes and home appliances, it is vitally 
important to reduce accidents which will 
of course mean lower insurance rates. 
Thus ideas to achieve this goal, ex- 
changed in the seminars, at this exposi- 
tion, or perhaps over a cup of coffee, 
should in the future prove invaluable to 
the safety of the general public and in- 
dustry well being. 


$ 2,742,748.00 
20,654,661.30 
24,500,098.65 
3, 109,660.00 
14,282,914.74 
2,172,522.13 
4,622,979.24 
1,968,920.49 
306, 154.80 
1,611,806.10 


$75,972,465.45 


$33, 166,382.00 
17,545,328.51 
we 1,050,524.15 
1,695,371.30 
$53,457,605.96 

$ 2,500,000.00 
20,014,859.49 


$22,514,859.49 
-  $75,972,465.45 





than 30 years of devoted service to the 
cause of safety” in the United States. 
Mr. Boate’s traffic safety experience 
covers local and state governmental 
fields as well as extensive national ac- 
tivities. A gold watch accompanied the 
citation. 

A resident of Montclair, N. Ji, Mr. 
Boate was born in Carlisle, Pa., and 
started his career with the Pennsylvania 
Highway Patrol, where he rose to the 
rank of captain. When the patrol was 
merged with the State Police, he organ- 
ized and headed the 1,000-man traffic 
division, becoming the personnel officer 
and judge advocate. Mr. Boate retired 
from the Pennsylvania State Police in 
1944 and joined the Association of Cas- 
ualty & Surety Cos. staff. 

The extensive safety programs de- 
veloped by the association and directed 
by iMr. Boate, including direct assistance 
in traffic accident prevention for state 
and local officials which touches all 
phases of traffic accident prevention such 
as uniform traffic laws and their en- 
forcement, driver education, motor 
vehicle inspection, traffic engineering and 


state-community assistance, have won 
national recognition. 


LINES OF BUSINESS 


CASUALTY INSURANCE 
ACCIDENT AND HEALTH 
AUTOMOBILE BODILY INJURY 
AUTOMOBILE PROPERTY DAMAGE 
AUTOMOBILE PHYSICAL DAMAGE 
AVIATION 

BURGLARY AND THEFT 

GLASS 


MISCELLANEOUS LIABILITY AND 
PROPERTY DAMAGE 


WORKMEN'S COMPENSATION 


FIRE INSURANCE 
FIRE AND ALLIED LINES 


BONDS 


COURT — FIDELITY — FIDUCIARY 
FORGERY — LICENSE & PERMIT 
PUBLIC OFFICIAL— SURETY 


PROMPT SERVICE 
COMPLETE 
PROTECTION 











Page 36 








April 8, 1960 








Ask End of Compulsory 
Insurance Law in Mass. 


S. O. PENNI LABELS IT ‘UNFAIR’ 


Insurance Brokers Assn. President Says 
Law Makes Good Drivers Pay Higher 
Premiums; Suggests Plan 


Contending that good drivers are pen- 
alized, the Insurance Brokers Association 
of Massachusetts has joined hands with 
Registrar of Motor Vehicles Clement A. 
Riley and Public Safety Commissioner 
J. Henry Goguen in urging public sup- 
port to abolish the state’s compulsory 
automobile insurance law. 

Samuel O. Penni, Jr., president of the 
Insurance Brokers Association, in com- 
menting upon the Riley-Goguen proposal 
made at the recent 39th annual Massa- 
chusetts Safety Conference, stated: 

Calls System Unfair 

‘As representatives of the insurance 
buying public, we feel that the com- 
pulsory auto insurance law penalizes the 
majority of Massachusetts motorists, who 
are good drivers, by forcing them to pay 
high premiums to cover losses incurred 
by poor and unsafe drivers.” 

Mr. Penni pointed out that poor driv- 
ers are the only ones who benefit from 
compulsory insurance laws and that such 
a system was therefore unfair to the 
great majority of Massachusetts drivers. 

“It must be remembered that when 
auto insurance is compulsory for the 
driver, it is also compulsory for the 
insurance companies to issue policies on 
all registered drivers and to pay the 
claims they cause. 

“This means that poor risks that the 
companies know they should not accept, 
must be accepted through the assigned 
risk plan. Under our present laws these 
poor drivers pay ex xactly the same rate 
as a good, safe driver,” he pointed out 
and continued: “Over the years this 
system has resulted in heavy losses to 
the insurance companies. The public as 
a whole shares in these company losses 
because they are required to pay a 
higher insurance rate to cover the bad 
drivers’ mistakes. Members of the In- 
surance Brokers Association of Massa- 
chusetts feel that this is unfair to their 
customers.” 

Companies Know Business Will Prove 
nprofitable 

The IBAM leader stated that proof 
that the auto insurance business was un- 
profitable could be found in the fact 
that many large, national companies, who 
are licensed to do business in Massa- 
chusetts, refuse to enter the state’s auto 
insurance market because they know “it 
will cost them money. 

“Advertisements of some of these com- 
panies try to lead the public to believe 
that they are not permitted to do busi- 
ness in Massachusetts. In many cases 
these companies are now licensed in the 
state but simply will not accept com- 
pulsory business because they know it 
will prove unprofitable.” 

In closing he said: “The public in- 
terest would be better served by some 
type of financial responsibility law that 
would guarantee protection to Massa- 
chusetts’ residents and permit a more 
equitable charging of premiums to our 
customers. 

“For these reasons we are pleased to 
see Registrar Riley and Commissioner 
Goguen publicly propose an end to the 
Massachusetts compulsory auto insur- 
ance law.” 





Standard Accident Names 
Fischer Buffalo Asst. Mgr. 


Standard Accident of Detroit, has ap- 
pointed Allen Fischer as assistant man- 
ager of its Buffalo branch office. 

Mr. Fischer started in 1946 as a junior 
casualty underwriter in Buffalo and i 
1952 was named chief underwriter of that 
office. The following year he was made 
casualty and property department man- 
ager and office manager. 

Mr. Fischer, who attended Millard Fil- 
more College and the University of 
Buffalo, served in the Air Force during 


World War II. 


Gurash Succeeds Montgomery 
As Pacific Employers’ Head 


John T. Gurash has been elected presi- 
dent of the Pacific Employers, succeed- 
ing Victor Montgomery who becomes 
board chairman of that company as well 
as of Victor Montgomery General 
Agency, Meritplan Insurance Co., Allied 
Compensation Insurance Co. and Cali- 
fornia Union Insurance Co, Mr. Mont- 
gomery continues as chairman of the 
board of California Food Industry In- 
surance Co. 

Victor Montgomery Jr. was elected 
president of the Victor Montgomery 
General Agency and California Union, 
the position formerly filled by his father. 
In addition he was named vice president 
of the Meritplan. 

William H. Erwin was named presi- 
dent of Meritplan Insurance Co., a posi- 
tion formerly held by Mr. Gurash, and 
also was elected to the board of di- 
rectors of California Union. 

Other promotions announced within 
the group included R. A. McGuire, 
elected vice chairman of the board of 
Allied Compensation; B. F. King, elected 
director of California Union; D. L. A. 
Brown, secretary of Meritplan and treas- 
urer of Victor Montgomery Genera! 
Agency; and Harold D. Potter, assistant 
secretary of Meritplan. 
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Allstate’s Pasadena Office 
Wins Top Performance Award 


The Pasadena regional office of the 
\llstate Cos., has been named 1959 win- 
ner of the Fentress Award, presented 
annually to the regional 
Allstate organization with the 
around performance for the year. 


office in the 
best all 
This 
award is named in honor of Calvin Fen- 
tress Jr. Allstate’s chairman of the 
beard. 

The announcement was made at a din- 
ner following the recent annual three- 


ON 


day conference of the companies’ officers 
and 30 regional managers at the Ambas- 
sador West Hotel, Chicago. President 
Judson B. Branch presented a_ trophy 
for the office to Manager C. J. Weiss 
and lauded his staff for “an exceptionally 
well done job which contributed greatly 


to Allstate’s record year in sales.” 
Mr. Weiss also received the com- 
4 , ” . 

panies’ “Mr, Allstate” award in recog- 


nition of his leadership in the regional 
cffice achievement. The Pasadena office 
serves more than 300,000 policyholders in 
California and directs activities of ll 
district service offices and = insurance 
centers and 49 sales offices. 
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Pennsylvania Governor 
CommendsNBCU,NAUA 


IN DENYING AUTO PLAN RUMOR 





Bureaus Express “Shock” at Indifference 
To Gov. Lawrence’s Highway Safety 
Program; Feinerman’s Views 





The strong stand taken by the Na: 
tional Bureau of Casualty Underwriters 
and the National Automobile Under- 
writers Association in denying reports 


that abandonment of their safe driver in- 
surance plan in Pennsylvania was under 
consideration, has drawn a hearty com- 
mendation from Gov. David L. Lawrence 
of that state. 

Aaron S. Feinerman, president of the 
Pennsylvania Association of Insurance 
Agents, also congratulated the two rat- 
ing bureaus for “prompt and forthright 
statement” labeling the reports com- 
pletely unfounded. 

In a telegram to Governor Lawrence, 
the heads of the rating organizations 
stated in part that they were shocked 
“at the apparently indifferent attitude 
displayed by a spokesman for a number 
of mutual insurance companies toward 
Governor Lawrence’s highway safety 
program and the improved operations of 
the Bureau of Highway Safety.” 


Governor Lawrence’s Telegram 


The Governor replied: “Your telegram 
of March 15th is most generous. Thank 
you for the strong vote of confidence, 
and for the proposed assistance in our 
life-saving Highway Safety Program. 

“]T am sure that the National Bureau 
of Casualty Underwriters, and the Na- 
tional Automobile Underwriters Asso 
ciation, can be most helpful.” 

Stimulating the exchange of communi- 
cations were reports, first published in 
a daily newspaper, that.“abplition of the 
merit system for PerfnsylVania drivers” 
was being considereé©on/the ground that 
it was “unworkable.” ~ 

A mutual companies’ spokesman was 
quoted as saying the companies he rep- 
resents have been unable to obtain in- 
formation about accidents and violations 
from the State Department of Revenue, 
and that the companies feel that the plan 
is unworkable. 

In their telegram to the Governor. 
William Leslie Jr., general manager of 
NBCU, and Howard S. Omsberg, man- 
ager of NAUA, stated: 

“We are glad to take this opportunity 
to express our deep satisfaction with the 
highly efficient manner in which the 
Bureau of Highway Safety of the De- 
partment of Revenue is undertaking to 
make available complete records which 
can be utilized in the operation of this 
lorward looking automobile insurance 
rating plan.” 

The safe driver insurance plan, which 
provides for reduced premiums for 
Pennsylvania motorists with good driving 
tecords, was introduced last September, 
by the two rating organizations. 

Mr. Feinerman, who expressed a belief 
that “the abandonment of the plan would 
seriously affect the automobile situation 
in Pennsylvania,” concluded: “Again, 
many thanks and congratulations for 
the prompt and positive action taken in 
cleaning up this fiasco.” 





Burrus and Mulligan 
Join Allstate Home Office 














































Garnett R. Burrus and Gene E. Mulli- 
san have been appointed assistant state 
iling directors at the Allstate's home 
office staff in Skokie, TIl. 

Mr. Burrus, an alumnus of Virginia 
Polytechnical Institute, served 21 years 
with the Virginia State Corporation 

Mmission—13 of which were in the 
ommission’s Bureau of Insurance rating 
ivision as a rate analyst. In addition he 
also, Served as director of the Commis- 
‘ons transportation division. 

t. Mulligan, who is a graduate of 
“yola University, Chicago, was pre- 
Nously employed by the Illinois Inspec- 
lon Bureau for nine years. 








America Fore Loyalty Group 
Advances T. S. Kurland 


Theodore S. Kurland, formerly south- 
ern regional claims manager for Fidelity 
& Casualty, has been appointed an as- 
sistant secretary of the eight domestic 
America Fore and Loyalty Group insur- 
ance companies. He will direct casualty 
claim operations of the Groun’s com- 
bined southeastern department at At- 
lanta. 

Mr. Kurland, University of Utah grad- 
uate, obtained his law degree from Uni- 
versity of Chicago Law School. Follow- 
ing private law practice in Chicago, he 
joined Fidelity & Casualty in 1938 in the 
Chicago claims office and in 1939 trans- 
ferred to the Grand Rapids claims office. 
In 1946 he was named claims manager 
at Little Rock and in 1948 went to At- 
lanta as claims manager, where he was 
appointed regional claims manager in 
1954. 

During World War II Mr. Kurland 
served in Europe as commander of the 
128th Armored Field Artillery Battalion 
and was discharged in 1945 as a lieuten- 
ant colonel. He received five battle stars 
and holds the Bronze Star and Purple 
Heart. 
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E. R. Fleshner Named 
F, & C. Resident Manager 


E. R. Fleshner, formerly agency super- 
intendent, has been appointed resident 
manager at Des Moines for Fidelity & 
Casualty, member of America 
Loyalty Group. He succeeds Andrew J. 
Luck, recently transferred to the Group’s 


Fore 


western department headquarters in Chi- 


cago. 


Mr, Fleshner began his insurance 
career with local agencies in Colorado 
and his native Iowa and joined the I. 
& C. in 1935 in the St. Louis office. He 
later became special agent and serviced 
producers in Nebraska, Iowa, Missouri 
and West Virginia, 

After service with the Army in the 
Pacific during World War II, he re- 
turned to the F. & C. and in 1948 was 
named district agent at Clarksburg, W. 
Va. He went to the Des Moines office 
as agency superintendent in 1950. 
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“THE TWENTIETH CENTURY,” Sundays, CBS-TV 


\ your natee)aals 


is easy 


2 with this helpful booklet. 


“Your Corporate Associate Can Be Your Downfall,” is the title 
of an interesting and informative booklet that is designed espe- 
cially to help you sell more Business Insurance. Your clients will 
find it an exceptionally clear and well written picture story 
emphasizing the need for insuring corporate associates. Many 
brokers have already found “Your Corporate Associate Can Be 
Your Downfall” valuable in boosting their Business Insurance 
sales. For your free copy of this helpful sales aid from Prudential’s 
Brokerage Service, send the coupon at right. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


TO OVER 35 MILLION 


PEOPLE—INSURANCE 


NAME 


ADDRESS 





MEANS PRUDENTIAL 





CITY & STATE 





TO: BROKERAGE SERVICE. 
THE PRUDENTIAL, NEWARK I, N. J. 


CO) Please send me a free copy of 
“Your Corporate Associate Can 
Be Your Downfall.” 


C(O! would like more information 
about Prudential’s Brokerage 
Services and how they can help 
me increase sales. 
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U.S.P. & G. Top Promotions 


(Continued from Page 32) 


Insurance Underwriters, 
Guaranty Life and the 
of Maryland. 


ity & Guaranty 
Inc., Fidelity & 
Union Trust Co. 

Jeffery and Browning 


After graduating from the John Mar- 
shail Law School and admission to the 
Illinois bar, Mr. Jeffery began his in- 
surance career in 1927 as an underwriter 
for Metropolitan Casualty. Two years 
later he joined the staff of U.S.F. & G.’s 
Chicago wemeeta office as superintendent 
of automobile underwriting. 

Elected resident secretary at 
in 1943, Mr. Jeffery became assistant 
branch manager in 1949 and, in 1950 its 
manager. On his transfer to New York 
City as manager in 1952, he was elected 
vice president. The board of directors 
elected him executive vice president in 
1955 at which time he came to the home 
office. 

After serving for one year as a mem 
ber of the board of trustees on the Balti- 
more Commission on Governmental Ef- 
ficiency and Economy, he was elected 
chairman of this board, a position he 
continues te hold. He was one of the 
group of business executives who 
brought the Junior Achievement pro- 
gram to Baltimore. He is also a di- 
rector of the Mercantile-Safe Deposit & 
Trust Co. of Baltimore. 

Mr. Browning, after studying engi 
neering at Louisiana State University, 
joined the Louisiana Rating & Fire Pre- 
vention Bureau where he held various 
positions including inspector and engi- 
neer. After ten years, he joined Fidelity 
& Guaranty Insurance Corp. USF. 
& G.’s fire affiliate prior to its 1952 
merger with the parent company. 

Initially special agent at Monroe, La., 
Mr. Browning came to the Baltimore 
home office in 1940, as manager of fire 
underwriting in the southern territory. 
He was elected an assistant secretary 
of the F. & G. in 1941 and, the following 
year, secretary. On the merger, he be- 
came an assistant agency director, being 
elected vice president in 1955 and ap- 
pointed director for fire and allied lines. 


Johe and Healey 


Mr. Johe, a graduate of Alfred Uni- 
versity, later did graduate work in math- 
ematics and statistics at the University 
of North Carolina and Johns Hopkins. 
Joining U.S.F. & G.’s actuarial depart- 
ment in 194°, he was promoted to as- 
sistant actuary in 1954 and to actuary 
in 1958. He is a Fellow in the Casualty 
Actuarial Society. 

Mr. Healey holds a law 


the University of 


Chicago 


degree from 
saltimore. He joined 
the Fidelity & Guaranty in 1941 and, 
after holding various fire underwriting 
assignments, was named assistant super- 
intendent of the marine department in 
1951. He was advanced to superintendent 
of the department in 1954 and shortly 
thereafter was elected assistant secre- 
tary. 

Last fall Mr. Healey was appointed as- 
sistant director of the combined fire, 
marine and multi-peril departments. He 
is a member of the executive committee 
of the Inland Marine Insurance Bureau. 
A Baltimorean, he is an instructor in 
CPCU courses offered by University of 
Baltimore. 





L.C. Adair of F.&C. Dies 
Lewis C. Adair, who retired in 1955 as 
supervising manager of the Richmond 
branch office of Fidelity & Casualty, 
member of America Fore Loy alty Group, 
died ag 28 at 69. A resident of East- 
ville, Va., Mr. Adair had spent 51 years 
with America Fore ; 

Joining F.&C. in 1904 as an office boy 
and mail clerk at Richmond, he became 
assistant manager in 1922 and resident 
manager in 1924. In 1933 Mr. Adair was 
made supervisor of the consolidated 
territories of Richmond and Atlanta and 
in 1947 was appointed supervising man- 
ager. 

Mr. Adair served as a Navy officer 
during World War I. 


Lumbermens Name College 
Safety Contest Winners 


Student publications and journalists 
from ten colleges and universities shared 
prizes totaling $2,100 in the 12th annual 
college newspaper traffic safety contest 
sponsored by Lumbermens Mutual Cas- 

ualty, a division of the Kemper group. 

James S. Kemper, board chairman of 
Lumbermens, announced after the judg- 
ing of entries in Chandler, Ariz., that 
“The Daily Trojan,” published by the 
University of Southern California, was 
awarded first prize for its safety cam- 


paign published just prior to the 1959 
Christmas holiday. 

First prize for an over-all newspaper 
safety campaign in the non-daily field 
went to “The Anemone,” student, pub- 
lication at Black Hills Teachers College, 
Spearfish, S. D. 

Forty-seven colleges and universities 
from 23 states submitted 210 entries in 
the contest. 

Second among daily publications was 
the “Daily Universe” of Brigham Young 
University and third was the University 
of Illinois “Daily Illini.” 

In the non-daily field, second-place 
winner was “The Wartburg Trumpet” 


of Wartburg College, Waverly, Towa, 
“The Miami Student” of Miami (Ohio) 
University was awarded third prize. 
Competition was originated in 1948 by 
Lumbermens as a means of stimulating 
student leadership in the promotion of 
safe driving among college students. 





STEWART TO ATLANTA 
Standard Accident transferred 
William D. Stewart home office 
education department to casualty under- 
writing department of Atlanta branch, 


has 
from 





“Unforeseen events...need not change and shape the course of man’s affairs” 








“That's the way the cookie crumbles...” 


Things are going fine. Then suddenly—everything goes to pieces. An accident, 
fire, robbery, disabling illness, auto crash, lawsuit. So many things can cause 
you financial hardship, even clean you out of a lifetime’s savings. So be sure 
that you’re adequately protected, that your insurance is up to date. See your local 
independent agent who represents the Maryland in your community—or your broker. 
He’ll take care of you, and he’s handy when you need him. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


a 
There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity , YOUR T eit 
and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. : 


Baltimore 3, Maryland 


AGENT 
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urance 





Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of insurance to value. 











erred 
office 
nder- 
ich. 





April 8, 1960 





Page 39 








. 





Accident«Healt 





R. D. Heins Named A.&H. 
Operating Vice Pres. 


BY CONTINENTAL CASUALTY 





Canadian V. P. and General Manager 
Advanced to Newly Created Post at 
» Dis Joined Co. in 1935 
\s announced in om April 1 issue the 
appointment of Ross D. Heins_ of 
Toronto as operating vice president of 
Continental Casualty’s accident and 
ith department has been made. 
Louis C. Morrell, vice president in 
charge of the department, stated that 


ROSS D. 


HEINS 


the creation of the position of an opera- 
ting officer was made necessary because 
of the growth of the A. & H. department. 
“Mr. Heins will take over the day to 
day responsibility of operating, giving 
me the opportunity to devote more effort 
to the exploration and development of 
new approaches and new fields of ac- 
tivities for our department,” he ex- 
plained. 

Mr. Heins formerly served as vice 
president and general manager of Con- 
tinental’s Canadian operations. 


His Background 


_ Mr. Heins began his insurance career 
in 1926 as liability department special 
agent with the Royal Insurance Co. of 
Toronto. In 1930 he joined Dale & Co., 
of Toronto, one of the largest Canadian 
general insurance agencies, in a similar 
capacity. From 1932 to 1935 he was a 
salesman for the Underwood Typewriter 
Co. of Canada. 

Mr. Heins joined Continental Cas- 
ualty’s Toronto branch office in 1935 as 
an agency supervisor in its railroad de- 
partment. During his first year he toured 
British Columbia and eastern Canada 
interviewing and appointing new agents. 
He Was appointed agency supervisor 
in the franchise division in 1938, and in 
1941 he became superintendent of agents 
for Canada. 

In 1947 he was appointed assistant 
Canadian general manz iger, and was ad- 
vanced to Canadian general manager in 
1950. He assumed the post of vice presi- 
dent and Canadian general manager in 
1958. 

Born in Ottawa, Ont., in 1905, Mr. 

eins attended school there and grad- 
uated from Glebe Collegiate in 1922. He 
is the son of Donald and Dorothy Heins. 
Donald Heins, who had an outstanding 





Gov. Rockefeller to Sign 
N. Y. Convertibility Bills 


MADE 4 LEGISLATURE APPEALS 





Maintains Russo Bill Is Significant Ad- 
vance in Adequate Medical-Hospital 
Care, Particularly for the Aged 





Two bills, allowing Group health plan 
members to convert their policies at re- 
tirement to individual coverage at reason- 
able rates, passed by the New 
York Legislature and sent to Governor 
Rockefeller for signature. 

Before the 


were 


legislature closed Gov. 
Rockefeller issued four urgent appeals 
for their enactment. These measures, op- 
posed by private carriers, are part of an 
administration program designed to keep 
individual premium rates within reach of 
the average policyholder. 

In related action, the Senate last week 
passed and sent a bill to the Governor 
which permits inclusion of full-time 
students up to age 23, under their par- 
ent’s health insurance, whether individual 
or group. Children, at present, are not 
covered after age 19. 

Governor Rockefeller in his 
message to the Legisature, 
the legislation of these convertibility 
bills is vital to remedy “the tragic and 
anomolous situation now existing where 
by men and women are dropped from 
health insurance plans just when they 
need them most. 

“Non-profit organizations like Blue 
Cross and Blue Shield have already 
approved the concept of the bill affecting 
such organizations,” he said and added 
that impartial actuaries have ee 
that the legislation, as drafted, is “fair 
and reasonable” and will not affect pres- 
ent Group insurance rates. 

The Governor also warned insurance 
companies that “where private and volun- 
tary effort fail to meet genuine needs, 
the public sooner or later will dem und 
that government step into the picture.” 

Last week, because of opposition by 
the commercial insurers, the Governor, 
Senate Majority Leader Walter J, Ma- 
honey, (R.), Buffalo, and Assembly 
Speaker Joseph F. Carlino, (R.), Long 
3each, also urged the legislators to pass 
the convertibility bills. 


recent 
stressed that 





Late News 


President Edwin H. Forkel of Con- 
tinental Casualty announced on Wednes- 
day afternoon following the board of 
directors’ meeting that Vice Presidents 
Louis C. Morrell and Frank V. McCul- 
lough had been elected executive vice 
presidents by the board. In addition, 
Donald V. Maxfield, comptroller of the 


company, was elected vice president and 
comptroller. 





reputation in theory and composition, 
and teaching of the violin, was founder 
and director of the Ottawa Symphony 
Orchestra and director of the Toronto 
Symphony Orchestra. 

Mr. Heins is currently director of the 
Canada Insurance Federation, vice presi- 
dent of the Canadian Health Insurance 
Assocation, and a member of the Ca- 
nadian Chamber of Commerce. He also 
holds membership in the Granite Club, 
the Toronto Hunt and Anglers’ Club 
and the Lampton Golf Club. He and 
his wife, the former Dorothea Howard, 
presently reside in Toronto but expect 
to move to Chicago in the near future. 





Eisenhower Against 
Compulsory Insurance 


BUT URGES AID FOR INDIGENT 





President Calls Compulsory Health Ins. 
“A Step Toward Socialized Medicine” ; 
Flemming Studying Voluntary Plan 





President Eisenhower made his views 
on compulsory health insurance known 
last week at his White House news con- 
ference on foreign and domestic affairs, 
emphasizing: “I have from 1951 
and 1952 been against compulsory insur- 
ance as a very definite step towards 
socialized medicine,” he told newsmen. 
“T don’t believe in it and I want none of 
Pag 

Mr. Eisenhower's statement was made 
in reply to a question asked by J. F. 
Ter Horst, The Detroit News, regarding 





Plan for Aged Soon 


Basic principles for a Republican- 
sponsored voluntary old age health pro- 
gram were reportedly agreed upon this 
week at a White House conference 
which included Vice President Nixon 
and H.E.W. Secretary Flemming. 

According to Senate Republican leader 
Everett Dirksen, the program would be 
voluntary, administered at the state level 
and should be provided by private com- 
panies. Coverage which should be “some- 
what limited” would not entail any in- 
crease in Social Security taxes with the 
Federal share of the cost financed out 
of general revenues. 

Senator Dirksen said premiums “might 
be based on the income of the insured” 
with Federal and state governments 
sharing the extra cost of the insurance. 
All of these principles are in accord with 
Secretary Flemming’s plan and Sen. 
Javits’ recent bill except for the speci- 
fication of coverage on a “somewhat 
limited” basis. The Administration has 
yet to define this term. 











the President’s philosophy on what the 
Government should do for senior citi- 
zens and what they should do on their 
own. 

While President Eisenhower pointed to 
the heavy expenses a compulsory plan 
would entail he nevertheless expressed 
an opinion that some voluntary pro- 
gram to aid the indigent is necessary. 
“T have instructed Secretary Flemming 
(Health, Education and Welfare),” 
said, “to talk with all the people inter- 
ested in such a program: Doctors, older 
people, everyone who seems to have a 
worthwhile conviction on this subject, 
and to work out what should be the 
responsibility of the individual, the city, 
state and, finally, the Federal Govern- 
ment.” 

The President emphasized that at this 
time there is not a single state program 
in this field, and thought that it was up 
to local communities to raise necessary 
funds. “They should be just as inter- 
ested as anyone else,” he commented. 

Mr. Eisenhower concluded his re- 
marks on medical care for the senior 
citizen with the disclosure that the Ad- 
ministration is currently trying to de- 
velop a program “that will show exactly 
where the Federal Government, or Fed- 
eral responsibility in this field should 
begin, and where it should end.” 





Amer. Casualty of Reading 


Sends Lionetti to Atlanta 

Ralph A. Lionetti, formerly in ACCO’s 
home office health department, has been 
named regional travel group manager in 
the Atlanta branch office. 

His promotion was announced by Al- 
bert H. Kessler, vice president in charge 
of the health insurance department. Mr. 
Lionetti, who joined ACCO early last 
year as group travel supervising under- 
writer in the travel accident division, 
graduated from Georgetown University. 


Skutt Keynoter of 
HIAA’s Annual Meet 


SET FOR MAY 16-18 IN DALLAS 





“Economics of Financing Health Care” 
To Be a Convention Feature; H. 
Lewis Rietz Program Chairman 


V. J. Skutt, president of the Health 
Insurance Association of America, will 
be the keynote speaker at its 1960 annual 
meeting to be held May 16-18 at the 
Statler Hilton Hotel, ‘Dallas. This three- 
day meeting will draw together executives 
of HIAA’s 270 member companies in the 
United States and Canada to hear ad- 
dresses and reports on activities in the 
health insurance field. 

Robert R. Neal, general manager of 
the HIAA, said this week that the pro- 
gram “will include addresses and panel 
discussions on matters which currently 
are vitally affecting our business and 
also on subjects of a broader interest to 
insurance company officers.” 

After board and committee meetings 
the morning of Monday, May 16, the an- 
nual meeting will be convened in the 
afternoon at a general session presided 
over by Mr. Skutt, who is president of 
Mutual of Omaha. His keynote address 
will close this session and will be fol- 
lowed by an executive session. 

A symposium on “The Economics of 
Financing of Health Care” will highlight 
the program for the morning of ‘May 17. 
In the afternoon the Health Insurance 
Institute meeting will be held, followed 
by a reception, dinner and entertainment 
in the evening. 

Arrangements are near completion for 
a series of prominent personalities to 
address the HIAA meeting May 18, cli- 
maxed by the annual luncheon and a 
talk by a featured speaker. Adjourn- 
ment will follow. 

The program for this meeting was de- 
veloped by the program committee, under 
the chairmanship of 'H. Lewis Rietz, ex- 
ecutive vice president, Great Southern 
Life, Houston. His committeemen are 
Millard Bartels, chairman, insurance 
executive committee of The Travelers; 
Robert L. Davis, vice president, Amer- 
ican General Life; E. J. Faulkner, pres- 
ident, Woodmen Accident & Life; Ray- 
mond F. Killion, second vice president, 
Metropolitan Life; Howard A. Moreen, 
vice president and secretary, Aetna Life, 
and Charles D. Scott, executive vice 
president, Great American of Dallas. 








N. Y. Life Ready With Non- 
Can. Home Protector Policy 


A new non-cancellable home protector 
disability policy has been added to New 
York Life’s line of personal accident and 
sickness monthly income policies, James 
T. Phillips, senior vice president and 
chief actuary, announces. In addition, the 
company’s non-cancellable monthly in- 
come disability policies providing long 
term sickness benefits are, for the first 
time, being made available to certain 
persons in occupational Class A, which 
is comprised mainly of “blue-collar” 
workers. 

New policy has a streamlined benefit 
structure which includes a total disability 
monthly income benefit and a waiver of 
premium benefit. It also combines favor- 
ably low premiums with long maximum 
benefit periods and provides coverage 
to the policy anniversary nearest age 
50, 55, 60 or 65, as selected by the ap- 
plicant. The maximum benefit period 
runs to the end of the coverage period 
and is the same regardless of whether 
disability results from sickness or from 
accident. 

Mr Phillips pointed out that the home 
protector disability policy was designed 
to meet the needs of persons who are 
primarily interested in basic long term 
monthly income disability protection dur- 
ing the period when living expenses are 
at a peak. 
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Forand Bill Defeated 
By House Ways & Means 


ALTERNATIVE IS VOTED DOWN 





Administration Resists Pressure; Forand 
Plans Petition; Republicians Drafting 
Own Bill to Aid Elderly 





The Forand bill threat has been met 
and defeated—at least for the time being. 
Last week ten Republicans and seven 
Democrats of the House Ways and 
Means Committee joined hands to defeat 
Rep. Forand’s proposal which would 
have rewritten his senior citizen plan into 
a general Social Security revision bill. 
In addition, Rep. Hale Boggs (D. La.) 
sought an alternative to the measure 
which would have included the hospital- 
ization features while omitting provisions 
for nursing home and surgical costs. 
This was reportedly voted down 16 to 9 

Rep. Forand, cognizant of support 
from organized labor and all three an- 
nounced candidates for the Democratic 
Presidential nomination, informed re- 
porters he still intends to file a petition 
to discharge the committee from further 
consideration of his bill in order to bring 
it to the House floor. His petition would 
require 219 signatures. 

The Forand proposal, vigorously op- 
posed hy the Eisenhower Administration 
as a step toward socialized medicine, 
has nevertheless prompted Vice Presi- 
dent Nixon to urge H.E.W. Secretary 
Flemming to come forward with 
alternative which would meet the health 


some 


care needs of the aged. 

Although Mr. Flemming has vet to 
find a program which will win White 
House support, there is strong indication 
that a Republican measure drafted by 
Sen. Jacoh K. Javits (R. N. Y.), John 
Sherman Cooper (Ky.) and Hugh Scott 
(Pa) also Republicans, may gain the 


Administration’s approval 
Federal-State-Grants-In-Aid Program 
The basic plan of this hill 
readied for early introduction is 
upon the following principles: 

“(1) Voluntary participation based on 
a modest per capita monthly subscrip- 
tion, dependent upon the subscriber’s in- 
come but not limited to Social Security 
recipients 

‘(2) Eligibility for residents of a state 
65 years and over and their husband, or 
wife even if under 65 

“(3) Coverage to be given through 
either cooperative health programs or 
health insurance plans at the option of 
the subscriber will include not only hos- 
pitalizati on and nursing home care but 
covering physicians care in home 
and office 

“(4) State programs based on _ the 
availability of health care facilities in 
each state under which Federal matching 
grant funds become available. 

“(5) Federal grants to be paid for out 
of general revenues not as part of the 
Social Security system.” 

It will be recalled that the proposed 
1949 National Health Act, also known 
as the Ives-Flanders-Javits bill (sub- 
sequently reintroduced in the House un- 
til 1953) was based generally upon sim 
ilar principles. 


Bill to Eliminate P Private 
Cos. from Work. Comp. Field 


Rep. Edgar Currie, Detroit union of- 
ficial, heads a group of representatives 
who have introduced a bill (House 167) 
in the Michigan legislature which would 
eliminate private carriers from insuring 
workmen’s compensation risks. 

The present state accident fund would 
be transferred, under the bill’s terms, 
from the Insurance Commissioner’s jur- 
isdiction to the workmen’s compensation 
director to handle the bulk of coverage 
of this character. 

Self-insurance would be permitted by 
financially responsible employers and 
groups of employers could form associa- 
tions to cover such risks. One percent 
of assessments in such cases would be 
set up in a special fund to finance in- 
spections and similar activity now han- 
dled by insurors, 


being 
based 


al so 


Workers’ Health Plans 
Paying More Benefits 


HEALTH INS. "INSTITUTE FINDS 


Most Collective “Besantoing Programs 
Allowed Up to $100 Weekly by 1958; 
Others Paid 50-60% of Weekly Wages 





Seven out of every ten workers cov 
ered by insurance programs under col- 
lective bargaining receive part of their 
salary when they are off the job because 
of illness or injury not connected with 
their work, the Health Insurance In- 
stitute reports. 

Nearly half of these workers also re- 
ceive weekly income as a supplement to 
benefits paid by workmen’s compensation 
for job-connected disabilities, said the 
Institute. 

The report was based on an analysis 
of a U. S. Department of Labor study 
of 300 collectively bargained plans, each 
covering 1,000 or more workers. The 
plans covered a total of 4,933,000 workers 
or 40% of all American workers under 
collectively bargained plans. 

Of the 300 plans, 232 provided for 
weekly loss-of-income benefits to some 
36 million workers. Thus, 77% of all 
plans and 72% of all workers were 1n- 
cluded in these programs, the Institute 
revealed, 

Plans Greatly Strengthened 


\ comparison of the plans at the end 
of 1955 and 1958 showed that the plans 
had generally been strengthened. The 
principal findings of the 1958 study were: 


Most workers were covered by plans 
which graduate benefits according to 
wages. Of the 99 plans with graduated 


benefits, 67 were graduated by hourly 
wages with benefits ranging up to $100 
weekly. In the other 32 graduated plans, 
the usual benefit was 50 to 60% of the 


weekly wage 

Also, of the plans that paid a flat 
amount, the weekly benefit range was 
up to $65. Exactly half of the workers 


were covered by plans financed jointlv 
by employer-employe contributions ; 48% 
of the workers were under plans to which 
only the employer contributed 45% of 
the workers were covered for both oc- 
cupational and non-occupational disa- 
bilities, 54% for non-occupational only 
and 12% for occupational only. 

The typical maximum duration of bene- 
fit pavments was 26 weeks. More than 
half the plans provided benefits for in- 
come lost due to pregnancy; in practic- 
ally all cases, the duration of benefits 
was six weeks, and a common benefit 


was $30 a week. 


More Workers Receiving Higher 
Benefits 


to which the plans have 
been improved can be illustrated, the 
Institute stated, by an examination of 
the number of workers earning $4,000 a 
vear entitled to a certain level of bene- 
fits. In 1955, some 28% of the workers at 
this income level, when disabled, re- 
ceived benefits of more than $40 weekly. 
In 1958, the figure reached 49%. The 
waiting period before a worker became 
eligible for benefits under the plans was 
than three months for more than 
half of the employes 


The extent 


] 74 
iess 


N. A. COGGESHALL DIES AT 63 


held at Minneapolis 
\. Coggeshall, 63, 


Services were 
March 19 for Nathan 


attorney and insurance man. He was 
associated with the Fred L. Gray Co.. 
large Minneapolis general agency and 


formerly was upper midwest claims man- 
ager for the American Casualty of Read- 
ing, Pa. 


BUFFALO C. & S. CLUB OFFICERS 


The board of directors of the Casualty 
& Surety Club of Buffalo announce the 
election of 
1960: President—Robert P. Burns, bond 
superintendent, The Travelers; 
president—Frank P. Trumble, associate, 
F. E. Seymour, Inc., and secretary- 
treasurer—Donald J. Gregory, assistant 
manager, Indemnity of North America 


the following officers for 


vice 


Springfield Group Promotes 
Sullivan in A.&H. Capacity 


Milton E. Sullivan has been promoted 
to regional life, health and accident sales 
manager for the Springfield-Monarch 
Companies with headquarters in New 
York City. He will service Springfield 
agents and brokers in New York and 
northern New Jersey. 

Mr. Sullivan was graduated from Pratt 
Institute and R.C.A. Institute, and was 
awarded the CLU designation in 1951. 

He was formerly director of sales super- 
Mutual Benefit Life and has 
written a five volume training course on 
health and accident insurance. He has also 
served as a faculty member for Pace 
College in New York where he taught 
A. & H. Mr. Sullivan joined 
Springfield-Monarch in 1959 as sales su- 
pervisor. 

Previously he was regional manager of 
brokerage sales in New York Life’s 


vision for 


insurance. 


home 


office. 





AUTO IS STILL NO. 1 KILLER 


Road Mishaps Rank Highest in Mutual 
of Omaha Survey; Death From 
Falls on Increase 

The family automobile continues to be 
the number one cause of accidental 
deaths, reports a Mutual of Omaha sur- 
vey, just released, based on henefits paid 
beneficiaries of policvowners killed ac- 
cidentally. 

The Mutual’s records show that auto 
accidents caused 49.74% of all accidental 
deaths, a decrease of 2.5% from 1958 and 
the lowest percentage since 1949. 

The largest increase in accidental 
deaths was due to simple falls espe- 
cially in the home, where deaths from 
falls of do-it-yourselfers increased al- 
most 50%. These falls counted for over 
16% of all accidental deaths. 

The largest decrease in cause of fatal 
accidents was in the water safety area. 
During 1958, 5.56% of the deaths came 
by boating, fishing and swimming ac- 
cidents. Only 3.6% of 1959 cases were 
caused in this manner. 

Deaths from burns increased by about 
49% while deaths from such usually 
“minor” accidents as electrocution and 
gunshot wounds also increased. 

One Mutual of Omaha _policyowner 
was killed in an earthquake and two pol- 
icyowners died when struck by lightning. 
A baby suffocated when attacked by a 
nest of wasps; another choked on as- 
pirin. A young Golden Gloves challenger 
died of boxing injuries. A veteran rodeo 
rider was killed when his lungs were 
punctured on a saddle horn and another 
was gored by a bull. 





Dela. Bill Would Put Blues 
Under State Dep’t. Control 


A bill to put Blue Cross-Blue Shield 
under contro] of the State Insurance 
Commissioner and make the plan subject 
to taxation has been introduced in the 
Delaware legislature. 

The measure would make the plan 
otherwise subject to all Delaware laws 
affecting insurance companies by re- 
defining the term “insurance company” 
as it appears at the beginning of the 
state insurance law. 

The proposal would make the definition 
include “health, hospital and surgical in- 
surance or prepaid plans, such as, but 
not limited to, Group Hospital Service, 
Inc., also referred to as Blue Cross and 
Blue Shield.” 

Group Hospital Service is a_non-profit 
organization operating the Blue Cross 
and Blue Shield plans. About two-thirds 
of the state population is covered by 
these health plans. The organization is 
tax-exempt. 

F. A. Wardenburg, chairman of Group 
Hospital Service board of trustees, said 
passage of the bill probably would mean 
a rate increase, 


160 Doctors on Coast 
Adopt Schedule of Fees 


SAN FERNANDO VALLEY SOCIETY 


Definite Plan Worked Out in Agreement 
With Local Union of International 
Assn. of Machinists 


A. & H. industry people who have 
advocated that general practitioners 
should adopt a definite fee schedule for 
every type of service given their pati- 
ents, will be encouraged by the action 
taken recently by 160 doctors in San 
Fernando Valley, Calif. They agreed to 
adhere to maximum fees covering stand- 
ardized medical and health care costs, 
such as $10 for house calls, office calls 
$5, tonsillectomies $97.50 and appendec- 
tomies $227.50, to name just a few, 
available to patients earning less than 
$7,000 a year. 

Dr. John McGirr, president of the 
Valley branch of American Academy of 
General Practitioners in which organiza- 
tion the 160 doctors are members, said 
at a press conference that “he hoped 
the other 40 general practitioners in the 
Valley also will agree to the fee sched- 
ule and that 200 additional doctors in 
the area including specialists will sign 
up.” They serve a population of about 
1,500,000 people. 

The plan was worked out in agreement 
with District 727 of ithe International 
Association of Machinists, headed by 
John Snider. It is one of the largest 
unions in California. 

Emphasizing that the standardized 
fees will be available to everybody, not 
only union members, Mr. Snider said 
that to assure the highest degree of care, 
all general practitioners signed up for 
the plan, will, when hospital care is 
indicated, send their patients to a Class 


A hospital or its equivalent. Further- 
more, the doctors will display in their 
offices signs reading: “Fee Schedule 


Accepted.” 

The fees are based on a 1956 “relative 
value fee study” made by the American 
Medical Association. 


Confusing Fee Schedule Endangers 
Group Insurance Plans 


At the press conference Dr, McGirr 
joined with Mr. Snider in pointing out 
that the major portion of the present day 
doctor’s fee is derived through medical in- 
surance plans, mostly of the Group type. 
Thus, they maintained, a_ standardized 
fee schedule has become imperative from 
various points of view. Mr. Snider 
brought out that in negotiating contracts 
for employes at aircraft, missiles, re- 
search and development plants at which 
his union members are employed, health 
and welfare clauses “become meaning- 
less if the costs discussed at the contract 
conferences turn out to be lower than 
the actual costs. 


“We make gains at the negotiating 
table for our members,” he said, “but 
lose them because doctors raise their 


fees. The result is that either our people 
must pay more money for their health or 
medical plan or the insurance companies 
must raise their premiums. Often both 
of these occur.’ 

Emphasis was put on the point that 
“an obscure and confusing fee system” 
endangers the Group insurance program. 
Furthermore, such a system jeopardizes 
the medical ‘profession and weakens its 
fight against socialized medicine. 

Long Beach and San Joaquin Valley 
doctors had previously adopted a stand- 
ardized fee plan and they helped to sell 
the San Fernando Valley medical practi- 
tioners. 


Woods Points to Need 


(Continued from Page 33) 


receiving a license and, therefore, de- 
manding insurance and becoming, 
through this practice, a real burden t0 
the great mass of conscientious drivers 
“If we can gét this picture straight,” 
Mr. Wood concluded, “the public’s image 
of insurance should be much improved. 
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The Civil Service Commission has ap- 
proved the first two of about 40 plans 
which will be available to Federal em- 
gloyes under the Federal Employes 
Health Benefits Act of 1959. Contracts, 
scheduled to go into effect this July, 
will be signed shortly with the Aetna 
Life for the Government-wide indemnity 
gan, and with Blue Cross-Blue Shield 
jor the Government-wide services bene- 
ft plan, the Commission disclosed. 
Contracts for health benefit plans of- 
fered by 15 Federal employe organiza- 
tions, and by more than 20 carriers of 
comprehensive medical p!ans, will be 
approved as rapidly as final details can 
be worked out. 

Approximately 1,800,000 Federal em- 
gloyes are expected to enroll in this 
health benefits program for themselves 
and for more than 2,200,000 dependents 
under one or another of the plans offered. 
The enrollment period will be June 1 
through June 30. Most of the partici- 
gating plans will offer a high and low 
tion of benefits, each with premiums 
related to the value of the benefits of- 
ered. 

Largest Program of Its Type 


The huge enrollment expected and the 
wide variety of choice of plans and op- 
tions offered make this program the 
largest and most complex employer-spon- 
sored voluntary program of health bene- 
fits in the world, the Commission said. 
The Government will contribute to the 
wst of each health benefits plan, with 
the employe paying the balance of the 
wst of the plan he chooses through pay- 
wll deductions. The volume of first- 
year premiums is expected to approxi- 
mate $250 million, 

For an employe who enrolls for thim- 
«lf only, the Government contribution 
wil be $2.82 a month. For self and 
family enrollment, the Government will 
jay $6.76 a month, except that if cov- 
ered family of a female employe includes 
anon-dependent husband, the Govern- 


nent's monthly contribution will be 
94. 
While following, in many respects, 


raditional patterns set by other large 
mployers, in some respects the two 
Government-wide plans set precedents. 
Major advantages which are not gen- 
erally found in the plans of large em- 
jloyers but which will be provided for 
federal employes are: 


Major Advantages of Plan 


1, Each employe will have a free choice among 
ivariety of plans and options. 

2. The cost to employes is guaranteed for a 
wntract period of 16 months, even though hos- 
jital and medical costs continue to rise. 

i. Employes who retire on immediate annuity 
iter the program goes into effect may retain 
erage for themselves and dependents with no 
teluction benefits and at the same cost to them 
‘for active employes. This factor will increase 
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‘importance in future years. 
4, Coverage of dependents, again at the same 
tte, may continue after the death of an en- 
tilled employe or annuitant. 
‘No waiting periods are required for matern- 
'y benefits and no exclusion from coverage on 
te basis of pre- existing physical or mental con- 
lions or age is permitted. 
6, Employes in a non-pay status are covered 
iit up to 365 days without contribution by the 
fovernment or the employe. 
7 Tn cases where an employe leaves Federal 
“wee for reasons other than retirement, a 31- 
“Wextension of coverage is provided at no cost 
“the employe or the Government in order to 
Ne the employe, or his surviving enrolled de- 
fadents, an opportunity to convert from Group 
‘Wetage without medical examination to an in- 
‘vidual contract, 

Person confined in a hospital on the 31st 
ay of continuance of coverage is entitled to 
“aeits for up to 60 days more. 


Aetna Life the Prime Carrier 


The Government-wide indemnity plan, 
ree by the insurance industry will be 
“tinistered by the Aetna Life as the 


Civil Service Commission Approves 


First Two Fed’l Employe Health Plans 


prime carrier. It will be underwritten 
by the Aetna and all other companies in 
the group health insurance field who 
desire to participate in the health benefit 
program through reinsurance. 

The plan will offer benefits covering 
first-dollar costs of hospital room and 
board. After payment of a $50 deductible, 
it will cover the majority of other hos- 
pital, and surgical and medical expenses, 
including the services of physicians out- 
side as well as inside the hospital. The 
benefits will range upward to cover the 
heavy hospital, medical, and surgical ex- 
penses of costly illnesses. 

The high option of this plan has a 
maximum benefit of $30,000 for each per- 
son covered. It also provides automatic 
reinstatement of up to $1,000 each year, 
and total reinstatement upon evidence 
of insurability. The low option of this 
plan covers similar costs but to a lesser 
degree. It has a maximum benefit of 
$10,000 per person and automatic rein- 
statement of up to $500 a year. 

The Government-wide service benefit 
plan by Blue Cross-Blue Shield will also 


include two options patterned after this 
hospital-surgical plan available in most 
localities, but with added supplemental 
benefits provided after the payment of a 
corridor deductible for hospital, medical 
and surgical expenses of costly illness. 

The high option of this plan will offer 
basic benefits beginning with the first 
dollar of hospital expense, and basic 
surgical and in-hospital medical expense 
under fee schedule. Supplemental bene- 
fits, after payment of a corridor deduc- 
tible of $100 will have a lifetime maxi- 
mum of $20,000 for each person covered, 
with a provision for total reinstatement 
upon evidence of insurability. 

The low option of the Blue Cross- 
Blue Shield plan is similar in pattern 
but with lower basic benefits, a corridor 
deductible of $200, and a lifetime maxi- 
mum of $5,000 per person for supple- 
mental benefits. 


Both Plans to be Experience-Rated 


Both Government-wide plans will ex- 
perience-rated. Each carrier must keep 
accounts for the plan completely sep- 
arated from the accounts of other plans 
he carries. The carrier es age to 
pay all benefits under the plan, all taxes 
applicable to the contract, and all its 
expense of administering the contract. 

For any year in which the amount re- 
ceived in premiums is less than the total 
cost of benefits, taxes, and administrative 








over a million dollars annually. 


Jamaica in 1960. 


Reading, Pennsylvania. 





“American Casualty 
has made it easy 


The principals of a leading general agency 
made the above statement a few months ago 
and also mentioned that the cooperation re- 
ceived from Acco Accident and Health men was 
vital in getting the agency through its critical 
early years. In the 12 years since the agency 
was founded, volume (100% Accident and 
Health) rose from less than $50,000 to well 


Acco agents receive attractive new and re- 
newal commissions; an agency agreement which 
assures their ownership of the business; attrac- 
tive sales aids . . . plus stimulating incentive plans 
which earned leading producers trips to Ber- 
muda in 1959—and will net them trips to 


To learn why and how Acco can do more for 
you, why not let us give you the full story on 
this outstanding Accident and Health program? 
Write on your letterhead to A. H. Kessler, 
Vice President, American Casualty Company, 





e Association Group 
e Aviation Accident 
e Blanket Medical 

e Business Expense 
e Campers Medical 
e Cancer, Specified Disease 
e Credit Disability 

e Custom-Tailored A. & H. 

e Franchise 

e Group 

e Guaranteed Renewable 

e Hospital Expense 

e Impaired Risks 

e Income Replacement 

e Major Hospital 

e Major Medical 

e Overage Policies 

@ Professional Organizations 
e Rent Replacement 

e Salary Continuance 

e Special Risks 

e Travel Group 

e Volunteer Firemen 

e Youth Policies 





AMERICAN CASUALTY 


[si =1at-Talodal 


HOME OFFICE — READING, 


SINCE 


and Service 


(Oh bdtot-t- Otel 0-3 an doll Ofel- 0-34 


PENNSYLVANIA 
1902 





expenses, the carrier suffers a loss. As 
a fee for assuring this risk of loss, the 
carrier is allowed a fixed risk charge, 
seven only when experience is favor- 
able. This risk charge, fixed in advance, 
is the only item of potential profit to the 
carrier. 

In the Aetna Life contract, the risk 
charge will be 1.3% of premium, auto- 
matically reduced to 1% at the begin- 
ning of the first contract year after the 
plan has built up a special reserve equal 
to one month’s premium. In the Blue 
Cross-Blue Shield contract, the risk 
charge will be 1.5% of premium, with 
no provision for automatic reduction. 

In both contracts, the amount allowed 
for taxes will be the actual amount the 
carrier is required to pay. Actual ex- 
penses, not to exceed 5.5% of premium, 
will be allowed. The reinsurers of the 
Aetna contract will receive two-tenths of 
1% of premium as an expense allowance. 

[he first contract period will run from 
July 1, 1960, to October 31, 1961. At the 
end of the first contract period, and after 
each subsequent contract year, each 
carrier will prepare an accounting state- 
ment. If the total of acquired claim 
charges, taxes, and allowable expenses 
is less than the accrued premiums, the 
carrier will retain his fixed risk charge 
and credit any remainder to a special 
earmarked reserve for the Federal plan 
he carries. This special reserve, and 
income from investing it, will belong to 
the Federal Health Benefits Fund. It 
can be used only for payments under the 
plan which built it up. 

Premiums for all years after the first 
contract period will be based on the 
actual experience of each plan. No plan 
will be expected to operate at rates which 
are too low to support the level of bene- 
fits provided. However, any rate which 
experience shows is too high for the 
benefit level of the plan will be re- 
duced, or benefits will be increased. Any 
excess premium for a particular year 
is added to the special reserve. 





Ground-Breaking Ceremonies 


For Educators Mutual Life 


More ‘than 150 officials, employes, 
agents and guests formed an appropriate 
“E” during ground-breaking ceremonies 
for the new home office of Educators 
Mutual Life of Lancaster, Pa. 

President J. Laurence Strickler turned 
the first shovelful of sod in recognition 
of the fact that 1960 is the company’s 
30th anniversary year. He was followed 
by W. Gordon Landreth, treasurer and 
vice president, teacher division; A. W. 
Adee, vice president, commercial divi- 
sion; and Herman Hoskins, vice presi- 
dent and manager of Educators. West 
Virginia branch office. 

Among the guests was Mrs. E. W. 
Strickler, mother of the president and 
widow of one of the founders. 

The new home office will be erected 
on a 20-acre plot in the suburbs of Lan- 
caster, along the Lincoln Highway East. 
The 25,000 square foot building, of mod- 
ern design, will be air-conditioned 
throughout. There will be an adjacent 
parking lot. Occupancy is expected by 
the spring of 1961, according to Mr. 
Strickler. 

This will be the eighth expansion move 
since 1947 for Educators. The company, 
now doing business in 17 states, was 
chartered on Dec. 24, 1910, by a small 
group of Lancaster school teachers. Un- 
til 1936, the entire business of the com- 
pany was with the teaching profession. 





ALL AMERICAN ENTERS CONN. 

All American Life & Casualty of Park 
Ridge, Ill. has been licensed to transact 
accident and sickness and life business 
in Connecticut. This brings the total to 
39 states and the District of Columbia. 





IND. ADOPTS MIRB AUTO PLAN 
The Mutual Insurance Rating Bureau’s 
package automobile policy program has 
coe approved for use by its members 


and subscribers in Indiana _ effective 
April 1. This program has previously 
been introduced in Towa, Michigan, 


Minnesota, Nebraska, Ohio and Pennsyl- 
vania. 





Page 42 













ai 
Cavrudttsvo 





— UNDERWRITER 


April 8, 196 





Everett Calls Competition Key to 
Best A. & H. Coverage at Lowest Cost 


Getting to the heart of the currently 
voluntary-compulsory health aera 
issue «4 being argued in Washington, 
Ardell Everett, second vice president 
of the oad told the 1960 annual 

-onference of Blue Cross and Blue Shield 
P lans April 3 at the Statler Hilton Hotel, 
Los Angeles, that he was convinced 
mi mopoly has no place in an area of 
such vital and personal concern as mod- 
ern medical care. 

“Monopoly,” Mr. Everett stressed, 
“Whether public or private, tends to be- 
come irresponsive to changing needs and 
demands, to form a fixed pattern, and 
to become complacent. Only through the 
dynamic operation of competitive mar- 
kets can we continue to provide the best 
possible protection at the lowest possible 
cost.” 

Mr. Everett, in his address, titled “A 
Common Endeavor,” which was enthu- 
siastically received, said the primary 
responsibility for the provision of health 
insurance coverage to the public and for 
remaining alert to the wisdom inherent 
in experimentation, flexibility and re- 
sponsiveness to change, lay upon the 
shoulders of the insurance companies, 
Blue Cross and Blue Shield organiza- 
tions. 

Although Blue Cross-Blue Shield plans 
have gotten a head start in insurance 
companies, Mr. Everett stated, private 
carriers have “expanded their coverage 
rapidly since the early 1940s.” He 
credited the stimulation of Group health 
plans to the increased interest of man- 
agement and labor in employe benefit 
programs, 


Points to Similarities of Blue Plans and 
rivate Companies 


Many of the differences between Blue 
Cross-Blue Shield and Insurance com- 
panies are merely in semantics, Mr. 
Everett brought out and mentioned: 
“Coincidentally, even though The Pru- 
dential pays all forms of taxes we, too, 
are a mutual non-profit organization with 
six members of our board of directors 
appointed by the Chief Justice of the 
Supreme Court of New Jersey.” 

Pointing to the similarities of private 
carriers and Blue plans, Mr. Everett said 
both needed better public understanding 
of their problems and of voluntary health 
insurance itself. He cited specifically 
the inefficient use of medical care serv- 
ices and facilities in respect to over-in- 
surance. Commenting further on this 
subject, Mr. Everett declared: 

“Each of us has a responsibility to the 
public in developing a better understand- 
ing of our products and their pricing. 
The problem of over-utilization of serv- 
ices, brought about to a degree by the 
very existence of health insurance, is of 
vital concern to all of us, as is our com- 
mon inability to absorb costs for services 
and supplies not included in our original 
rate assumptions. 

“It seems apparent that the tendency 
of many persons to expect and to use 
the maximum services available under 
any health insurance contract leads us 
to the obvious conclusion that there 
should be a financial incentive to prevent 
over-utilization. I refer specifically to 
deductibles and co-insurance.” 

Conceding that there is however, com- 
petition at the sales level between insur- 
ance companies and Blue Cross-Blue 
Shield plans, Mr. Everett stated that 
the “bruised shins and skinned knees” 
that often times result are a natural con- 
sequence of competitive process and not 
confined to the health insurance business 
alone. 

Mr. Everett who feels it would be ad- 
vantageous to discuss mutual differences 
and problems in “an atmosphere of rea- 
sonableness and thoughtful considera- 
tion,” noted that the first step in this 
direction was brought about two years 
ago at the liaison conference of Blue 
Cross, Blue Shield and insurance com- 
pany representatives under the joint 





ARDELL T. EVERETT 


the 
Foll- 


chairmanship of Artemis Leslie of 
Blue Cross Commission and J. F. 
mann, Jr. of the HIAA. 

“It is a healthy sign,” he said “that 
the liaison conference has given its con- 
sideration to certain of our common 
problems. More recently there has come 
into being a joint effort with respect to 
the problems which surround duplicated 
coverage which results in over-insurance. 
In this instance, Blue Cross-Blue Shiela 
and insurance organizations are working 
jointly as a result of considerations on 
the part of the National Association of 
Insurance Commissioners.’ 


Legislation at Federal Level 


The speaker then referred to proposed 
legislations at the Federal level which 
would affect both national health plans 
and private carriers alike. Stating that 
if national compulsory health insurance 
became a reality, the quality of medical 
care and the country’s economy would be 
impaired. Mr. Everett quoted statistics 
and headlines from England and Canada 
to support this belief. He then pointed 
out: 

“Legislative action in other countries, 
whether good or bad for a specific coun- 
try, should not be the sole guideline for 
action in this country. No other country 
has an economy like ours and certainly 
no other country has ever had voluntary 
health care programs, including insur- 
ance, to equal those in the United States. 
We should not destroy a system which 
has produced better health care for the 
general public than any other socio- 
economic-political system in the world. 

“To saddle the taxpayers with a federal 
system in a field which can be handled 
more effectively by voluntary effort 
should be unthinkable. Leaving aside the 
inevitable deterioration in the quality of 
care under compulsory health insurance 
plans, the cost of such programs alone 
could produce frightening results.” 

Another significant point Mr. Everett 
made toward the close of his speech 
was that tampering with the benefit 
structure of our Social Security program 
each election year “could eventually pro- 
duce such a burden upon the employed tax- 
payer that future generations will rebel 
against providing the taxes to support 
the benefits which retired persons had 
been led to expect as a ‘right’ throughout 
their working years.” 

Reiterating that voluntary health in- 
surance mechanisms are doing the job, 
Mr. Everett stressed that “the common 
endeavor in which Blue Cross-Blue 
Shield and insurance companies are en- 
gaged is confronted with a real challenge 
to its future existence for if health care 


Overhead Expense Policy 
Revised by Loyal Protective 


The Loyal Protective Life of Boston 
has recently revised and liberalized its 
professional overhead expense policy. 
Most important features in this revision 
are: (1) waiver of premium after four 
months of total disability, and (2) the 
policy is now guaranteed renewable to 
age 65, with premiums adjustable on a 
class basis only, and is renewable there- 
after with consent of company. 

Maximum benefit period for each sick- 
ness or accident has been increased to 
15 months, and maximum limit of issue 
has been raised to $900 per month for 
certain occupations. The policy is avail- 
able with either a 14 or 30 dav elimina- 
tion period, and is issued to both men 
and women. 

Expenses now covered by this policy 
include office rent, property taxes, mort- 


gage interest, utilities, laundry, postage, 
dues for professional societies, profes- 
sional periodicals, and employes’ salaries. 


Expenses not covered are: Salaries or 
drawing accounts of the insured, profes- 
sional books and equipment, mortgage 
amortization payments, and salaries for 
members of the insured’s profession and 
family. Exclusions are limited to losses 
caused by war and those resulting from 
pregnancy, childbirth or miscarriage. 


Special features include coverage 
around-the-world, no aviation restric- 
tions, coverage for every type of acci- 


dent and every kind of 
current disability clause, 
finement, and no 
claims. 


sickness, a re- 
no house con- 
limit on number of 





Channing Corp. 


(Continued from 


Acquires 
Page 31) 
Insurance Co. of 


Secured Indianapolis 


which in turn holds all of the stock of 
the Riverside Insurance Co, of America, 
Little Rock. Both Secured and River- 


side, primarily automobile insurance un- 
derwriters, also come under control of 
Channing Corp. as a result of the cash 
transaction. Federal and Wolverine are 


the two principal components of the 
Battle Creek companies, also known as 
the “Tower Group.” 

Federal Life & Casualty offers life 


insurance and accident and health pol- 
icies, while Wolverine is a multiple-line 
company offering fire and casualty pro- 
tection. Federal currently has approxi- 
mately $500,000,000 of life insurance in 
force, and Wolverine last year reported 
over $17,000,000 of premium volume. At 
the close of 1959, combined assets of the 
two companies were in excess of $49,000,- 


000. <All four companies — Federal, 
Wolverine, Secured and_ Riverside— 
wrote over $39,000,000 in premiums dur- 


ing 1959, through more than 3,000 agents 
who represent the Wolverine-Federal 
companies, 


Three Integrated Divisions 


With this acquisition The Channing 
Corp. will now operate three integrated 
divisions: Industrial, under which the 
Nice Ball Bearing Co. in Philadelphia 
operates; financial, with Channing sub- 
sidiaries serving as underwriters, dis- 
tributors and investment advisors for the 
six U. S. and Canadian investment funds 
in the Channing group, and insurance, 
embracing Federal, Wolverine, Secured 
and Riverside. 

The equity of the Wolverine-Federal 
group acquired by Channing was form- 
erly held by a group of Michigan busi- 
nessmen, No changes in executive or 
administrative personnel of Wolverine- 
Federal are planned. John H. Carton, 





benefits are provided to-all those eligible 
for Social Security benefits, it would 
appear to be inevitable that such bene- 
fits be extended to those who are paying 
for them—the workers under age 65. 
“Not only,” he concluded, “must we 
continue to improve and expand our 
products but we must do a better job 
of informing the public as to the ad- 
vantages of our voluntary system of 


health care and health care financing.” 


O. F. GRAHAME’S COMMENTARy 


On Supreme Court Decision in Travele; 
Health He Sees Another Law Suit to 
Decide FTC Jurisdictional Questions 
Orville F. Grahame, vice president. 

general counsel of Paul Revere Life 

makes the following comment on the 

U. S. Supreme Court’s decision in the 

FTC-Travelers Health _ case. Mr 

Grahame is chairman of the FTC sypb. 
committee of Health Insurance Associa. 
tion of America. 

“Tt apparently will take another law 
suit to settle jurisdictional questions in. 
volving the FTC. The majority opinioy 
of the U. S. Supreme Court in the Tray. 
elers Health case ruled only that regy. 
lation by the oe state will not Oust 
the FTC on mail order business. Hoy. 
ever, the case does not decide whether 
regulation in a non- -licensing and non. 
domiciliary state would constitute regu. 
lation under Public Law 15. 

“Litigation would seem necessary to 
determine the effect of the unauthorized 
insurers false advertising process act. || 
was foreseen that the Supreme Cour; 
might be impressed by former FTC 
Chairman Gwynne’s opinion that the 
McCarran act contemplated regulation 
by the law of the state where occurred 
the activities sought to be regulated.” 





NEW YORKERS HEAR O'CONNOR 


To Address IAAHU Local Chapter op 
April 26; Ullman, Rosan to be Dele. 
gates to IAAHU June Annual Meeting 

Edward H. O’Connor, managing 4- 
rector of the Insurance Economics So- 
ciety of America, will address ~ April 
26 dinner meeting of TAAHU’s Ney 
York City Chapter, to be held at Whyte 
Restaurant, at 145 Fulton Street, N. Y.C 
A sizeable attendance is anticipated. 

Mr. O’Connor has been doing an out- 
standing job in bringing to the attention 
of audiences all over the country the 
facts, issues, trends and political aspects 
of state and Federal social benefits plans 
and proposals. His appearance before 
this group of wholly sales personnel is 
particularly timely in view of contro- 
versial issues now developing around the 
course that Forand-type bills will take 

Thel New York association has desig: 
nated Julius L, Ullman, president of W 
L. Perrin & Son, Inc., who is chairma: 
of the executive committee and general 
chairman for the IAAHU 1961 conven- 
tion at the Waldorf Astoria, N. Y, t 
gether with Howard J. Rosan, president 
Samuel D. Rosan Agency, Inc., pres 
dent of the New York chapter ani 
IAAHU regional zone manager, as dele: 
gates to the 1960 International Accident 
& Health convention in Chicago this 





June. 

The board of directors of the New 
York chapter have recommended 3 
change in its title to conform to that 


of the International Association, namely 
—New York Association of Health Us: 
derwriters. 

The chapter now has 130 members. 





president of both companies; Howard | 
Stoddard, president of Michigan National 
Bank, and Waldo Stoddard, senior vic 
president of the bank, will continue a 
directors of the insurance companies, and 
will retain substantial holdings in the 
companies. It is expected that Channing 
Corp. representatives will soon be added 
to the Federal and Wolverine boards 
of directors 

Oper ating headquarters of the insut- 
ance companies will remain in the 
Wolverine Federal Tower, Battle Creek 
Channing Corp. headquarters are |0- 
cated at 85 Broad Street, New York City, 
with corporate offices in San Francist, 
Cal, and Philadelphia, Pa. 

Messrs. Van Strum and Carton spokt 
optimistically at the press luncheon 
the outlook for selling life insurance a 
mutual funds under the new setup 1% 
Federal-Wolverine. Another speaker W% 
King Merritt, head of the Channimt 
sales organizations, who’ visualized @ 
total of 5,600:salesmen calling on pro 
pects. The “one-stop” service conte? 
was strongly advocated by all three & 
ecutives., 





April 
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.».OR IS THERE? 


Leukemia now gives its young vic- 
tims only months of life. But there 
is hope for those with this form of 
cancer. That hope is research. 
Research has already extended 
the lives of many leukemia pa- 
tients by months and even years. 
Research alone can find a way to 
stop this cancer of the blood-form- 
ing tissues once it has mysteri- 
ously begun. And every day that 
a leukemia patient lives allows 


science one more day to find a cure 
—or even a new way to extend his 
life a little longer. 

Every year leukemia kills 2,000 
children and 10,000 adults, and 
the incidence is rising. Every year 
the American Cancer Society allo- 
cates more and more money to 
research specifically related to leu- 
kemia. Last year, it allotted nearly 
$1,000,000 to such research, out of 
a total research expenditure of 




















about $12,000,000. Much more 
money is needed this year. The 
more you contribute, the faster 
research on leukemia and other 
forms of cancer will pro- 
gress. Guard your fam- 
ily! Fight cancer with a 
checkup and a check! 
Send your contribution 
to “Cancer,” in care of 
your local post office. 


® 


AMERICAN CANCER SOCIETY 











7-tume winner of 
Massachusetts 
Mutual 


MAN OF THE YEAR 
AWARD 





Daniel Auslander, C.L.U., New York- 
Copeland Agency, has been named Man of 
the Year, the most outstanding of all Massa- 
chusetts Mutual representatives. The signal 
honor is in recognition of his excellent ser- 
vice to his policyholders, his agency and the 
Company in the past year. This is the 
seventh time he has earned this distinction. 


Mr. Auslander entered the life insurance 
business with his present agency on Decem- 
ber 23, 1930. He is a ‘‘natural born’’ life 
underwriter, dedicated to his business. 


HIS REMARKABLE RECORD 
INCLUDES THESE 
NOTEWORTHY ACHIEVEMENTS 


Ordinary sales in 1959, $6,004,050, a 
new all-time high for any Massachusetts 





Mr. Auslander’s 1959 record is particularly 
significant because in that year Massachu- 
setts Mutual sold over a billion dollars of 
ordinary, exclusive of paid-up additions. . . 
the first time, to the best of our knowledge 
that this has been done by a general 
agency company. 


$1,000,000 or more life insurance placed 
in the Massachusetts Mutual in each of 
the past 23 years. 


Massachusetts Mutual's leading producer 
in each of 10 years. 


One of our 100 top producers in each of 
the past 28 years. 


Leaders Club member for 18 years, from 
start of this honor roll. 


Million Dollar Round Table Member since 
1934, Life and Qualifying member every 
year since 1936. 


Received National Quality Award in 
each of the past 15 years. 





MASSACHUSETTS MUTUAL 
Life Insurance Company 
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